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LARGE 
ROTOR 
BEARINGS 







—the “hub” of 
proved performance 


in BRODIE BiRotor METERS 





Hundreds of millions of gallons metered with no measurable wear 
—no replacement or repair—has proved beyond doubt the rugged 
endurance of large rotor bearings in Brodie BiRotor Meters. 


Polished rotor bearing surfaces actually improve with use. 


Coupled with the BiRotor’s exclusive precision balanced per- 
formance and double case construction, heavy duty rotor bearings 
further account for Brodie’s outstanding record of high sustained 
accuracy, smooth vibrationless operation, low maintenance and 
long service life. For years of fully dependable metering, investi- 
gate Brodie BiRotor Meters today 
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RALPH N. BRODIE COMPANY - San Leandro, California, U.S.A. ; ; 


MT. VERNON, N. Y. DALLAS 2, TEXAS CHICAGO OFFICE: SEATTLE 9, WASH. LOS ANGELES 22, CALIF. 
550 So. Columbus Ave. 167 Parkhouse St. 1227 Circle Ave., Forest Park, Ill. 221 9th Ave. N. 5401 E. Sheila Street 


REPRESENTATIVES WITH STOCKS AND SERVICE FACILITIES IN ALL PRINCIPAL cities 
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Among other things . 


Hurricane Diane dumped unprecedented amounts of 
rain on sections of the Mid-Atlantic and New England 
states, resulting in disastrous floods and extensive property 
damage. “High Water in the Night,” beginning on page 
53, tells of some of the frightening results of the floods in 
Connecticut, specifically how they affected fueloil dealers 
and how the dealers fought back to repair damage and 
restore their customers heating equipment. 


Other features of interest describe the progress of elec- 
tric heating in Tulsa, with an introductory explanation 
of how this may affect the oilheating dealer; a detailed 
description of how to make showrooms more effective. In 
the Commercial-Industrial Oilburning section, John Schulz 
devotes his feature to Petro horizontal rotary oilburners. 


Front cover: A Peters Oil Heat, Clifton, N. J., installa- 
tion, showing one of two oilfired boiler units used to pro- 
vide, in effect, zoned heat for a two-family home. 
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.. Without any compromise 
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y 1. SPLINE 


Quality standard of the industry — Available 
in Silent Tension Aluminum or DuPont Nylon 





REGULAR 

Ultimate to correct misalignment — Furnished 
in 1/6 to % HP ratings for Oil Burner Re 
quirements. ees 

3. JAW-TYPE 












Where price is 
of prime concern 
— Fits all Jaw 
(Lovejoy) Hubs. 
Available in Ny- 
lon to exact 


length require- 
ments. 

Only 
Guardian 


gives you these features: 


1. ROLL SPINNING—Exclusive method tor sate 
ing all three components at one time—Actually 
made in position of final driving operation. 

2. BRAIDED RUBBER—Ground to absolute true 
concentricity. Furnished with BUNA-N TUBE 
and NEOPRENE COVER. Holds to strict Lateral 
and Angular Alignment standards. 

3. ONE-PIECE DESIGN—Minimizes assembly and 
— costs—Cut to exact length require- 
ments 

There are over 4,000,000 Guardian couplings on 

bighest equipment. This is your assurance of 

est quolity and enthusiastic acceptance in 


the Geld 
COUPLING 
SERVICE KITS 


Standard and Economy 
Kits complete with bush- 
ings for replacement. 
Lengths and bores mee! 
95% of existing field re- 
Write tor uterature Wvirements. 

and prices of Guard- 
ian's superior line of 
tank valves. Most 
complete in oil burn- 
er industry. Soon 
with Fusible feature 
and Cast Brass for 
Price and Project 
requirements. 


8 
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—— 
FPawuoUCTS CORP, 
COUPLING DIVISION 


Dept. F-105, 1231 E. Second Street 
Michigan City, Indiana 











ner Corp. as a district sales 


| by Kieley and Mueller, Inc., 





Names in the News 


Philip C. Kosch has been promoted 
to the position of sales manager by 
the Bryant Heat- ‘a . 
er Division of the 
Carrier Corp., In- 
dianapolis, Ind. 
Sales train- 
ing manager for 





Bryant, prior to 
his new _ post, j 

° 5 4 
Kosch began his / 


career in the heat- Kosch 
ing and airconditioning field in 1937 


-as a retail salesman for the John H. 
| Stevens Co., 
_ sequently, he was appointed sales man- 


Manchester, N. H. Sub- 


ager for Stevens, and later joined the 
U. S. Machine Div. of Stewart-War- 
manager 
before accepting a post with Bryant. 


Burl C. Brown has joined the engi- 
neering and research department of 
National-U. S. Radiator Corp., Johns- 
cown, Pa., as manager of aircondition- 
ing research. Formerly with The Cole- 
Wichita, Kan., 


he served as that company’s first air- 


man Co., Inc., where 
conditioning designer, Brown previous 
ly was district engineer for a Kansas 
refrigeration distributor. 


Ray Schumack has joined the pub- 
lic relations staff, Institute of Boiler 
and Radiator Manufacturers, New 
York. Previously he had been on the 
staff of Plumbing and Heating Busi- 
ness. 


Alfred W. Bailey has been named 
Middle- 


town, N. Y., as manager of recently 


| opened New York City offices at 95 
_ Liberty Street. In announcing the new 


district sales offices and Bailey’s ap- 
pointment, Kieley and Mueller noted 
that the departure from their usual 


practice of representation by independ- 
ent sales agencies in this instance was 
due to an effort to provide better sery- 
ice to customers in the New York met- 
ropolitan area. Bailey, a native of New 
York, has been associated with the 
application and sales of pressure and 
level control equipment since 1926. 


Charles R. Landor is now public 
relations director, New York Oil Heat- 
ing Association. He will work on a 
long range education and promotion 
campaign in New York City. Philip 
H. Schepp is executive secretary of the 
organization. 


Martin A. Kagan has been named 
chief engineer, Shana Manufacturing, 
Inc., Chicago. Previously he had been 
chief engineer, Mitchell Manufactur- 
ing Co., and will work now with field 
engineers and be responsible for the 
initial survey and accurate sizing of 
Shana airconditioning units and heat- 
ing equipment. 


A. M. Kohler, vice president of The 
Babcock & Wilcox Co. and director 
of its Refractories 
Division, has an- 
nounced his re- 
tirement from the 
company effective 
as of August 1. 
J. E. Brinckerhoff 
has assumed the 
responsibilities of A 
the Division. es 
pee es Brinckerhoff 
the vice-presidential post in 1947, 
Kohler has been in charge of refrac’ 
tory development work since 1920. He 
joined the company in 1913. Brincker- 
hoff joined B & w in 1919 and later was 
promoted to sales manager of the Re’ 
fractories Division. In 1953 he was 
appointed manager of the section. 


Thomas J. Delaney has been named 
director of advertising and sales pro 
motion, The White Motor Co., Cleve’ 
land. R. A. Fryer has been named as 
sistant director of the enlarged depart 
ment with headquarters at Cleveland. 
Delaney was formerly director of sales 
promotion and advertising for White's 
Autocar Division. Fryer has been man’ 
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There’s a fiuid heat- unit 


for every heating problem! 


Want high-style units to sell directly to homeowners? Or 
“*frill-free” units for the mass builder market? Either way, 
you’ve got ’em both in Fluid Heat! This famous line of 
top-quality heating equipment includes both gas and oil 
fired units. . . everything from individual burners to com- 
plete boiler units, warm air furnaces and counter-flow units 
—both floor and suspended models. In sizes for use every- 
where—from the smallest homes to the largest supermar- 
kets. And they’re all priced right, to meet—and beat—your 
competition! 


And a New Air Conditioning Unit! 


New Fluid Aire central conversion type unit adds on to 
any forced warm air furnace. Hermetically sealed . . . ex- 
tremely compact... air cooled. Flexible refrigerant line, 
connecting evaporating unit to condensing unit, provides 
for ready adjustable installation. Uses existing plenum and 
ductwork. 


For more information on the complete line, mail coupon 


below. 
fluid heat= 
tluid heat, 
Matt 


“WORLD'S ECONOMY CHAMPION" 


COUPON Division of ANCHOR POST PRODUCTS, inc. 
Sales Offices and Factories: Baltimore, Md. and Red Oak, lowa 
NOW FOR 


FULL DETAILS! 


ANCHOR POST PRODUCTS, INC. 

Fluid Heat Division 

6700 Eastern Ave., Baltimore 24, Md. 
Send me details on the complete Fluid Heat line. 


Company Name... 
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The /// Model FAL20A2 
Combination Fan and Limit 
Control with Summer 
Switch 


Back View 





Compact 
“Watch Spring” Type 


Front View Bi-metal Element 


Since the element in this Crise Model FAL20A2 is 
less than two inches deep, it will fit into a narrow 
space between the heat exchanger and mounting 
panel. Thus the control may be used where, because 
of space limitations, a more expensive remote stem 
has been required. Other features include easy to 
read dial and adjustable fan and limit settings. 


Manufacturers of heating 
equipment are invited to write 
for samples and quotations. 


CRISE CONTROLS DIVISION 


CRO 







MANUFACTU 
COLUMBUS 16, OHIO 


Distributed in Canada by Leland Electric Canada, 
Ltd., Guelph, Ontario 








. . » » Names in the News 


ager of the White sales promotion de. 
partment for the past five years, 





Harry A. Ronan has been named 
New England regional manager, 
Motorola Communications and Elec. 
tronics Inc., Chicago. He will direct 
sales and service of two-way radio 
communications equipment in Con- 
necticut, Maine, Massachusetts, New 
Hampshire, Rhode Island and Ver. 


mont. 


William F. Bishop has been named 
manager of national account sales and 
Robert C. Hughes was appointed man- 
ager of sales training by the Worthing. 
ton Corp., Harrison, N. J., according 
to a recent announcement. Bishop 
joined Worthington in 1939 as man 
ager of distribution in the Air Condi- 
tioning and Refrigeration Division, 
and later was made assistant division 
manager at the company’s Holyoke 
Works in Massachusetts. Hughes went 
to Worthington in 1953 as distributor 
supervisor in the Air Conditioning and 
Refrigeration Division. 


Harry Whittaker has joined the 
American Radiator & Standard Sani- 
tary Corp.’s department of Plumbing 
and Heating, Louisville, Ky., as assist’ 
ant director of the division’s Research 
Department. Formerly with the United 
States Testing Co., Hoboken, N. J. 
Whittaker will have his office in Louiy 
ville. 


M. C. McKeown, formerly technical 
director of the Water Treating Divi 
sion of Cochrane Corp., Philadelphia, 
Pa., has been appointed Philadelphia 
District sales office manager by that 
company. He is ‘author of numerous 
papers on water conditioning and has 
often lectured on the subject. 


William Keen, who had retired a8 
manager of domestic marketing opera 
tions, The Atlantic Refining Co., died 
August 26 at Bryn Mawr, Pa. He was 
63 and had been with the company 
since 1907. Until 1948, when he was 
made manager of domestic marketing 
operations, Keen had held various pos 
in Atlantic’s New England marketing 
region. His wife and two children sur’ 
vive. 
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APPROVED by Underwriters’ Laboratories, Inc. 
for LOW PRICED No. 4 Oil 
Aer s the New 
No. 4 Oil 
High Pressure 
Gun Type 


Burner 


¢ As Quiet as a #2 Oil Burner 
¢ As Easy to Install and Service 


. Built-in Converters Reduce Approved for No. 5 Oil by New York City 


Heavy Oil to Light Oil Board of Standards and Appeals 
¢ No Complicated Parts 
¢ Can Use Existing Piping SRS New Ringe 
in Practically All Cases Bec: ni 
¢ 3 Sizes—3 to 20 G.P.H. 
Larger Sizes Available Later 3 @ 





SUN-RAY —- FAMOUS THE WORLD OVER FOR QUALITY AND ECONOMY 


CICVR CHE 


Models for Every Heating Need in Sizes from 0.5 to 22 g.p.h. 


SUN-RAY BURNER MANUFACTURING CORPORATION 


139-22 Queens Boulevard, Jamaica 35, New York 
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Editorial i oaks 


AN OIL MAN in the Pacific Northwest 
has sent us a clipping from the ‘Seattle 
Times” of August 14 which reports on 
the interesting controversy over which 
costs more for heating, oil or gas. 

The story is written for public con- 
sumption so it uses a lot of space to 
explain about heat units ard combus- 
tion efficiencies and what they mean. 

The author, E. B. Russell, then 
brings forth the figures of the Oil Heat 
Institute of Washington which show 
gas today costing twice as much as oil. 

When natural gas arrives they pre- 
dict it will cost at least a fourth more 
than oil. The gas utility pooh-poohs the 
whole matter with the promise that its 
fuel will be “extremely competitive.” 

It then goes on to quote some studies 
made in New York and Philadelphia 
by local gas company engineers which 
rated gas burners as 42% more efficient 
than oilburners. 

The oilheating industry should be 
thankful to the “Times” for giving the 
controversy so much valuable space. 
The debates and arguments will go on 
as long as, and wherever, the two fuels 
are in direct competition. 

Gas industry engineers can find 
some oilburners out of adjustment that 
show lower efficiencies than we would 
like. On the other hand we have an 
acquaintance on Long Island who 
made a very careful study of oil versus 
gas costs in his own home . . . and 
found that gas actually cost twice as 
much even though on a Btu basis it 
should cost only 16% more than oil. 

Everything depends on the quality 
of the equipment, the skill of the in- 
stallacion and the adequacy of service. 

These things being equal the efh- 
ciencies of the two fuels are almost 
parallel. 

The Government housing agencies 
were using for fuel cost comparisons a 
bulletin published for internal circula- 


10 


tion by FHA that figures efficiency com- 
parisons as follows: 

Conversion burners, gas 65%, oil 
67%; boiler-burner units, oil and gas 
equal at 70%; furnace-burner units, 
gas 75%, oil 70%. If you stir up those 
figures in proper proportions and pour 
them out you'd find gas having an edge 
of one or two percent, no more. 

The concept that gas heat requires 
no service is certainly fallacious. Mid- 
west dealers who sell and service both 
types of fuel burning equipment say 
that gas heating service costs the user 
$8 to $10 a year for things needed 
other than just maintaining the flame. 
The utility services the flame itself in 
the interest of safety. 

An old acquaintance who is now in 
the gas equipment business was quite 
unhappy over our attacks on the Type 
B flues being used on some develop- 
ment houses, limiting them to gas as a 
fuel. This man pointed out that using 
a Type A or any other larger flue tends 
to lower the efficiency of gas heat. 

He explained that the flame and 
stack temperatures are low and where 
a large flue is used with gas there is 
not enough heat going up the stack to 
ward off serious condensation with its 
attendant evils. This all builds up the 
expense of service in average com- 
munities. 

Taking everything into account, 
when you are faced with a question of 
comparative fuel costs you will be 
quite right to make the comparison on 
a Btu basis and assume efficiency and 
service costs to be relatively similar. 


So 

ANOTHER NEW ENGLAND friend was 
asking what we thought about a fuel- 
oil and oilheating company discontinu- 
ing its installation work . . . farming it 
out. This had been suggested by an 
associate. From the tone of the letter 
we had feared that the friend was 
about to follow suit. Of course our 
reply almost went through the ceiling, 
but things were brighter when we got 
back these assurances: 

“The arguments of my associate in 
favor of subletting the heating were: 
(1) no inventory to carry; (2) no lost 
labor; (3) no insurances, hospitaliza- 
tion, unemployment, etc.; (4) reduc- 
tion in rolling equipment. 





“My personal opposition to sublet. 
ting was based on: (1) loss of personal 
supervision of the installations; (2) 
lack of leeway in price structure; (3) 
no control over the installers; (4) loss 
of prestige and confidence because our 
own men did not do the installing. 

“The fifth and principal reason was 
that years ago, when first starting in 
business, I had a local outfit install the 
boilers and entire heating systems, 
There was no possibility of marking 
them up to give a profit to cover re 
sponsibility and we were at the mercy 
of the contractor for installation dates, 

“Last year we added our own sheet 
metal division which brought some 
arguments but certainly there has been 
no reason to drop it. Previously the 
salesman got no commission on sheet: 
metal or he would be out-priced in the 
field; now his commission covers the 
entire job. The former subcontractor 
was of the old school and practically 
refused to do a job of perimeter heat: 
ing because it reduced the returns, so 
his prices were too high.” 

That's a long dissertation but we so 
strongly agree with the dealer's de- 
cision on this problem that we wanted 
him to say it for us. More than ever 
today, with competitive fuels crowd: 
ing us, it is important that the oilheat- 
ing and fueloil dealer do the whole job, 
in the interest of both cost and con 
trolling the combustion efficiency. 

So 
JIM MccouBRY of Clifco Heat, Boston, 
has been helping us and the industry 
for years as a steady monthly con 
tributor of equipment sales and fueloil 
data for our “Trends” department in 
the magazine. 

This month he had a postscript on 
his report that was quite interesting. 
Jim says that he is about to celebrate 
his first quarter century in the oilheat 
ing business and get a good start on his 
second. He was first an oilheating deal’ 
er in October 1930 and since 1934 has 
sold the same burner, the Century. 

Jim has found the oilheating and 
fueloil business good over the years 
From what we know of him and his 
methods, he deserved it. 


oi 
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YOU SAVE MONEY ’Round the Clock 


with Scully FUEL 


More profit or no profit in your fuel oil de- 
livery operation? That depends on your use 


of time! 
















SCULLY SPOUT 


Sturdy, tapered spout. 
Companion piece to 
FasFill Connectors. 








, FASFILL® CONNECTOR 


Portable, hand tight connec- 
tion for nozzle and fill pipe of 
all sizes. Speeds deliveries. 
Stops blowbacks. Diaphragm 
head holds weight of gun. 
Specify outside diameter of 
gun nozzle when ordering. 












manufactured under U.S. 
and Foreign Patents 
and Patents Pending. 





Why tie up costly equipment and man-hours 
in needless home entry, slow filling, spills, 


THROTTLE 
_ REGULATOR eneeaiiads % 
~~ For automatic For ee tank 2 Oy tees 
control of installations. eee, 
fuel oil Threaded top and *acetenet eects 
pumping speed. bottom. Variety of Ks O50 
models and sizes. 


4” square device easily installed 
under engine hood near carburetor. 


Ends hand throttle adjustment and 
needless racing of truck motor 
and pump. 


SCULLY® GAUGE 


Big figures, readable at 
first glance. Face adijust- 
able to any angle. 
Specify tank depth 

when ordering. 


for VENTALARM Signal Products, Scully Gauge and FasFill Connec- 
tor. Write manufacturer for information on Scully Throttle Regulator. 


SCULLY SIGNAL CO. 1974 creen sr. 


OIL DELIVERY 


repeat calls...and tracking down com- 
plaints? Join those who control priceless 
minutes of the short heating season with 
Scully Fuel Oil Delivery Aids. Control your 
minutes, and you will control your profit. 
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VENTALARM® Signal. 
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VENTALARM® Signal 
Model LC 


For OLD tanks in use. 
Compression fit top 
and threaded bottom. 
Variety of sizes. 
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VENTALARM® Signal 
FOR HEAVY OIL 


3-Piece Assembly 
Type C 


egeceeegnees 













VENTALARM 
Signal 


Consists of: 









1. PRESSURE 
VENT CAP 








een 





2. REMOTE 
WHISTLE 
SIGNAL 
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3. INTRUSION ieee 
VENTALARM® sae 
GAUGE sestatatetes 
Audible fill signal and o, 


gauge in one labor-saving 
unit for new tank installa- 
tions. Goes on tank as 
integral part of vent pipe. 
Specify tank depth and 
opening when ordering. 


“BUTTON-LIFT” 
Control of cork arm 
for easy installation 
of both gauges. 
- ime 3 


Canadian Branch 
SCULLY SIGNAL LTD. 
286 King St., W., 

Toronto, Ontario 
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SEE YOUR REGULAR SUPPLY HOUSE 
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MELROSE 76, MASS. 





SHIPMENTS, in Thousands of || 
Domestic Oilburners & Units ————— 
Domestic Gas Burners 
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Shipments of O‘lburners and Units 
(Including Exports) 
Adjusted to include manufacturers other than the 145 reporting to 
Census Bureau, FuELoiL & Oi Heat's estimates of shipments are: 











— — JUNE— SIX MONTHS _—_—— 

Percent Percent 

1955 1954 Change 1955 1954 Change 

Separate burners 43,073 47,047 — 8.5 248,234 206,969 + 20.0 
Boiler Units 7,500 5,563 + 34.8 34,374 25,563 + 34.5 
Furnace Units 18,037 16,338 + 10.4 88,650 71,103 + 24.7 
All Domestic 68,610 68,948 — 0.5 371,258 303,635 + 22.3 
Commercial 3,600 3,480 —~ 3,4 16,689 16,471 + 1.3 
Total 712,240 72,428 — 0.3 387,947 320,106 = oan pas 
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August Minimum Retail Prices: Key Dealers 
SEPARATE BURNERS BOILER-BURNERS FURNACE-BURNERS 


August Aver. $309 $714 $524 
July Aver. 306 700 580 
Price Index: Separate Burners: January 1940 is 100% 
WHOLESALE RETAIL 
August 139.4 Six monthsago 137.4 August 126.4 Six monthsago 127.3 
July 136.2 Yearago 138.4 July 125.6 Yearago 129.9 





OILBURNER PRICES COMPARED TO GENERAL INDEXES 


O/ILBURNER PRICES - RETAIL CONVERSION BURNER — JAN. 1940 = 100 








INDIVIDUAL INCOMES- BUREAU OF LABOR STATISTICS — 1939 = 100 ===== ei ca eta 
CONSTUCTION COSTS ~RESIDENTIAL - DEPT. OF COMMERCE — 1939 = 100 —m ¢ mam © meme 
COST OF LIVING ~- BUREAU OF LABOR STATISTICS — 1935-39 = 100 eeeccccccccccesooccccoces 
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Oilheating Trends 


wr INSTALLATIONS of domestic 
oilburners and units are estimated 
at 96,062. This is just 1% above the 
95,157 installed in the same month last 
year. 

The total installations for the first 
eight months of 1955 were approxi 
mately 461,493 and this was 8% above 
the 1954 figure of 425,576. The Aw 
gust installations this year were di 
vided: New Homes, 41,022; Replace: 
ments of old oilburners, 11,200; Con 
versions from other fuels, 43,840. 

Thinking of the year as a whole, we 
will hit about 850,000 installations if 
we project the first eight months in 
their average postwar relationship to 
the full year. Some industry men feel 
that this is too much to expect, but on 
the other hand, installations are rum 
ning below factory shipments so we 
can look for inventory pressure to 
stimulate fall sales. 

BURNER STOCKS: At the end of Au’ 
gust dealers had on hand approximate 
ly 116,733 domestic oilburners and 
units compared with 139,759 the pre’ 
vious month and with 87,283 a yeaf 
ago. The present high inventory was 
caused largely by price increases dur 
ing July and August. The factories 
had offered the dealers some leeway at 
the old prices before the new schedules 
were enforced. 

The August 31 stocks were divided: 
Separate burners, 56,648; Boiler-burt 
er units, 27,828; Furnace-burner units, 
32,297. 

TANK STOCKS: At the end of Av 
gust dealers had on hand approx' 
mately 40,585 customer oil tanks. This 
is down considerably from 46,271 the 
previous month and from 56,615 the 

















No. 20 No. 20F 


* # % 
FULL UNRESTRICTED FLOW * EFFORTLESS MOVEMENT 


GREATER LOAD CARRYING CAPACITY « ‘‘O”’ RING SEALED 
CONTAMINATION FREE OPERATION * PERFECT ALIGNMENT 


The wide range of sizes and styles of OPW BALL 
BEARING SWING JOINTS offers many and varied 
applications for safely handling liquids of diversi- 
fied viscosity at required temperatures and working 
pressures. 


Millions of gallons of all types of liquids are moved 
daily in flow lines where perfectly sealed, rotating 
OPW Swing Joints provide an almost limitless range 
fo) mb d-3 4] o}(-Me) ol -1ael folly 


No. 30X5 No. 30FX5 
- 40 


Join other users of OPW Swing Joints. You can also 
realize economies in your liquid products handling. 


| al 1 =e Ot- Vt-VColeo Mi ane - | 


provides engineering data, sizes, 
styles, recommendations 
and prices. 





‘2737 COLERAIN AVE., CINCINNATI 








. . . . Oilheating Trends 


previous year. Apparently there has 
been no serious threat of higher tank 
prices so the dealers are letting their 
stocks run down. 

By sizes, the August 31 tank stocks 
were divided: 220-275 gallon, 35,628; 
sizes 550-675 gallon, 3,503; sizes 1,000 
gallon and over, 1,454. The average 
price paid by dealers for 275 gallon 
tanks in August was $30 which was $1 
above the previous month. 


Special Study 
this Month 


Driver Incentive Plans: Quite fre- 
quently we are asked for information 
on wage incentive plans for fueloil 
truck drivers so this month we have 
made a survey of the regular reporting 
companies on this point. Our first ques- 
tion simply asked whether or not the 
company gives its drivers an incentive 
or bonus beyond their regular pay 
scales. Just under a third of the report- 
ing companies do have a driver incen- 
tive plan. 

Recognizing that trade unions gen- 
erally have been opposed to incentive 
plans our next question asked which 
of the companies had union drivers. 
By coincidence we found just a third 
of the shops are unionized, but of 
course these were not the same shops 
having incentive plans in most in- 
stances. Actually, only one-eighth of 
the companies with incentive plans had 
union shops. 

Among those fueloil companies hav- 
ing driver incentive plans the most 
popular basis is a payment of so much 
per gallon above a minimum base gal- 
lonage. This method was used by 44% 
of the companies offering incentives. 

The second most popular plan was 
based on a list of good performance 
points on which the men were graded. 
This method was used by just one- 
fourth of the incentive companies, The 
third most popular program, used by 
13% of incentive companies was a 
contest with prizes in cash or gifts 
based on performance over a specific 
short period of time. 

Following that in popularity, with 
12% of the incentive companies us‘ng 
it, was simply the payment of a flat 
rate per gallon for all of the oil deliv- 
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Oilburner* and Building Permits 





OILBURNERS———-—— DWELLINGS— 
August 8 MONTHS August 8 MONTHs 
1955 1954 1955 1954 1955 1954 1955 1954 
10 19 56 95 Albany, N. Y. me a mae se 
51 61 296 458 Baltimore, Md. 254 238 2266 1795 
ae Me i ; Binghamton, N. Y. rs 13 129 129 
Bloomfield, N. J. 14 27 231 88 
‘e o ne ake Boston, Mass. 54 130 547 430 
138 170 827 766 Bridgeport, Conn. - a ae zt 
ye a ol qe Buffalo, N. Y. 57 53 387 372 
25 25 214 146 Columbus, O. ne hs + we 
aS a - oes Des Moines, Ia. 531 559 1584 2880 
56 i ae me Detroit, Mich. 478 236 2072 23m 
32 42 209 277 Elizabeth, N. J. Be 4 pe 47 
35 51 276 327 Freeport, N. Y. A a ae wee a 
= ae oo ; Greenwich, Conn. 36 20 301 280 
oe ote i ie Hackensack, N. J. 5 4 44 62 
6 157 411 941 Hartford, Conn. ai 34 ae x 
ae F a EP Hudson County, N. J. 3 te ae ag ye 
37 45 212 217 Irvington, N, J. 7 3 28 14 
" ne - a, Lynn, Mass. 19 39 147 148 
83 55 522 502 Meriden, Conn. ie sits Pa pe 
706 2 3681 2925 Milwaukee, Wisc. 323 337 2382 2504 
15 14 126 110 Minneapolis, Minn. 88 140 574 771 
8 12 107 130 Montclair, N. J. = ee bi a 
oi bo ~ py Morristown, N. J. 5 1 26 39 
33 42 206 224 Mt. Vernon, N. Y. “fe ov a 
164 167 820 910 Newark, N. J. 
121 12 618 361 New Bedford, Mass. 
43 $2 196 286 New Haven, Conn. 
- ee its aa New Orleans, La. re he - a 
26 a 156 New Rochelle, N. Y. 49 4 329 249 
ve od a .- New York City (Total) % oa 
787 923 6106 7206 Brooklyn-Queens 
5 ie i 2 Manhattan, Bronx, Rchd. ae a ah ah 
37 a3 224 394 Norfolk, Va. 45 57 452 324 
ir eS Na oe Oakland, Calif. te ss =s ig 
ae 14 dee 97 Omaha, Nebr. a. 99 d, 858 
10 24 80 104 Orange, N. J. 0 1 10 12 
23 18 80 99 Passaic, N. J. x - us Ye 
53 Wi 303 195 Paterson, N. J. yap 17 143 213 
392 391 2211 2609 Philadelphia, Pa.** ne és me ay 
PA iB ip i Plainfield, N. J. 14 16 94 107 
79 fi) 399 362 Portland, Me. pap if 151 98 
496 575 2725 2728 Portland, Ore. 101 121 883 1178 
12 24 114 144 Poughkeepsie, N. Y. - ay - i 
98 85 548 ae Providence, R. I. 17 9 165 121 
ya a a ne Reading, Pa. is 5 29 37 
40 27 259 218 Richmond, Va. vig) 33 234 312 
140 oa da) ~ Roanoke, Va. se He 3; 
178 21 861 1247 Rochester, N. Y. ye ae oe iy 
13 22, 99 92 Rockville Center, N. Y. 7 a 45 5] 
30 41 236 237 Salem, Mass. 10 10 63 45 
or 347 sO 1113 St. Louis, Mo. 22 46 299 381 
a 9 Rw 61 St. Paul, Minn. 119 134 673 818 
13 17 85 170 Schenectady, N. Y. be a at a 
ae = ee an Seattle, Wash. 163 174 1480 ~=—1758 
150 265 890 1290 Spokane, Wash. be ae ae 7 
204 ste 965 7” Springfield, Mass. 101 141 1147 884 
- 27 6 21 1: Stamford, Conn. ee se ot ry 
a Syracuse, N. Y. if; ye oe FP 
' Trenton, N. J. I 6 45 49 
bic he es me Utica, N.Y. 18 16 205 115 
60 51 257 367 Washington, D. C. ae aie oa “ 
Ps e iss md West Orange, N. J. 14 44 197 206 
29 32 162 192 White Plains, N. Y. fi 19 131 138 
40 49 259 335 W Imington, Del. 19 7 69 35 
102 144 ghly) 861 Worcester, Mass. - ; Pe r 
80 106 343 447 Yonkers, N. Y. iP oe “a + 
3348 3886 20397 23611 Totals 1508 1627 10041 10774 
—13.9 —13.6 Percent Change —7,3 —6.8 


*Permits are not total sales in each market since none are reported from suburban areas 
which normally account for 20% to 60% of total sales in each market; nor are they an accu’ 
rate index where enforcement is lax. Rightly used, however, they are a useful working index. 


**Courtesy of “Philadelphia Inquirer.” 


ered. The final method identified, with 
6% of these companies using it, is 
based on a comparison of the individ- 
ual drivers output per hour with the 
average output of all drivers in the 
company. 


Among those companies using the 
first plan .. . so much per gallon above 
a minimum base . . . these bonuses 
range all the way from 1/16¢ up t 
Yy¢ per gallon based on quite a va 
riety of levels of initial performance. 
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an Oscar 


“for outstanding trouble-free 


performance over the years.” 


SUPER | long life ignition transformers are engineered, 
designed and constructed to out perform all other trans- 
formers in the field. This performance goes transformer 
deep, from the baked enamel drawn steel housings to 
the coil windings and insulations, Surry gives an 


Academy Award performance. 


Underwriters’ Laboratory and 
Canadian Standard Approval 


—a new positive method of encapsulation that blocks out 


moisture .. . forever. 


—a patented radio shielding which effectively screens 


out static. 


—an exclusive 2 year guarantee against defects in work- 


manship and materials. 


The S27 transformer that offers more and gives more. 
Write for details, today! 
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I've found the secret 
- have you? 


All over America dealers are 
changing to Thermo-Base warm 
air baseboard distributors. 

You, too, will be glad you found 
the secret of Thermo-Base. And 
no wonder! Only genuine 
Thermo-Base takes the forced 
air “feel” OUT of the forced 
air system. 

Thermo-Base provides dealers 
with special FREE Promotion 
Aids. This hard-hitting program 
has been designed to make more 
Thermo-Base sales for YOU. 
Quote Thermo-Base on every 
job and you'll find the secret of 
extra baseboard sales and pro- 





Write TODAY for this new 
FREE SALES CATALOG 


We'd like to show you more im- 
portant reasons why there is no 
economical substitute for genuine 
Thermo-Base. Send today for this 
new FREE Catalog that contains a 
revolutionary new method for figur- 
ing installations. It is extremely 
simplified and completely safe for 
figuring heating in residential jobs. 


GERWIN INDUSTRIES, Inc. 
Dept. 14 
Michigan City, Indiana 
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| Typically one company pays 1/5¢ a 
| gallon above 5,000 gallons a day. An- 
other company offers an interesting 
variation of this approach by adding 
5¢ per hour to the day’s regular scale 
for each 150 gallons delivered above 
3,000 gallons a day. In other words, 
if the driver delivers 3,600 gallons a 
day he gets 20¢ per hour added to his 
pay. There is another plan pretty much 
along this line which adds 5¢ per hour 
during the day for each two delivery 
stops beyond thirty for the day. 

One of the companies using this 
general plan of so much above a mini- 
mum also pays a bonus at the end of 
each year—15% of net profit divided 
according to length of service. 

Among the companies that grade 
their men on a list of performance 
points and reward them accordingly, 
these are typical of the points men- 
tioned: output, neatness, lack of acci- 
dents, manners, accuracy of figuring 
and the general attitude of coopera- 
tion. 


Group Output 


Among those few companies that 
use the group output as the base point, 
the bonuses paid are much the same 
as in the first and most popular meth- 
od that we described. 

Under the plan of paying a flat rate 
per gallon for all oil delivered, one 
prominent company makes a variation 
based on the capacity of the truck. 
With a 2,500 gallon truck, the man is 
paid .0029¢ per gallon. With a 2,000 
gallon truck, he is paid .00295¢; with 
a 1,900 gallon truck he gets .00305¢ 
and with a 1,700 gallon truck his pay 
is .00315¢ per gallon. 

One company using this plan has a 
driver who owns three trucks and in 
turn this driver hires two drivers at 
union wages. The rate per gallon is not 
given but the distributor reports that 
this owner of the trucks, by putting 
in long hours at the peak and making 
all of the summer deliveries, is able to 
earn for himself much more than regu- 
lar union wages. 

There were quite a few miscellane- 
ous comments on incentives or bonuses 
other than the types we had listed. 
One prominent New Jersey company 
pays its drivers $5 for each new oil ac- 
count, pays 5% commission on all new 








oilburner leads that materialize, and 
reports that its drivers earn approxi- 
mately 8% above their regular salaries 
through these incentives. 

Quite a few companies pay the 
drivers commissions on oilburner leads 
and it is fairly common practice to pay 
something extra for each new fueloil 
account that the driver turns in. One 
New England oil man has no bonus 
plan but watches the performance of 
drivers and puts a little extra in the 
pay envelope every time he is im 
pressed. 

One company reports that its local 
union will not allow an incentive pay- 
ment, but the dealer has his own plan 
in which he rewards the best men 
based on their performance by keeping 
them on through the summer in his 
installation and service department. 

One dealer reports paying $10 for 
each new oil account that the drivers 
can get and in addition, a share of the 
profits at the end of the year. His men 
average $30 a month above their base 
pay. Another oil man pays 1¢ per gal- 
lon on the first season for each new 
oil customer. 

In the few instances where unions 
permitted the fueloil distributors to use 
incentive plans they were based on a 
rate per gallon above a minimum. 
Typically, this would be Y4¢ per gal- 
lon above 3,000 a day. This informa: 
tion is not particularly helpful since we 
do not know their regular base pay, 
and also since 3,000 gallons is a pretty 
small output. However, it is a fine step 
in the right direction and perhaps in 
time we will see more union interest 
along such lines. 


o, 
“~~ 


Canadian Underwriters issue 
new installation Standards 


UNDERWRITERS’ LABORATORIES of Can’ 
ada, in conjunction with the Dominion 
Board of Insurance Underwriters and 
the territorial Insurance Rating Or 
ganizations, has issued the June 1955 
edition of the Dominion Board Stand 
ards for the Installation of Oilburning 
Equipment, Pamphlet No. 31. 

Copies of the Standard may be ob 
tained from Underwriters’ Labora: 
tories, P. O. Box 38, Toronto 16, 
Canada. 
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DuPont Metal Deactivator 





prevents gel-clogged fuel line complaints 


Clogged fuel lines mean bothersome 
customer complaints. And the heating 
oil often is blamed for causing the 
trouble. 

Study of the problem,reveals that 
clogging generally occurs in the line 
leading from the oil storage tank to 
the burner or at the screen in front of 
the fuel pump. A gelatinous substance 
generally causes the clogging. 


Copper the culprit 


As you know, the feed-in lines and the 
screens of oil burners are often made 
of copper. And certain heating oils 
contain ingredients which set up a 
chemical reaction when in contact with 
copper. In such cases, a jelly-like sub- 
Stance may form, and in time can block 
oil flow. 


Makes copper behave 


You can assure better customer rela- 
tions when your heating oil is pro- 
tected against copper’s harmful effects 
with DuPont Metal Deactivator. And 
for best results, DMD should be used 
in conjunction with DuPont Fuel Oil 
Additive No. 2, an effective stabilizer 
as well as a dispersant for preventing 
sludge. 

This dual protection ends two fre- 





See Results! The clean copper tubing on top 
of the jar at the left was stored for two 
weeks in fuel with DMD. The gel-covered 
tubing at left was stored for the same pe- 
riod of time in heating oil without DMD. 


quent causes of nuisance service calls. 
Besides protecting your profit, the 
combination helps you promote more 
sales. 


Low cost insurance 


In most heating oil stocks, DMD is 
highly effective in low concentrations 


Petroleum 


(about 2 pounds per 1,000 barrels). A 
refiner can insure distributors against 
costly metallic contamination for less 
than 4 cent per barrel. 


Widely used 


DMD was originally developed to pre- 
vent copper from accelerating harmful 
gum formations in gasolines. It also 
has valuable applications in kerosines, 
diesel fuels and turbine oils. 

For best results, both DMD and 
FOA-2 should be added at the refinery 
to freshly prepared stocks. 


86. y. 5, pat. Off. 
Better Things for Better Living 
ee + through Chemistry 


Chemicals 


E. 1. DU PONT DE NEMOURS & CO. (INC.) - Petroleum Chemicals Division - Wilmington 98, Delaware 
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COMPLETE LINE 


—size ranges from 75,000 to 180,000 
B.T.U. output at bonnet. 


COMPLETE PACKAGE UNITS 


—factory assembled and tested— 
ready to install. 


10 YEAR WARRANTY 


—on both the combustion chamber 
and heat exchanger. 


MAXIMUM HEAT TRANSFER 
—assured by high efficiency 12 


gauge steel heat exchanger. 


FULLY U/L APPROVED 


—and acceptable by both F.H.A. and 
V.A. 


COMPETITIVELY PRICED 


—every unit priced to meet today's 
competitive market. 





Exclusive distributor and dealer franchises 
are available in certain desirable areas. 
4 q 2 oe are 2, Te | 














WRITE FOR FULL INFORMATION 


LINCOLN FURNACE Co. Ine. 


AIR CONDITIONERS 


232 Goffle Road ® Hawthorne, N. J. 


MANUFACTURERS OF GAS & OIL FURNACES 





THERE ARE QUITE a number of small 


changes in the fueloil price table this 


month. In Eastern markets we find 


| corrections both up and down, but all 


of them are at the tank wagon or retail 
level. The wholesale or tank car prices 


| showed no changes in these areas. Re- 


tail price increases were noted at Port- 


| land, Maine, where the rise was .1¢, 
and in New York where the tank 


wagon level went up .3¢. In other 
parts of the country the changes were 
a little stronger. Minneapolis dropped 


_ an eighth of a cent in tank car price of 








No. 2 and Indianapolis dropped five- 
eighths. 

Out on the Coast we find a half cent 
increase at all levels in Portland, Ore- 
gon, and Seattle. Then we have a half 
cent decrease only in the tank car price 
at Spokane. 

Primary stock levels on September 9 
were 15'% above a year ago for No. 2 
fueloil. This is advantageous since the 
indicated demand this winter will be 
up more than 10% if we have normal 
weather. 

The total demand for distillate fuel- 
oil during the first half of this year was 
up 8.6%, while gasoline demand in the 
same period rose 6.5%. Kerosene was 
up 5.3% and residual fueloil gained 
6.3%. Thus we see that home heating 
oils continue to lead the petroleum in- 
dustry’s parade of progress. 

The principal competitor of home 
heating oil, natural gas, is also making 
substantial headway, but its over-all 
growth shows signs of slowing down. 
The Federal Power Commission re- 
ports that in the twelve months ending 
June 30 it had authorized construction 
of 4,900 miles of new pipeline, com- 
pared with 6,400 miles the previous 
year. 


No. 2 Heating Oil (Including No. 3 & PS200) 
Price per gallon as of September 15, 1955 








Tank Tank Tank Tank 
Car Wagon Car Wagon 
Portland, Me. 10.57 14.27 Richmond 10.77 13.9F 
Boston 10.44 14.1¢ Charleston, S. C. 10.47 13.67 
Providence 10.47 14.17 Chicago 10:7. * 14.1 
Springfield _ ae Detroit 11.65* 14.9 
Hartford 10.65+ 14.27 Cleveland TE3 * 13.7 
New Haven 10.3+ 13.87 Minneapolis 10.00 13.8 
Syracuse 11.37 14.54 St. Louis 10:5.* 13.9 
Albany 10.6} 13.94 Indianapolis 10.75* 14.6 
New York 10.3+ 13.87 M Iwaukee E2:0°°* 15.0 
Newark 10.3+ 13.3 Des Moines 10.0 13.8 
Philadelphia 10.3+ 13.77 San Francisco 10.45 13.0 
Harrisburg Ar 14.37 Portland, Ore. LSS 14.1 
Baltimore 10.37 13.857 Seattle 11.65 14.2 
Wilmington, N. C. 10.47 13.77 Spokane 13.95 16.5 
| Washington # 14.357 Los Angeles 9.95 125 
| 
*Delivered. 
Tank wagon prices shown are for maximum one-time delivery discounts. 
+Subject to .5¢ voluntary allowance. 
Distillate Fueloils 
PRIMARY STOCKS* SECONDARY STOCKS** 
(Thousands of Barrels) (Thousands of Barrels) 
East of Rockies June 30 June 30 
Sept.9 Sept. 10 1955 1954 
1955 1954 East Coast gig (2 7.208 
East Coast 53,087 45,085 Midwest 4.417 4,630 
Midwest 43,280 38,770 Gulf Coast 674 621 
Gulf Coast 25,255 22.076 Mountain 462 493 
- - ———- Pacific 1,051 1.094 
Total 121.622 105.931 _ - ——- 
Total 14.316 14,046 
*American Petroleum Institute **Bureau of the Census. 
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cOMBU 


Easy to install... fewer pieces 


Save labor costs. Fewer pieces permit installation in a minimum 
of time. 


Designed for top efficiency 


Design conforms to the natural shape of the flame and allows free 
gas movement.. quiet operation. 


Adaptable to most sizes 


By the addition or removal of a few tile, the STREAMLINED 
Combustion Chamber can be adapted to practically all types and 
sizes of domestic boilers and furnaces. Made from high quality 
Missouri Fire Clays. Will last for years under most severe service 
conditions. Chambers installed 15 years ago are continuing to give 
satisfactory service without repairs. 


Individually packaged 


Each Chamber is packaged in a specially designed carton to give 
full protection in shipping and storing. 


LOOK FOR Your A. P Green Distributor in the 


classified section of the telephone directory or write 


direct for more information on: 


COMBUSTION py mi 


S. mY 
HIGH TEMPEp, Ol BURNER BarELE BRICK” 
M, 


Rr, x 
ARS « castapie REFRY 
74, P. Green 


REFRACTORY 
PRODUCTS 


oil 


A.P.GREEN 


Streamlined 






















by 
Milburn Petty 


WASHINGTON — ODM Chief Flem- 
ming has indicated a determination to 
recommend government action to limit 
oil imports, if the importing compa- 
nies do not come up with suggestions 
for voluntary measures to implement 
the Cabinet committee’s fuels policy 
report. 

This committee, headed by Flem- 
ming, appealed to the companies to 
hold down imports to the 1954 ratio 
with domestic production. 

A check on 18 importing compa- 
nies, according to Flemming, showed— 
for the first seven months—that 50% 
of those bringing crude oil, and 75% 
of those importing residual fuel oil, ex- 
ceeded the 1954 ratio. 

While domestic oil production was 
up 5% over the comparable 1954 pe- 
riod, imports of crude were up 15% 
and residual, 23°%. 

Flemming gave the importers a last 
chance to suggest additional voluntary 
measures, saying that if there were no 
further cuts “it appears inescapable” 
that the government will have to act 
under the new reciprocal trade law. 

Next step, under this law, would be 
for Flemming to certify to President 
Eisenhower that oil imports have 
reached a level that threatens to impair 
national security. If the President con- 
curred, he would then make an inves- 
tigation of his own and, if that sup- 
ported the ODM, he would be re- 
quired to take action to “adjust” oil 
imports. 


Jobbers Hit Import Formula 


John White, Charleston, S. C., 
chairman of the National Oil Jobbers 
Council, has appealed to Flemming not 
to initiate “more stringent action” 
against oil imports until ODM has con- 
sidered whether national security is 
actually being threatened “rather than 
springboarding to that conclusion from 
a formula which has already been 
proven to be erroneous.” 

White demanded to know by what 
authority Flemming had the right to 
“coerce or threaten” the importers to 
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Government Influences on Fuels 


comply “voluntarily” with this for- 
mula, that is, the 1954 ratio. 
“Frankly,” the Nojc_ head 
“the only threats to national security 
that we can see are that the restraints 
thus far imposed on residual oil have 
created a tight supply with a conse- 
quent increase in price of 30¢ per bar- 
rel, all to the disadvantage of the in- 
dependent jobber distributor and thou- 
sands of industrial consumers who will 
rely solely on residual oil for their fuel 
needs during the coming heating sea- 
son.” 

Consumers are being forced to pay 
30¢ more for residual “in order to sub- 
sidize the whims and demands of the 
coal industry and some millionaire oil 
producers from the State of Texas,” 


White declared. 


said, 


Oil Importers Face Dilemma 


Flemming’s data indicates the difh- 
culty of relying upon “individual, vol- 
untary action” of the companies to 
hold imports down to the 1954 ratio, 
according to independent producers 
who are urging that the government 
set import quotas. 

Some importers, who feel that they 
have complied fully with the fuels pol- 
icy committee’s request, are disturbed 
that others have not done so. However, 
if they protest it might bring down on 
them more stringent restriction of im- 
ports. 


Hard Fight Awaits Gas Bill 


Right now, a majority of the Senate 
probably favors legislation to free in- 
dependent gas producers from direct 
control by the Federal Power Commis- 
sion—but nothing is certain with Con- 
gress during a presidential election 
year like 1956. 

The Harris Gas Bill to accomplish 
this squeaked through the House, 209 
to 203. If brought up for another vote 
in the House next year, it might be 
defeated. 

So, proponents of the Harris Bill are 
urging that all factions favoring such 
legislation refrain from offering any 
amendments in the Senate. 

If any change is made in the gas bill 
from the form in which it passed the 
House, it would have to go back for 






concurrence. And the bill might be. 
come bogged down in conference. 

Meanwhile, the FPC—by a 4-to4 
vote, with Commissioner Digby dis 
senting—has declared jurisdiction over 
prices for natural gas all the way back 
to the wellhead of independent pro. 
ducers, when the gas is sold with a 
“reasonable anticipation” that it will 
move across state lines to consuming 
centers. 

It also emphasized, producers said. 
the need for enacting the Harris Bill 
to avoid the imposition of utility price 
controls on gas production that would 
dry up future supplies. 


Florida Gas Line Proposed 


Houston Texas Oil & Gas Co. has 
proposed a gas pipeline from Louisiana 
to Miami with an initial capacity of 
350,000 McF of which the greater part 
would be sold to industrial users at a 
top price of 33¢ per thousand cubic 
feet with the balance sold at a city gate 
rate of 55¢ for resale to residential 
consumers and other small users. Lat 
eral lines would serve Tampa, Jack: 
sonville, and a dozen other areas. 


Fewer Gas Pipelines OK’d 


During the 12 months since the Sw 
preme Court’s decision in the Phillips 
Case, the FPC has approved applica’ 
tions to construct 4,900 miles of gas 
transmission facilities. This compares 
with 6,400 miles approved in the year 
preceding the Phillips Case. Largest 
certificate went to American-Louisiana 
for its pipeline to serve Michigan. 

Since February, 1952, the Commis 
sion has issued certificates covering 
more than 64,000 miles of gas pipe’ 
lines, costing a total of $4.9 billion. 


FTC May Drop LP-Gas Case 


Having failed to prove charges of 
violating the Robinson-Patman Law 
in the sale of liquefied petroleum gas 
Lake Village, Ark., filed by the Fed 
eral Trade Commission against War 
ren Petroleum Corp., FTC Trial At 
torney Smith asked dismissal “with: 
out prejudice.” Warren’s attorney, 
William Simon, asked dismissal “with 
prejudice” of this count and another 
charging sales at “unreasonably low 
prices so that the FTC would be barred 
from renewing the complaint later. 
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OILHEATING MEN 


make MARKETS 





Officers and members of the Executive Com- 
mittee, Fuel Oil Council of Western Massachusetts: 

Seated, left to right: Phillip Schwartz, Yankee 
Oil Co.; Frank E. Punderson, Punderson Coal & 
Oil Co.; Council President Saul Simons, Simons 
Burner and Petroleum Corp. and Treasurer Wilbur 
]. Hogan, Liberty Ice and Fuel Co. 

Standing, left to right: William H. Flood, Con- 


verse-Carlisle Co.; Council Vice-president James 


BAY STATERS 


Keith F. 
Fletcher 
Executive 


Secretary 


i (ieee FUEL OIL COUNCIL of West- 
ern Massachusetts, an outgrowth 
of the Springfield Fuel Oil Council 
which has been in existence since the 
late 1930’s, was formed in 1951 to 
meet the competition of natural gas, 
a new arrival in this area. However, 
it was not until early in 1954 that 
local fueloil men realized the full ef- 
fect that this competition was to have 
upon their market. By that time the 
principal gas utility in this area, serv- 
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ing eight of the im- 
Fuel Oil 


Council of 


portant cities and 
had been 


conducting a_ tre- 


towns, 


Western mendous _ gasheat- 
ing promotion cam- 
paign for over a 
year and it looked 
as if it would even- 
tually absorb most of the local heating 
market by default. Gasheating instal- 
lations jumped from 137 in 1950 to 
911 in 1953 in the city of Springfield. 

It was imperative that fueloil dealers 
offer stronger resistance to this serious 
threat to their industry and it was felt 
that with a more extensive council 
membership, the Fuel Oil Council of- 
fered the means of united action which 
alone could be effective. Consequently, 
in the late spring of 1954 the Council 






Tenth of a Series 
Western Massachusetts 


L. Grimaldi, Grimaldi Bros.; Irving Merrill, Crown 
Petroleum Corp.; Executive Secretary Keith Fletch- 
er; William M. Johnson, Converse-Carlisle Corp. 

Not pictured: Assistant Treasurer, Mrs. Helen 
M. Chouinard, Northeast Fuel Corp.; Recording 
Secretary, Miss Mae Davis, Sullivan Oil and Coal 
Co.; Abbott S. Roberts, F. L. Roberts & Co.; Sec: 
ond Vice-president Albert Rubin, Springfield Oil 
& Coal Co.; Reginald K. Swett, Swett Bros. 


actively sell O[LHEATING 


changed its name to the Fuel Oil Coun 
cil of Western Massachusetts to em’ 
brace the whole marketing area and 
engaged an executive secretary t 
manage its increased activities. 

Since then, one of the primary ef 
forts has been directed toward increa¥ 
ing the membership, since the Coum 
cil’s value as a group depends upon tts 
being a representative group, fina 
cially strong. There are now nearly 
60 members, besides other companies 
with related interests, who are sup 
porting the Council on a non-memr 
bership basis. Most of the members ate 
fueloil dealers, but several other firms 
closely dependent upon the oilheating 
industry for their livelihood have 
joined as associate members. 

During the past year the Counzll 
has undertaken activities in several 
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fields where the value of collective ac- 
tion was evident. One of the first of 
these was an advertising campaign 
conducted for some months in the daily 
newspapers in the area. Reports indi- 
cate this was very successful, particu- 
larly in view of the amount of money 
available from a fledgling organization. 
In addition, effort has been made to 
interest members in promoting the ad- 
vantages of oilheating in their indi- 
vidual advertising. Contractors and 
home builders also have been receiving 
considerable attention through direct 
mail advertising. 

Besides the Council advertising pro- 
gram, continued publicity for oilheat- 
ing has been secured in regular news 
columns of the press, with articles 
about oilheating adapted to local situ- 
ations and emphasizing its advantages 
over gas. Some of these articles have 
received prominent position and head- 
lines with very good results. 


Issues Bulletin 


As a means of keeping members in- 
formed on local activities and provid- 
ing useful information, the Council 
publishes a monthly bulletin. These 
bulletins have contained statistics gath- 
ered from local governmental sources 
plus items of interest to everyone in 
the local oilheating industry. Compari- 
son of gas and oil installations is made 
each month with those of the preced- 
ing five years, thus gauging the prog 
ress of both fuels. 

In the matter of governmental regu- 
lations which affect the industry, our 
problems have been similar to those 
of many other areas throughout the 
country. We have been concerned with 
the burden electrical wiring regula- 
tions have placed on oilheating instal- 
lations in competition with other fuels, 
and have recognized the unfair handi- 
cap of one-fuel chimney construction. 

With respect to the wiring situa- 
tion, we are hopeful of a solution 
which will equalize requirements for 
all fuels. The installation of one-fuel 
chimneys has given some trouble in the 
past but the subject has been discussed 
with officials in various cities and towns 
and it is felt that continued contacts 
with these officials will prevent further 
use of this type of chimney. 

General meetings of the Council are 


executive committee meets on the av 
erage twice a month. The first anni- 
versary of the reorganized Council was 
celebrated with an annual industry 


held throughout the year, while its | 


dinner at the Hotel Sheraton-Kimball | 
last April. Guest speaker was Robert | 
Gray, Editor, FUELom & Om HEat. | 
Special guests included Mayor Daniel | 
Brunton of Springfield and Fred Beck- | 


with, Secretary of the New England 


OHI. Nearly 200 persons attended, and | 


it has been declared the best meeting | 


ever held in this area. The high point 
of our fall program is expected to be 
a joint meeting with the Greater 
Springfield Home Builders Association 
with a program devoted to oilheating. 

Recently elected officers of the Fuel 


Oil Council of Western Massachusetts | 


for the year 1955-56 are: President, 
Saul 


Petroleum Corporation; vice-president, 


Simons, Simons Burner 


and | 


James L. Grimaldi, Grimaldi Brothers: | 
second vice-president, Albert Rubin, | 
Springfield Oil and Coal Company; | 


secretary, Miss Mae Davis, Sullivan 
Coal Company; treasurer, Wilbur J. 


Hogan, Liberty Ice and Fuel Com: | 


pany; assistant treasurer, Mrs. Helen 
M. Chouinard, Northeast Fuel Cor- 
poration. 

In addition to the above officers, the 
members of Executive Committee in- 
clude: William H. Flood, Converse- 
Carlisle Company; Frank E. Punder- 
son, Punderson Coal and Oil Com- 
pany; Irving Merrill, Crown Petrole- 
um Corporation; William M. Johnson, 
Converse-Carlisle Company; Abbott 
S. Roberts, F. L. Roberts and Com- 
pany; Phillip Schwartz, Yankee Oil 
Company; Reginald K. Swett, Swett 
Brothers, Inc.; and Keith F. Fletcher, 


Executive Secretary of the Council. 
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Dr. Herbert R. Jensen, professor of 
education and director of the Instruc- 
Materials Center, Colorado 
State College of Education, has joined 
the American Petroleum Institute as 
supervisor of educational activities. He 
will assume direction of API's school 
program which is under the jurisdic- 
tion of H. B. Miller, director of the 
Department of Information and ex- 
ecutive director of the Oil Industry 
Information Committee. 
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PRESS THE BUTTON! 
KILL THE OIL ODOR! 
INSTANTLY, 
PERMANENTLY 


with ODORGON 





STOP NUISANCE SERVICE CALLS! 
KEEP CUSTOMERS HAPPY 
WITH OIL HEAT 


One ODORGON bomb covers 348 
square feet—58 average applications. 


Made to fit the pocket. Blankets 
vertical surfaces and hard-to-get-at 
corners. 





ASK YOUR JOBBER 


| STEWART-HALL CHEMICAL CORP. | 
| P. O. Box 66, Fleetwood Station | 
| Mt. Vernon, N. Y. | 
[] Send FREE details on ODORGON for | 

dealer use. 
(_] Send FREE details on Special ODORGON 
| Jobber Pian 
Di is si dcaiccets iste ah ada ve 
Ns aoiicr «n> casero <cuthahes duxeen ster tntgaeose tan | 
Rad t6 ORs. . i000 os crassa | 





SAVE TIME 
ON THE JOB 


SAVE FUEL 
2 @) am £00): 


CUSTOMERS 


Install 


NU STANDARD KOLBKAST 


COMBUSTION CHAMBERS 


oy 


Here's why you'll save time on the job, 
fuel for your customers when you install 


NU STANDARD Kolbkast Combustion 


Chambers: 

@ there are only six pieces to assemble 

@ tongue and groove construction fits 
together quickly, snugly 

@ galvanized steel bands draw the as- 
sembly tight—prevent gas loss and im- 
prove combustion efficiency 
the base, recessed '/4”, provides an oir 
space that gives better insulation to 
the floor 
millions of air cells in the structure 
of the chamber itself retard the trans- 
fer of heat through chamber walls 

@ insulating properties are equal to in- 
sulating brick 


The NU STANDARD can be used with 
high or low pressure burners and it is 
available in five sizes to meet all your 
requirements. Shipped complete with 
steelbands and scientifically packed 
to prevent breakage. Shipping weights 


are low. 
Get full details today 
on these low cost chambers. 


KOLB REFRACTORIES CO. 


MEADOW & JACKSON STREETS 
PHILA. 48, PA. 


KOLBKAST 
INSULATED 
CHAMBERS 
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SOME OF THE MEMBERS and guests who 
attended the annual golf party of the 
Midwest Chapter, Old Timers’ Club. 
It took place on August 12 at the Ra- 
cine (Wis.) Golf and Country Club, 
sponsored by Webster Electric Co., 
Racine. 


Top row, left, in the usual order: John 
Westmont, Wisconsin Oil Burner; 
Burdette Douglass, Sundstrand; Joe 
Solari, Jefferson; Bob Neville, Nu- 
Way; Ray Kiefer, Sundstrand; Sam 
Olson and George Westmont, Wis- 
consin Oil Burner and Bill Klockau, 
Nu-Way. 


Top row, right: Doc Ford, Webster, 
listens as Jim Owens, Mercoid and Old 
Timers’ Chairman, begins prize pres- 
entations. 


Second row, left: Charlie Bendix, 


Unarco, right, presents golf trophy to 
Ed Moore, B & G, and directly below, 
Lou Ehrich, Webster; Howard Earl 
and Jim Nelson, Sundstrand, get set 
for some golf. 


Second row, right: Another golf party, 
Pres Crewe, Webster; Chuck Lang, 
Sundstrand and John Morrissey, Petro. 
Bottom row, left: Reid McLain, Inter 
national Heater (left); and Wendell 
Franks, Windmaster Corp., concen 
trate on enjoying themselves. 
Bottom row, right: There’s that game 
of Old Maid in full swing again! 


Fifty members and five guests wefe 
at the outing, arrangements for which 
were made by Charlie Bendix, regional 
chairman, and Harold Maccubbin, see 
retary of the Club, with National 
Chairman Jim Owens supervising: 
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A Perfect Package 


plus PERFEX you’re always right...automatically! 


Top Quality Fan, Limit or Combination Controis 


480 Fail-Safe Fan and 
Limit Control... liquid 
charge—remote single 
bulb type operates fan 
and limit switches. 


L-34 Fan and Limit Control 

...mercury switch, helix type. ie 

Independent switches and 474 Fan and Limit Control L-44 Fan and Limit Control 

settings. Optional summer a .. helix, bimetal type. ..- helix type with inde- 

fan switch. Liquid level for Ei Separate fingertip set- pendent snap switches. 

accurate positioning. tings. Standard with sum- Fast response to temper- 
mer fan switch. ature changes. 


There is an obvious advantage in selecting heating controls from a single 
source—where compatible design and undivided responsibility guarantee 
satisfaction. When that single source offers the great selection and 
unquestioned superiority of General Controls and Perfex quality —your 
advantage is increased tenfold. And when you add the unmatched support 
you get—from 5 plants geared to produce in volume, 7 regional 

‘i warehouses placed to meet your emergency needs, 

0) and 40 branch offices standing by for minute-man 

service and counsel—you can easily see why more 
and more men in your position standardize on 


Bu al e [ General Controls automatically ...to be sure! 


THE MOST COMPLETE LINE OF AUTOMATIC CONTROLS IN THE INDUSTRY 


( 0 ntro —for any system... gas, oil, electric, coal 
f t ( 7 Write for complete General Controls/Perfex catalogs today 





GENERAL CONTROLS 


y MANUFACTURERS OF AUTOMATIC CONTROLS FOR HOME, INDUSTRY AND THE MILITARY 
FIVE PLANTS. IRON MOUNTAIN, MICHIGAN 
GENERAL CONTROLS © Penrex contRrois GLENDALE, CALIFORNIA « BURBANK, CALIFORNIA 
40 FACTORY BRANCH OFFICES SERVING THE UNITED STATES AND CANADA SKOKIE, ILLINOIS * GUELPH, CANADA 
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Stockholders vote Approval 
of Hupp-Perfection Merger 






ANOTHER MERGER of heating and cool- 
ing manufacturers took place when 
stockholders of Hupp Corp., New 
York, and Perfection Industries, Inc, 
Cleveland, in separate meetings Au- 
gust 29 voted approval of the plan to 
merge. Perfection will become the Per- 
fection Industries Division of Hupp 
Corp. 

Officers of the company are Don 
Gearheart, president; Donald S. Smith, 
vice-president; John B. Fowler, vice- 
president; Willard A. Giddens, treas- 
urer; Manning E. Case, Jr., secretary. 

According to Gearheart and Smith, 
the merger is a major step in the ex- 
pansion of the two companies. In- 
creased emphasis will be placed on the 
development of new products. 

Perfection can now offer a complete 
line of heating and cooling equipment; 
thus, following the trend of major 
manufacturers who are supplying 
year-round airconditioning. 


_ % 


¢ 




























FuE Lor & O11 HEAT’s 


applicant Call fill this job for you! first Study of boiler Market 


A 16-PAGE “Study of the Market and 
Trends in Oilfired Boiler Heating,” 


Who is this super-salesman? The ‘Yellow Pages’ of has been circulated by FuELom & On 


our telephone director Heat. Of the total number of heating 
y P y: systems in the United States it esti 


Your advertising in the ‘Yellow Pages’ tells folks mates that 32.4% are boiler systems 


and of these 65.2% are oilfired. 
all over town where you are located, what products The edad pioeeleelaninet dan 


and services you sell, what your telephone number is. boilers by states on January 1, 1955, 


‘ ° | and a state breakdown of 1954 sales. 
You make it easy for prospects to pick up the | Other data include two pages of an 


telephone and call...or to come in. Newcomers in | swers to two surveys made on large 
town...or old residents...9 out of 10 use the and average size oilheating fueloil deal- 


‘ ’ ’ er readers, showing their average sales 
Yellow Pages’ when they're ready to buy. of boilers and radiation, kinds, prod: 


uct features influencing dealers and 





















Pee ly Se er, 
Find Your 


Nearest Deale ; : 
he The om | Other pages show pictures of typi 


‘Yellow Pages’ | cal oilheating trucks and offices; an + ae 

explanation of the 39,224,048 service 

——— | and fueloil delivery calls made by deal- 

| ers on boiler owners and operators anv 

Advertisers of branded products are using this emblem nually; and pictures of exhibits at vari’ 

to tell prospects how to find their dealers. | ous oilheating shows and conventions. 

The report concludes with two 

headings: “Where is Boiler Heating 

Going?” and “Where is Oilheating 
| Going?” 
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where they buy. 

















Your Classified Telephone Directory representative will gladly help 
you choose the ‘Yellow Pages’ headings that will mean more 
business. Call him at your local telephone business office. 
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04 W.GRINO AVE —TUXERO 91820 


B&G BOOSTER 
.». key unit of the B&G Hydro-Flo System 


Engineered for compactness, silent operation 
rae years of service, this electric pump circu- 
lates water for heating the house in winter, 
cooling it in summer and for snow melting 
panels. It is built with precision manufacturing 
methods which translate good design into 
superior product . . . permit mass production 
with custom-built quality. 

The BxG Booster has a solid reputation for 
quiet, dependable and _ long- lived operation. 
That's ie over two million units have been sold 
to date! 


*Reg. U.S. Pat. Off. 





BELL & GossETT 


c O M P A N 


Dept. E8-7 Morton Grove, Illinois 
Canadian Licensee: S. A. Armstrong, Ltd., 1400 O’ Connor Drive, W. Toronto, Canada 


















the comforts of the B&G Hydre-Fio System 


This luxurious home at Fox Point, Wisconsin, is equipped with 

4 a three-zone radiant floor panel Hydro-Flo System. One of its 
features is a unique sunken bathtub with warming coils 
installed under it. 













This modest home is also heated with a B&G Hydro-Flo 
System, using baseboard panels as the heat distributors. Note 
the sign —the builder is capitalizing on the strong sales appeal 
of hot water radiant heat. 
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How to step up service 
and win new customers 








The 

Answer: 

a ; = rea 
2-WAY 

zn = RADIO 











“Our slogan is ‘15 minute service 
when you need it’,” says William H. 
Sullivan, President and General 
Manager, Shore Gas and Oil Co., 
one of the largest independent dis- 
tributors in New Jersey. ‘‘With radio 
it is often possible to dispatch a truck 
while the customer is still on the 
phone!”” No wonder business is 
booming for this firm. 


Their RCA 2-Way Radio is more 
than paying for itself, according to 
the record. Based on their expendi- 


For the Best in 2-Way, Say "RCA" 





tures for equipment and service, plus 
10-year depreciation, radio costs 
them 70 cents a day per truck. Fig- 
uring three dollars an hour running 
time for a truck and saving an aver- 
age of one hour each day per truck, 
radio is paying generous dividends. 


Attract business your way by install- 
ing RCA world-famous 2-Way Radio. 
Accident-proof 16-gauge steel case, 
housing the transmitter-receiver, 
withstands toughest shocks and jolts. 
Quality parts assure top performance, 
proof against gruelling weather con- 
ditions, whether intense heat or 
intense cold. Operating costs are low, 
servicing easy. 


The RCA Service Company is at 
your beck and call for installation 
and service wherever you are. Why 
not mail the coupon today? You’ll 
incur no obligation. 





RADIO CORPORATION of AMERICA 


COMMUNICATIONS EQUIPMENT « CAMDEN, N.J. 




















reer nnn nn «USE THIS HANDY COUPON FOR LITERATURE -——— ~ 
| Radio Corporation of America, Dept. X-252 Building 15-1, Camden, N. J. | 
l In Canada: RCA VICTOR Company, Ltd., Montreal | 
[_] Please send literature [-] Have Communications Specialist call 7 
| NAME | 
TITLE COMPANY , 
| ADDRESS | 
CIty nee i STATE 
EERE ete hie a ee en ee a RT eee, ee ncienrictell 
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Oilburner licensing Bil! 
now operating in Maine 


IN CONJUNCTION with various state 
and local officials, the Maine Oil & 
Heating Equipment Dealers’ Associz. 
tion, Portland, Maine, recently as 
sisted in getting an oilburner licensing 
bill through the Maine Legislature. 

The result of efforts to get the Maine 
oilheating service and installation men 
out from under the electrician’s licens. 
ing law, highlights of the new bill 
call for: 


Highlights of Bill 


—A license for anyone who installs, 
alters or repairs either oil or auto. 
matic coal burning heating equip 
ment, including commercial, indus 
trial or domestic central heating 
plants, range burners, or space heat: 
ers. } 

—Appointment of an Oil Burnermen’s 
Licensing Board, headed by the Di 
rector of State Fire Prevention (ex 
officio), and two other appointed 
members, one having at least 10 
years experience in the field, and the 
other five years experience. Terms 
range from one to two years. 

—Issuance of a license, prior to June 
30, 1956, without examination and 
upon payment of a fee of $5 to any 
applicant who “‘shall present satiy 
factory evidence that he has the 
qualifications for the type of licens 
applied for and who has been en 
gaged in the occupation or busines: 
of doing the type of oilburner in 
stallation covered by such licens 
within the State for a period of one 
year prior to the effective date of 
this act.” 

—After June 30, 1956 the Board will 
issue a license upon the payment of 
$5 to any person who presents evi 
dence that he has completed a satis 
factory period of apprenticeship. 
and who has passed the test. 

—Issuance of an apprentice’s licens 
upon payment of $3, without e 
amination, provided that the appl’ 
cant submits evidence satisfactory 
to the Board that he has entered the 
employment of a licensed oilburnet 
installer. Application must be maée 
within 30 days after employment 

—Renewal of the licenses after om 

(Please turn to page 38) 
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No chatter! No pounding! 
Just easy fuel flow 
on every fill 
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; MILVACO nozzle valves make 
4 Z 2 . 
i hardworking fuel pumps last longer 
ex 
ed GPAre the delicate mechanisms in modern gaso- 
10 line or fuel oil pumps from chattering and 
| pounding and you automatically add years of 
he service life. These features of the Model U-14-5R 
ms work for you on every drop pumped: (1) Non- 
slip, positive seating assures accurate metering. 
(2) Precision machining eliminates side thrust on 
- Model P-2032R FOR BULK DE- stem. (3) Reversible Permadisc* design eliminates‘ 
nd LIVERY — Quick, positive clo- disc distortion. (4) Non-chattering action at any 
ny po so eana ma flow rate. (5) Rugged, die cast body is built 
tis: hold open notches. Milvaloy or for hard usage. 
" brass tube. Hardworking fuel oil pumps last longer when 
me you treat ’em right — treat ’em to Milvaco 
nse i valves and you’ll be money ahead! * Trademark 
of | 
less ' ‘ ® 8 ° ' 
a8 Investigate the weight-saving advantages 
nse e 
ef | of Milvaloy - 
- of Model P-2010 FOR BULK STA- @ This modern alloy is 1/3 @ Chemically resistant — 
TIONS—Large capacity. Heavy- the weight of bronze — lasts longer. Non- 
duty type. Full capacity flow. a Milvaco exclusive. sparking. 
will Dual poppets and two stage A : 
t of fulcrum dual lever. For gasoline @ Logical metal for any @ Meets exacting require- 
or fuel oil. products to be flown, ments of oil industry. Pre- 
ev lifted or moved — more ferred for years by major 
atis pounds in the payload. oil companies. 
hip. 
ons ! Get complete facts on the complete line — 
« ; write for new Catalog B155 
ppl 
” Model 2760 FOR UNDERWING 
{ the FUELING — Approved and used iil : Lil H KEE VA IVE { 
rnet by major airlines. Ends over- " : 
: wing fueling hazards. 100 mesh ~ A Subsidiary of A-P Controls Corporation 
nade strainer removable for cleaning Ww, 2377 South Burrell Street % Milwaukee 7, Wisconsin 
nent. without detaching hose nozzle. “4 
: “MILVACO 
a | Q 
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UALITY VALVES AND FITTINGS FOR THE OIL INDUSTRY 
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gives you 


an EXCLUSIVE sales advantage 


Model 760 


VAP OS GZA'S 
TRUNKLINE HUMIDIFIER 


Complete all-over air flow on plate surfaces means 
more efficient operation. 


Maintains lower pan temperatures. Less lime in 
water. Less clog. 


Up to 912 sq. in. of evaporating area with Vapoglas 
plates. Means more efficiency. 


Easily mounted in trunkline. Saves more time. 


For further information, write to: 


MANUFACTURING COMPANY 
Milford, Michigan 
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Model 600 B 


year from the date of issue, without 
examination, is required. Annual 
fee is $5. 

—Examinations, which require a $] 
application fee, will be written in 
whole or in part, and will include 
such provisions as the standards of 
the National Board of Fire Under 
writers and such provisions of the 
Electrical Code as may be applica- 
ble to oilburner installations. 

—No oilburning equipment may be 
installed in the State unless it con 
forms to standards set by the Board, 

—Penalty for violation of the law pro- 
vides for a fine of not more than 
$100 or by imprisonment for not 
more than 3 months, or both. 


o, 
“9 


Hot water heating Standards 
to be studied by Committee 


WILLIAM H. SCHEICK, executive direc: 
tor, Building Research Advisory 
Board, Washington, D. C., has an- 
nounced members appointed by the 
National Research Council to serve on 
an advisory committee to the Federal 
Housing Administration for the study 
of performance standards of domestic 
hot water heating equipment. 

The committee will study existing 
data, define problems, and make a re’ 
port to the FHA, which may be used 
as a guide in the revision of applicable 
minimum property requirements. 

Chairman of the committee is Dean 
F. M. Dawson, State University of 
Iowa. Serving with him are the follow: 
ing: Wendell M. Dillon, Watts Regu 
lator Co.; E. Haugen, Timken Silent 
Automatic Division; Ralph J. John 
son, National Association of Home 
Builders; John M. Lyle, Ruud Mfg. 
Co.; L. R. Mellem, General Electric 
Co.; C. Thomas Miller, Rheem Mfg. 
Co.; Don W. Pray, National Asso 
ciation of Plumbing Contractors; and 
George M. Rapp, John B. Pierce 
Foundation. 

Others on the committee are K. O. 
Schlentner (representing I-B-R), Ne 
tional-U. S. Radiator Corp.; Rutcher 
Skagerberg, Public Housing Admin 
istration; L. E. Tegler, A. O. Smith 
Corp.; Robert C. Weast, Case Insti 
tute of Technology; and C. W. Wil 


kinson, American Radiator. 
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“An Industry Approach to Quality | Home Modernization. c 
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High Water in the Night 


Fueloil Distributors fight together to restore Oilheating in flooded Markets 


by 
James Miner 


— stunned, and in some 
cases wiped out by the tremen- 
dous flood which smashed through the 
river valleys of their state, Connecti- 
cut fueloil dealers have started to re- 
bound with surprising vigor, consid- 
ering the force of the blow which many 
of them sustained. 

A recent trip through the towns of 
Farmington, Unionville, Winsted, 
Torrington and Waterbury shows that 
in most cases the fueloil man has been 
able to continue his deliveries and serv- 
ice, often in spite of the fact that his 
storage has been leveled, his trucks 
have disappeared down stream, his 
records are nothing more than a sod- 
den mass of pulp, and he has to travel 
great distances for supplies or to bake 
out oilburners. 

This report is an attempt to show 
not so much the extent of the damage, 
but the methods utilized by those 
caught in the catastrophe in handling 
the problems arising from the flood, 
and how the dealers have been able 
to rebound with such remarkable 
speed. Unfortunately, in a report such 
as this, we could not cover all those 
who have suffered, and consequently 
have touched primarily on those who 
were most severely hit. 

Before going into the flood area, we 
decided to talk with the people who 
were sending in supplies to the oil- 
heating and fueloil men to get a gen- 
eral idea of the overall flood picture. 
First stop was the Hartford office of 
Bell Pump Service, and an interview 
with owner Lou Giannettino and 
Budge Quiggly, who is one of Lou’s 
assistants. 

According to Giannettino, imme- 
diately following the disaster, the con- 
trol companies (he specifically named 
Minneapolis-Honeywell and Penn) in- 


stituted a plan whereby those in the 
flood areas would receive further dis- 
counts on all controls they purchased 
to replace those damaged by the flood. 
The plan involves exchanging the dam- 
aged control for a new one, since the 
control companies wish to destroy the 
damaged controls. According to Gian- 
nettino there is little or no salvage 
value once the control has been hit by 
the water and silt. 

In a similar vein, The Pullman 
Vacuum Cleaner Corp., Boston, Mass., 
is making shipments into the flood area 
of its vacuum cleaners free-of-charge, 
amounting to one-twelfth of the cus- 
tomer’s annual purchases, in an effort 
to aid in the recovery. 

In placing the oilburners back in 
running order, Giannettino said that 
his organization would not attempt to 
repair the transformers through bak- 





ing, for he felt that such a method 
was too unreliable. Concerning the out- 
look of the oilheating dealers who were 
hit, Giannettino stressed again and 
again the surprising height of their 
morale. Taking the disaster rather 
philosophically, he said the dealers 
were glad to be alive. 

Budge Quiggly, who lives in Union- 
ville, one of the hardest hit areas, said 
that in regard to the payment for the 
rehabilitation of the burners, that in 
most areas the oilheating dealer bills 
the individual homeowner (the repairs, 
with few exceptions, were not made 
under the service plan), who in turn 
took the bill to the Red Cross. The 
Red Cross then settled with the 
dealer. 

As to whether gas or oilburners 
went back into operation quicker, the 
feeling of both men was that the oil- 


One of Standard Cycle and Auto Supply’s fueloil trucks which was swept 
downstream by the raging Mad River as it tore through Winsted, Conn. This 
was only part of Morris Dolinsky’s loss as a result of the August 18-19 


flood. Dirt track in the foreground was originally a well-paved road. 
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burner had the edge, primarily be- 
cause electricity was restored much 
faster than were the gas lines. 

Leaving Hartford, we drove out to- 
wards Farmington and Unionville (ac- 
tually a part of Farmington). The fur- 
ther east we drove ,the more extensive 
the damage became, until arriving in 
Unionville, a town of about 6,000, all 
homes along the Farmington River 
were showing severe damage, with 
about 80% of the buildings having 
been moved off their foundations, 
and/or almost totally smashed. 

Two of the major fueloil dealers in 
Unionville are close by the river. They 
are Lawton-Miner and Farmington 
Valley Oil Co. Lawton-Miner was 
badly damaged, while almost directly 
across the street, Farmington Valley 
Oil was but slightly touched. 

A talk with Charles Young, head of 
Farmington Valley Oil disclosed that 
he had immediately made a part of his 
facilities avialable to Lawton-Miner so 
that the flood-struck company could 
remain in business. This proved to be 
the general custom throughout the en- 
tire flood area. Fueloil men placed por- 
tions of their plant at the disposal of 


those who have been damaged, often 
lending trucks as well as storage. 
To aid the homeowners in the all 





important job of getting their heating 
units back into operation, Young in- 
stituted a novel program. He knew 
that his service and installation depart- 
ments would be over-taxed, so he set 
up a series of oilburner clinics, taking 
about five homeowners at a time, and 
showed them how they could take their 
burner apart into general components, 
and thus save his own men time. After 
the homeowner had broken his unit 
down, he was shown how to bake 
water-soaked parts. If he did not have 
baking facilities available, the customer 
brought his unit down to Young's 
office. 

Young, who also deals in LPG, has 
set up an LPG oven which can han- 
dle about three to four burners at a 
time, and he bakes the burners out for 
his customers. In addition to his pro- 
gram, Young also broke in three new 
servicemen to aid in handling the rush. 

To put the oilburner back in opera- 
tion, Young utilizes seven steps: 1. 
Take the burner apart, 2. Wash it out 
with water, 3. Wash it out with car- 
bon-tetrachloride, 4. Bake it out from 
six to seven hours at a temperature of 
170 to 180 degrees, 5. Reassemble, 6. 
Replace transformer, and 7. Give it 
a final check and also look over the 
stack controls. 


Part of Standard Cycle’s bulk plant. Originally in other locations, these 


tanks were bowled over by the force of the 50 to 60 mph torrent which ripped 


Winsted, Conn. on the early morning of August 19. 


54 


. . + « High Water in the Night 


Young points out that he is inter- 
ested primarily in trying to get his 
people’s burners back into safe opera 
tion, if only on a temporary basis, so 
that they can get their homes dried out. 
About charges, Young said that as far 
as his organization was concerned, they 
only charged for labor costs. This 
seemed to be typical of the entire oil- 
heating field. 

Young, whose company does around 
1,000,000 gallons of fueloil business a 
year, is on the town’s committee which 
is helping to find new homes for those 
washed out, and he had some inter 
esting comments to make on the re- 
habilitation of those families. 


Temporary Housing 


Heating of the temporary homes, he 
said, probably would be done with LPc 
and automatic side arm hot water 
heaters. It was planned to use trailers, 
etc., as a means of getting the people 
out of direct contact with the weather, 
and in Unionville this comprises about 
90 families whose homes went down 
the river. 

Sidelights which came up during the 
interview include the following story: 
Young remarked that during the early 
morning hours, around 5 or 6 AM the 
river was up to his door step, and 
approximately a foot deep. As the flood 
reached cresting point, however, the 
water in his area instead of rising, 
began to recede. He credits this stroke 
of good luck to his drainage system, 
which was improved about a year be’ 
fore the flood hit. His feeling is that 
as the current increased in speed, it 
created a type of vacuum which 
pulled the water out of his drains at 
a higher rate, and thus his area was 
spared. 

Returning to Hartford we con 
tacted a number of manufacturers in 
the area to find out how they had 
fared during the storm. Torrington 
Mfg. Co., Torrington, Conn., a 
though inundated with four feet of 
mud, was back in production with only 
a slight delay; Silent Glow Mfg. Cerp., 
Hartford, and Carlin Co., Wethers 
field, Conn., were untouched, although 
Carlin had recently moved from an 
area that was, moderately hard hit; 
and Scovill Mfg. Co., Waterbury, al: 
though having water in two of its 
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basement rooms, experienced no delay 
in production. 

The next day we drove up into the 
central section of the flood area, Win- 
sted. The total damage to the town, 
even after three weeks, is still unesti- 
mated. 

First we contacted Henry Dodd, 
president of Martin E. Dodd Co., a 
fueloil, gasoline, and Packard dealer. 
Dodd, as far as fueloil was concerned, 
was not severely hit; however his sup- 
ply of lube oil was partially demol- 
ished, and his stock of new automo- 
biles was almost a total loss. Although 
his records were hit (the high water 
mark in his shop was about nine feet), 
he is still continuing his fueloil opera- 
tions. 

Across the street from Dodd are the 
temporary headquarters of Morris 
Dolinsky, president of Standard Cycle 
and Auto Supply. Dolinsky started in 
the fueloil business back in 1915, for- 
merly having been agent for Indian 
motorcycle and other organizations in- 
cluding the Chrysler Corp. This was 
his fifth flood, and the second which 
caused damage. Back in 1938, Dolinsky 
was partially hit, but he says in his 
own words, that the 1955 flood 





Paul Devino's Waterbury Petroleum Products organization suffered severe dam- 
age. Here, a shot of his bulkplant pumping office shows the ticket meters which 
were sent out the next day for cleaning and repair. Note the fintube radiator 
covers on the lower left, and the high water mark across the wall, window and 
calendar in the background. Debris visible through the window came from many 
miles up stream as the Naugatuck, ordinarily a placid foot-deep stream, erupted. 


was, “Like nothing I ever saw before.” 
Dolinsky’s losses, still not entirely 
estimated, are huge, and more nearly 





This shot of Waterbury Petroleum Products, Waterbury, Conn., is taken from 
the opposite shore of the Naugatuck River. This section of Paul Devino’s plant 
housed trucks, lube oils and oilheating equipment. Sheets of concrete in lower 
foreground are part of the dike that had been built to hold back severe floods. 
Note the two trucks, one under the concrete dike slab in middle foreground, 
and the other lying on its side at the right hand side middle of the photograph. 
This is only a small part of Devino’s loss. Abutment, on extreme left hand side, 
is part of a bridge that was washed away when one of Waterbury Petroleum’s 
220,000 gallon tanks left its foundation and went down stream. 


typical of the standard business man 
in Winsted. The torrent reached his 
bulkplant about 4:00 AM, and by 5:00 
AM tanks had begun to buckle under 
the 50 to 60 mph current. 

Standard Cycle operates 40 trucks 
and cars, which handle his six to seven 
million gallon petroleum business. Of 
this total, fueloil makes up approxi- 
mately 4,550,000 gallons. His motor 
pool is made up of 27 tank trucks, 8 
service vehicles, and 4 passenger cars. 
After moving as many as he could, 
Dolinsky watched seven service trucks 
and passenger cars and eight of his 
older tank trucks swirl down stream 
as the raging Mad River continued 
to rise. 

What is Morris Dolinsky, his broth 
er Milton, and his son Joe doing to 
meet this crisis? Immediately following 
the flood, he quickly received aid from 
both his major oil supplier, Tidewater 
Associated Oil Co., and his burner and 
control suppliers. Such organizations 
as Wyatt Oil, Kay Oil (of Hartford) 
sent up trucks, and the oilburner com- 
panies sent in equipment with the 
proviso that anything not used could 
be returned. 

(Please turn to page 158) 
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ORE THAN 2,000,000 copies of 
booklets and pamphlets featur- 
ing the advantages of fueloil have been 
distributed by the Oil Industry Infor- 
mation Committee, American Petro- 
leum Institute, New York. Fueloil re- 
ceived briefer mention in other pub- 
lications of which some four million 
copies have been sold. 

At the present time API has four 
publications devoted entirely to fuel- 
oil and at least 23 other pieces of 
printed material that extoll oilheating 
along with other petroleum products. 
The organization is distributing and 
showing five motion pictures (“Amer- 
ican Frontier,” “24 Hours of Prog- 
ress,” ““Man on the Land,” “The Story 
of Colonel Drake,” and “Barrel Num- 
ber One”) and two strip films (““Petro- 
leum in Today’s Living” and “Oil: 
From Earth to You”) mentioning fuel- 
oil. 

The two popular demonstrations, 
The Magic Barrel and Magic Suitcase, 
which are speeches that present the 
wide range of products produced from 
petroleum, also point out the comforts 
of oilheating. 

These facts came to light in a pre- 
Oil Progress Week survey by Wil- 
liam R. Mizell, editorial director, onc. 
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API Oilheating Booklets 


help Dealers tie-in 


with Oil Progress Week 


Latest of the ouc publications to be 
devoted exclusively to fueloil is “No- 
Cinder Ella.” This fairy tale character 
joins company with the mythical char- 
acters, Pandora and Prometheus, who 
appeared earlier to promote oil heat. 


roe 


Pandora reported on the progress of 
heating in the folder “Pandora had 
the Gift.” Pandora’s box was com- 
pared to a firebox as opposed to an 
open fire. The copy pointed out that 
man first used wood as fuel; then char- 
coal; then coal and coke; and finally 
he discovered that oil was best of all. 

In “Prometheus was a Piker” the 
Greek myth of the Firebringer is re- 
peated. It seems that an angered Zeus 
removed fire from earth, and Pro- 
metheus slipped into the Greek heaven, 
stole the fire back, and presented it to 
humanity as a gift. But his gift when 
compared to an oilfired home heating 
plant is put in the piker class. 









The booklet, “40 Ways to save 
Money with your Oilburner,” is a seri- 
ous tabulation of 17 ways the home- 
owner can conserve money on his heat’ 
ing plant without spending money, 
plus 23 ways an investment will return 
increased efficiency of the plant. 

The latest folder is colorful and 
whimsical and will sell to dealers at 
$6 per thousand. “No-Cinder Ella” is 
a flight of fancy using the characters 
to point up the advantages of oil heat. 
The artwork on this page is from the 
booklet and the copy runs thusly— 

“Petroleum today achieves more 
wonders than any magic wand .. . oil 
serves you in many ways. . . in lip 
sticks, plastics, fertilizers, insecticides, 
asphalt roads, bath lotions, shoe polish 
... the magic of oil brings you these 
and thousands of other items in daily 
use. 
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“And one of the wonderful things 
petroleum gives you is the warmth of 
fuel oil heating. 

“Cinderella was really Cinder Ella, 
you know. She was called that because 
her cruel stepmother forced her to 
clean out the hearth twice a day and 
tend the smoky fire in between. 

“But Ella, bless her heart, was res- 
cued by a Fairy Godmother, complete 
with Golden Coach, a team of spank- 
ing bangtails, and a handsome Prince 
Charming. 

“When they set up housekeeping, 
the Prince upped and gave her an oil 
heating unit. The Fairy Godmother 
came calling, and almost keeled over. 


“*Prince,” she said to the Prince, 
‘this is away yonder more powerful 
magic than mine. Why didn’t I think 
of it? Oil heat is dependable heat. You 
never have to worry about running 
out of fuel . . . you have your own 
home storage tank . . . your supplier 
has large storage facilities . . . there 
are plenty of oil reserves . . . and oil 
heat is more efficient!’ 


“Yes, indeedy,” the Prince agreed. 
‘Oil heat is economical heat, too. There 
is no waste to oil. A modern oil heat- 
ing unit and burner is made to give 
many years of carefree service. Mod- 
ern oil heat is safe, clean heat... you 
have fewer cleaning and repainting 
bills... and the basement is clean for 
storage or playroom.’ 

“*Prince, you're really with it!’ 





chimed in the cruel stepmother (who 
was now a Reformed Character). 
‘You'll note, too, that oil heat is auto- 
matic heat. Local suppliers will be de- 
lighted to explain the degree-day plan, 
whereby—at no extra cost—your own 
Storage tank is kept supplied auto- 
matically. No shoveling . . . no bank- 
ing the furnace . . . no cold home when 
you come back from a long weekend 
-.. and oil heat is fully automatic.’ 





il 


* “Also,” said Princess Ella (Cindy’s 
married name), ‘there’s no flare-up of 
heat or unexpected chill . . . just 
smooth, uniform warmth, easily regu- 
lated to suit your comfort.’ 

‘Furthermore,’ she. chortled, ‘it 
doesn’t disappear at midnight!” 

“You don’t have to be royalty these 
days to enjoy the constant, healthful, 
safe, and convenient warmth of an oil 
burner. Simply pick up your telephone 
and call your local fuel oil or oil burner 
dealer.” 


PRODUCED BY 


American Petroleum Institute 
(50 West 50 St., New York 20, N. Y.) 


CAST OF CHARACTERS 
Prince Charming .. American Oil Industry 


Fairy Godmother ...... Free, Competitive 
Enterprise 
Princess Ella ...The American Consumer 


Stepmother . .Obsolete-type Living (Chills, 
drudgery, grime, and gloom) 


Most of the publications have room 





for a dealer’s imprint and are available 
in bulk quantities from API, 50 West 
50th, New York 20. That dealers have 


_found them effective is shown in the 


distribution figures. 

A million copies of “Prometheus 
was a Piker” have been sold; the first 
printing of more than 600,000 copies 
of “40 Ways to save Money with your 
Oilburner” have been sold and 100,000 
more are being distributed. “Pandora 
had the Gift” had a printing of 500,- 
000. Some half million copies of ““No- 
Cinder Ella” have been printed. 

Many copies of the booklets will 
probably be distributed during Oil 
Progress Week, October 9-15, this 
year. During this week thousands of 
events have been scheduled and fuel- 
oil dealers throughout the country can 
remind their customers of benefits de- 
rived from petroleum—specifically oil 
heat. 

According to W. R. Huber, national 
chairman of Oil Progress Week, 
speeches, civic and social luncheons 
and dinners, parades, movie showings, 
open-house programs, school programs 
and essay contests, television and radio 
programs, special editions of news- 


papers, oil shows, beauty contests, and 
proclamations by mayors and gover- 
nors are on the agenda during the 
week. 

On Sunday, October 9, there will 
be an hour-long television show en- 





titled “1976.” The program televised 
by the National Broadcasting System 
will be shown at 4:30 p.m. eastern day- 
light standard time and will be re- 
peated for West Coast audiences at 
8:00 p.m., Hollywood time. 

Most Oil Progress Week activities 
will be on a local basis, planned, pre- 
pared, and carried out by local oil men. 
As of now, there are more than 30,000 
men on local Oil Industry Information 
Committees. During Oil Progress 
Week, additional manpower lent by 
oil companies swells this total by sev- 
eral thousands. 

On a regional basis more than 860 
dealers in New England plan to coop- 
erate during the week. The Pickering 
Co., Salem, Mass., which in 1951 de- 
veloped the “Oil Man for a Day,” will 
repeat this annual event when some 
youngster takes over the management 
for the day. Other companies through- 
out the nation will have similar pro- 
grams. 

“Careers in Petroleum” will be the 
theme of the annual community leader 
luncheon in New York City. Numer- 
ous luncheon and dinner meetings are 
scheduled throughout the Middle At- 
lantic States. 

Already officers for 1956 are think- 
ing of next year. While still working 
to make this year’s program a success. 
Richard Rollins, Atlantic Refining 
Co., was elected 1956 national chair- 
man of OJIC at a recent meeting in 
Chicago. Vice chairmen serving with 
him will be Jerry Luboviski, Union Oil 
Co. of California; M. S. Hauser, Ohio 
Oil Co.; G. A. Mabry, Humble Oil & 
Refining Co.; Arthur J. De Blois, De 
Blois Oil Co.; and Kenneth W. Rugh, 
Phillips Petroleum Co., Bartlesville, 
Okla. 
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by 
Robert Gray 


Just about once a year we publish 
an article on electric heating, knowing 
that the topic and its implications are 
of real interest to the thinking oilheat- 
ing dealer who is interested in energy 
sources and their application. 

Now here’s a recent study of what 
has happened in Tulsa, where heat 
pumps and electric heating equipment 
have become important to the utility 
there because it has had to expand so 
much to take care of the electrical de- 
mands of summer airconditioning that 
it has built up plant capacity which 
lies idle during the winter. The sale 
of electric heating equipment is the 
apparent answer to level off the 
“peaks.” 


The article tells what is happening 





58 


Cooling spurs Electric Heat 


Tulsa, the oil Capital, steps out with a 1¢ electric heating Rate 


in one city, with the reminder that 
similar interest in electric heating, 
basically for similar reasons, is becom- 
ing evident in a number of other 
localities. 


_. THE PLANE dropped down 
at the Tulsa airport on a bright 


day in the middle of June the visitor 
stepped out of the cool shaded interior 
smack into 94° Fahrenheit and a sud- 
den realization of why the city has 
gone hogwild for airconditioning. 

The heat was not too oppressive at 
that temperature because the air was 
somewhat drier than in most Eastern 
cities . . . still it was very noticeable 
and could get tiresome before the sum- 
mer was over, especially since it would 
be well above a hundred before school 
opened again. 

Climbing out of the airport limou- 


sine at the hotel after a sticky ride into 
town, the entrance foyer and lobby 
were just as much of a shock again, 
this time on the down side. It felt like 
we dropped 25° and perhaps we did, 
because in the Southwest country gen- 
erally most folks insist on cooling that 
really cools. They don’t mind wide 
differentials, and in fact some of the 
airconditioning people tell us that any 
system that won't produce 70° even 
with 110° outdoors is considered sec- 
ond-rate. 

Anyway you look at it, Tulsa is a 
great town for summer cooling. From 
its earliest days it has been prosperous, 
with most of its new money coming 
from some phase of the oil industry. 
Years ago they used to say that the 
town had a harvest every two weeks, 
because that was when the royalty 
checks came in. Practically all of its 





Better quality ranch house development (above) in the 


suburbs of Tulsa. The first and third houses here have 
gas heat but Carrier central cooling units. The center home 
simplifies the matter with a GE heat pump. Nearly all new 
homes built around the city, excepting the cheapest, have 
cooling equipment. 


Engineering and operations building of the utility (lowe! 
left) serving an area just east of Tulsa. Notice the struc 
ture on the roof (upper left). This is an enclosure for s* 
Westinghouse heat pumps of five hp each. On a hot June 


day the exhaust air from the louvres was decidedly torrid. 
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Summer peaks of demand are vividly shown in this chart. 
The lower line is based on residential customers only. Nat- 
urally there has been some increase in all uses of current as 
you'll see by the non-cooling periods. The low 1950 point 
was in May at 90 kwh per customer while the low 1954 
point was in March at 125 kwh, showing a gain in the four 
years of 35 kwh. But look at the summer peaks... from 
104 in 1950 all the way up to 282 in 1954 or a rise of 178 
kwh. 


The dotted line shows the whole system demand based on 
the scale at the right hand edge of the chart. This of course 
catches all commercial and industrial uses in addition to 


domestic and, most important, it catches the large commer- 
cial cooling load that can’t be measured separately. Notice 
in 1954 the low demand point in March of 242 megawatts 
and the high in August of 391. The difference is almost 
entirely due to cooling. 


The hatched-in portion shown for the fall of 1953 and 
spring of 1954 represents some crystal gazing by sales 
manager Frandsen showing the enormous additional busi- 
ness that could be accommodated in those months under 
the utility's present output capacity. It’s far over a half 
billion kwh. It’s a great vacuum crying to be filled and 
heating is apparently the answer. 





business establishments could afford, 
and still can afford, anything practical 
and today that includes aircondition- 
ing. The shop or theater or hotel that 
isn’t cooled all summer is the kind you 
wouldn't be going into anyway. 
Home cooling has been coming fast, 
as you will see from some of the curves 
on the charts that go with this story. 
The trip to Tulsa was undertaken 
because we knew that summer cooling 
had grown into a matter of real con- 
cern to the electric utility, the Public 
Service Company of Oklahoma. Its 
officials were not concerned in a nega- 
tive way, in any sense of trying to 
choke it off. Their inclination rather 
Was to give the public what it wanted. 
In that direction the company is build- 


ing 400,000 kw of new generating ca- 
pacity, with 160,000 of it already com- 
pleted and on the lines. 

But it’s a 40 million dollar expan- 
sion and hard to permanently justify 
on short season peak demands. 

There is a modest amount of elec- 
tric heating on the system today, but at 
a rate of 2/2¢ a kwh the bills are a 
little heavy even in a climate with 
only 3,650 degree-days, particularly 
when most of the home heating in 
Oklahoma is done with natural gas at 
40¢ a thousand feet. But Public Serv- 
ice is out to change all of that. 

To go after electric heating in a 
much stronger fashion the first step 
was to get the rate down quite a bit. 
An application has been made to the 


ful oil, 


oilhear, 


Oklahoma Public Utility Commis- 
sioners to authorize a minimum heat- 
ing rate as low as 1¢ a kwh. The next 
bracket upward is 14%4¢ and the Tulsa 
utility’s sales manager, Dallas Frand- 
sen, estimates the average heating rate 
at about 1.1¢. 

Frandsen and his engineers are 
quite sold on heat pumps because they 
use half the current on heating and a 
third on cooling that would be re- 
quired with conventional resistance 
units. On the other hand, they recog- 
nize that heat pumps thus far are ex- 
pensive for anything like a mass dis 
tribution so they’re giving a lot of en- 
couragement to other types, too. In 
particular they are doing some work 


with the distributor of U. S. Rubber 
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Company’s Uskon ceiling panels, have 
installed them in some of their own 
properties and some employees’ homes. 

The utility does not directly sell any 
cooling or heating equipment. There’s 
a state law going back to 1933 that 
forbids utilities selling major appli- 
ances, but this utilty is very active in 
the many things it does to get business 
for dealers and thus build its energy 
load. In fact, the most interesting 
phase of the visit with Lane and 
Frandsen was what was learned about 


their selling methods, particularly their 
system of employee participation. As 
they move stronger into heating they 
are counting on employees rather 
heavily for early results. 

To an extraordinary degree the 
company has built a family spirit 
among its people. Officials discuss with 
the most modest employee manage- 
ment policies and problems that most 
companies leave for board meetings. 

Three times a year officials visit each 
area center in the Company’s territory 


to hold “family conferences” to which 
all employees are invited. On those 
days they get off work at 12 noon and 
come back to start the conference at 
four. It goes on until eight in the eve- 
ning but includes a dinner period. 
The first phase is devoted to sales 
promotion in its many ramifications to 
stimulate enthusiasm for building the 
volume of sales. The second division 
of the meeting is for a discussion of 
new construction on the system and 
the financial problems that go with it, 
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Residential cooling load is demonstrated more simply in 
this chart. The bottom curve is self-explanatory. The sum- 
mer “mountains” are cooling. Below each of these peaks the 
engineer has drawn the theoretical demand line if there had 
been no cooling ... the peak at any point would have been 
150 kwh instead of the 282 kwh that it actually reached. 
The curves at the upper left have simply superimposed 
these years on each other. The center portion of the chart 
brings a graphic portrayal of what this residential cooling 
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October 
1955 


has actually meant to the system. This is based on the kwh 
consumed per average home user in a 12-month period. The 
hatched portion of this demonstration is the estimated cool 
ing demand. The lower line shows what would have hap: 
pened without cooling. The upper shows what did happen 
on a 12-month moving total. In the year ending October 31, 
1954 home cooling used 70,888,000 kwh. The cumulative 
total in the whole period of the chart was 139,151,000 kwh 
of cooling demand. These figures represent just homes. 
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Outdoor installation of Westinghouse 
heat pump at the residence of R. K. 
Lane, president of the Public Service 
Co. of Oklahoma. There was no good 
place for it indoors, so this applica- 
tion works with ducts through the 
basement wall. Admiring his handi- 
work is James Shaw, airconditioning 
and heating engineer for the utility, 
while at the right we see sales man- 
ager Frandsen feeling no pain over 
the prospect of many such installations 
at the new current rates. 


The third and final portion is devoted 
to any special subjects that may be cur- 
rent, sometimes affecting only that 
local area. 

Every employee is, or is encouraged 
to be, a part-time salesman. They turn 
in leads or prospects (an arrangement 
called “tip-slips”) and the sales de- 
partment passes these along to dealers 
to close. If it’s a major appliance and 
the sale is made the employee gets five 
dollars. Just now these payments are 
given on ranges, water heaters, deep 
freeze units, clothes dryers and win- 
dowsill heat pumps. 

They don’t always accept the five 
dollars but instead take points to ap- 
ply against merchandise prizes in a 
special catalog—sometimes they work 
up to big items like television sets. 

The windowsill heat pump sales are 
interesting. Last year in the nation 
58,000 were sold. Tulsa’s Public Serv- 
ice Co, sold 1,620, and of these more 
than 300 resulted from employees’ tip- 
slips. During the first six months this 
year the tips indicate sales of 400 from 
this source. 

As to ordinary window cooling 
units, the system had, as of last No- 


vember, 30,230 on its lines out of 
176,000 residential customers, plus 
half as many more in various commer- 
cial applications. 


The window heat pumps in a typi- 
cal one-ton size supply 12,000 Btu of 
heating, and the utility emphasizes 
that these are suitable for heating only 
on the cool days of spring and fall, not 
the winter job. They also carry 3 kw 
of resistance heating which cuts in 
automatically at 40 degrees. 

But getting back to employee par- 
ticipation in sales, one good method is 
to sell major appliances to these folks 
at about half price for demonstration 
purposes in their neighborhoods. This 
is done mostly on items being pio- 
neered .. . ranges for example. Today 
92% of all company workers have 
electric ranges. 

When they buy these ranges there 
is no compulsion to do anything more, 
but the employee knows that the com- 
pany would be hapy if his wife would 
give a demonstration party for her 
friends and neighbors. For the party 
the company will be happy to furnish a 





R. K. Lane, utility president with 
ideas. As boss of the widespread Pub- 
lic Service Co. of Oklahoma, he has 
met the skyrocketing summer cooling 
load head-on by designing additional 
plant capacity of 400,000 kwh of 
which 160,000 kwh was completed in 
1953 and ’54. Now to fill the deep 
valley in seasonal demand he’s con- 
vinced that home heating is the best 
bet and is going after it with a mini- 
mum one cent rate, if his present ap- 
plication has smooth sailing at the 
State House in Oklahoma City. And 
this is right in the heart of the big oil 
and gas country. 








home service demonstrator to do some 
cooking or baking. Then of course the 
housewife gets a few good prospects 
that are turned in on tip-slips. 

It’s strange in an area where gas is 
so cheap that electric ranges are sold 
in considerable numbers. Starting to 
push them just three years ago there 
now are over 25,000 ranges on the sys- 
tem. And the interesting angle to this, 
ironical in fact, is that all of the elec- 
tric generation on the Public Service 
Co. system uses gas as the fuel. 
They're steam generating plants with 
gas supply contracts for 30 years 
ahead, more or less. 

Back again to the employees, presi- 
dent Lane has the concept that when 
the workers help to sell current. con- 
suming equipment they should get 
some reward out of the enlarged de- 
mand for current that they create. Ac- 
cordingly, in each area the increased 
current demand is noted each year and 
prize money is set up amounting to 
8/10 of a mill per kw of new residen- 
tial demand. 


(Please turn to page 162) 





Dallas Frandsen, general sales manager 
of the Tulsa utility. He has helped to 
build up more family spirit, more 
part-time sales effort among the com- 
pany’s few thousand employees than 
you'd expect to find in a long search. 
Last year 63% of all employees, re- 
gardless of job, won sales bonuses for 
Spotting prospects that the company 
turned over to dealers to go after. 
Frandsen has one lineman that he'll 
match against any professional sales- 
man you can dig up. He’s expecting 
lots of heating business at the forth- 
coming low rates, even in a country 
where natural gas sells for 40¢. 
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Making a Showroom work tor You 









They have their Place; don’t have to be elaborate; should bolster Profits and Prestige 


by 
R. M. Marberry 


wea TUSSER, an English busi- 
nessman of the 16th century, of- 
fered this admonishment which, in 
various forms, has come down to other 
businessmen over the years: 

“Look ere thou leap, see ere thou 
go, it may be for thy profit so.” 

Today, with prospective buyers 
more elusive and more critical of deal- 
ers’ offerings, many oilheating dealers 
are thinking of installing elaborate 
showrooms in high trafhic-density areas 
as a means of stepping up the sales 
power of their organizations. It will 
pay these dealers who are thinking of 
pulling out all the showroom stops to 
give heed to Tom Tusser’s admonition 
and look before they leap into an in- 
vestment which, if the experience of 
numerous other dealers is valid, may 
prove to be extremely ill-advised. 

There is a place for showrooms in 
the business of selling oilheating equip- 
ment, but there is little or no place for 
big, costly showrooms of the type from 
which automobiles and many lines of 
home appliances are sold. Today, as in 
a past extending all the way back to 
the beginnings of the industry, oil- 
burner prospects are found in the home 
and sold in the home, and the sooner 
dealers and salesmen accept the fact 
that this will continue to be the case, 
the better off they will be profit-wise. 

Consider the case of a New York 
state dealer located in a city of about 
75,000 population. His rented show- 
room is one of the finest in the state, 
located downtown only three doors off 
the main stem, attractively furnished 
and decorated, powerfully identified 
with signs, fully stocked with display 
equipment, and with a salesman on 
duty from 10:00 o'clock in the morn- 
ing until 9:00 o'clock in the evening, 
six days per weck. His shop, out of 
which he installs and services, is lo- 
cated at his fueloil bulk plant on the 
outskirts of the city. 

According to the dealer’s calcula- 
tions, known costs of operating his 
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showroom—costs he can pin down— 
amount to $884.00 per month, as fol- 
lows: 


Rent, less 25% for space occu’ 





pled Gy CENCE occvceconce $450.00 
Light, heat, telephone, janitor, 

See et a a ae 72.50 
Window decorations ......... 25.00 
Salesmen’s salaries, time absent 

from field WOrk ..0.0 ».000204:6 300.00 
Labor and materials invested in 

under-fire equipment, sample 

distribution systems, etc., 5-year 

MUITISPREION 5s nic 0.01010 0066.0 5 16.50 
Furniture, decorat:ons and signs, 

same amortization ......0.s- 20.00 

TOTAL. oie cba wae es $884.00 


In his showroom worth $884.00 per 
month? Hardly! The dealer has this to 
say about it. 

“The extra volume I have to get to 
return the cost of operating my show- 
room is a slippery thing to figure. But 


one way is this. 

“T went to the trouble of keeping 
tabs on sales closed in the showroom 
and found that over a six-month pe- 
riod—September through February— 
one in every 10 was a showroom sale 
which, in theory, would have been lost 





without a showroom. My five salesmen 
and I closed 415 sales last year, so— 
at the rate of one in’ 10—41.5 sales 
were closed in the showroom. 

“My average sale price last year was 
$685 in round numbers, so the show- 
room volume produced was $30,027. 
The showroom cost of this volume was 
$10,908, or about 36%, and that was 
a pretty substantial cost. As a matter 
of fact, I would have been the gainer 
for the loss of those 41 sales. 

“Now, you can argue that my sales 
men and I should have made better 
use of the showroom, that the adver- 
tising job it did was worth a whole lot, 
and that it had a desirable morale 
effect on my salesmen, but I wonder. 
... There is plenty of office space in 
my shop on the outskirts of town, with 
a little left over for a showroom of 
sorts. Perhaps I should move out there 
and see what happens.” 

Less extreme cases of this type may 
be cited almost endlessly—that is, cases 
where the dealer has taken the trouble 
to make an objective analysis of 
whether his high-cost showroom is a 
paying proposition. Unfortunately, the 
average dealer with a 20-foot frontage 
on Main Street assumes his flossy show 
room is good business (an assumption 
encouraged by all too many equipment 
manufacturers) and never bothers to 
check on exactly how much he is get: 
ting for exactly how much money. In 
other cases, dealers fail to include nu 
merous items when figuring costs— 
window decorations and salesmen’s 
time lost from field work, for example 

—and consequently get a false reading 
of costs. 

Most well-informed dealers seem to 
believe that a showroom begins to be a 
pretty expensive proposition if it adds 
more than 10% to overhead costs. This 
is so even when a lower sales commis 
sion is paid on walk-in sales. 

Why a showroom? What is its prop’ 
er niche in the business of selling oil 
fired equipment? If we answer thes 
questions, perhaps the question of how 
much a showroom ought to cost will 
be easier to answer. 
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Signs 

Install an illuminated firm name 
across the front of the building. 
Lettering should be sufficiently 
large to be read from across the 
street. 

Install a double-face, hangar- 
type, neon or fluorescent-tube 
sign that can be seen and read 
a block in both directions. 


(] Paint a sign on the wall if a 


vacant lot adjoins you. 


[] Keep all signs clean and in good 


repair. 
Windows 


Contract for window washing 
Service. 


[1] Name the things you sell in a 


painted valance at the top of 
each window. 

Apply equipment manufactur- 
ers’ decals in the lower corners 
—and on the door glass. 

Hang a small, indoor-type neon 
or fluorescent tube sign at the 
top of each window. 


Door 


[] Tie down the latch so that sim- 


ply a shove opens the door. 
Make sure the door closer op- 
erates with just enough force to 
hold the door against a mod- 
erate wind. (Don’t limit en- 
trance to your showroom to 
muscle-men. ) 

Firm name and street number 
should be large enough to be 
read from across the street. 


Window Display 


Change it at least once a month 
—and make sure each new dis- 
play invites passersby to come in 
for a good reason. 

Display and price at least one 
low-cost, general-use item—dust 


filter, humidifier 


evaporator 


plates, etc. 

[] Offer prizes to your salesmen 
for good window display ideas. 
If your showroom proper is 
highly interesting and attrac- 
tive, tear out the window floor 


SHOWROOM CHECK LIST 


OO 


LU] 


ad 


and back wall and let your 
showroom be your window dis- 


play. 


Equipment 


Keep it clean. 

Hesitate more at robbing display 
equipment of parts than you 
would at robbing your mother 
of her life’s savings. 

Mount all non-operating display 
equipment on color-contrasting 
bases equipped with casters to 
facilitate cleaning. 

Display a cut-away of the most 
popular type of complete unit 
you sell. 

Display a unit under fire. It may 
be used to heat the building. 
Install a sample run of the most 
popular type of heat distribu- 
tion system you sell. 

Provide plenty of space between 
display units for traffic. 

Make sure all display units are 
complete with automatic con- 
trols and with all the accessories 
you like to sell as standard 
equipment. 

Make sure all unit access doors 
are easily removable without 
tugging and prying—and may 
be replaced just as easily. 
Attach an identification tag to 
each unit, giving type, model 
number, capacity and principal 
features. Do not give price in 
any form. Save it until after a 
complete sales presentation has 
been made. 

Parts and material used in mak- 
ing demonstrations should be 
kept on a table—not on the 
floor or on top of display units. 


Furniture and Decoration 


[] Provide at least three chairs, two 


of which are comfortable. 


[] Decorate walls with home and 


installation photographs (before 
and after), cut-away views of 
equipment, framed testimonial 
letters, framed clippings con- 
cerning accomplishments of ‘you 
and your business, your manu- 
facturer’s dealership certificate 


O 





if he offers one, photographs of 
the factory, your first carload of 
equipment, the building in 
which you started your business, 
etc. 

Keep stocks of literature in a 
display-type rack. 

Paint walls and lay floor cov- 
erings in neutral colors which 
emphasize and flatter equipment 
colors. 

Provide a water cooler and 
plenty of big, stand-type ash- 
trays. 

Keep a toy or child’s book on 
hand to occupy the attention of 
small children during demon- 
strations to their parents. 
Focus strong light on each dis- 
play unit (to make it stand out) 
and use medium general illumi- 
nation (to make women feel 
more at ease. They detest very 
bright general illumination ). 


General 


Keep your showroom open as 
many evenings as possible, espe- 
cially during the peak selling 
seasons—and advertise evening 
hours. 

Salesmen assigned to floor duty 
should be required to do phone 
canvassing, address direct mail, 
etc. 

Each salesman’s floor-duty day 
is a good time to check his per- 
sonal appearance, sales kit, sales 
training and product knowl- 
edge. It’s a good time, too, to 
get to know him better and to 
talk with him: about any per- 
sonal problems which concern 
you. 

If you don’t employ salesmen, 
make sure a member of your 
office organization is taught how 
to make demonstrations and an- 
swer questions intelligently. 

If you have a very special 
type of showroom demonstrator 
which you want more people to 
see, set up demonstration quotas 
for your salesmen and offer 
prizes for best accomplishments. 
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. . « « Showroom 


The first and most important reason 
for having a showroom is to have a 
place for closing “hard-to-close” sales. 
Excluding building project sales, by 
far the greatest number of sales are 
closed in the home. Most dealers op- 
erating showrooms seem to believe that 
no more than one sale in 15 is closed 
in the showroom, and that at least two 
home calls were made prior to bring- 
ing the prospect to the showroom. 
Whatever the exact ratio may be, the 
smart thing to do when the prospect 
sits on his writing hand is to persuade 
him to see a demonstration of the 
equipment at the showroom—to see 
first-hand the attractive styling, com- 
pactness and heavy construction of the 
equipment and to hear its smooth, 
quiet operation. 


Confronted by quality equipment 
demonstrated by an intelligent sales- 
man in attractive showroom surround- 
ings, most hesitant prospects will buy 
then and there. Seeing, feeling and 
hearing the equipment “‘in the flesh”’ is 
ever so much more impressive than 
simply seeing it as a picture in litera- 
ture. The prospect is away from his 
“castle” —his home—and his resistance 
is less. There are no interruptions from 
phone calls, children, pets wanting in 
or out, friends dropping in, and the 
like. And there is an opportunity to 
show the prospect your modern, well- 
equipped shop which assures proper 
installation and service. 

Some dealers and salesmen like to 
take prospects to users’ homes and 
make demonstrations there. This is fine 
when the user is properly primed and 
can be depended upon for a strong, 
properly - slanted sales pitch that 
doesn’t appear to be staged. But the 
big danger is that the user will say 
the wrong thing at the wrong time 
and, further, that the prospect will 
fecl he is imposing on the user and 
will want to get the hell out of there 
after only a fast look-around. 

This, therefore, is the big reason for 
having a showroom—to have a place 
to make a last, all-out drive for sales 
to hard-to-sell prospects. If you are a 
good home-closer, you probably don’t 
need a showroom for this reason alone. 
If you have to return time and time 
again to get sales, a showroom prob- 
ably will stand you in good stead. 
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A corollary reason for having a 
showroom is its effect on your sales- 
men’s morale. In addition to enabling 
them to close the one sale in 15 re- 
ferred to, the home salesmanship prac- 
ticed by salesmen who know they have 
a showroom to fall back on in case of 
need is less anxious and more confi- 
dent and convincing—just as a busi- 
nessman with money in the bank is 
a more confident and successful busi- 





nessman because he knows that one 

mistake won't necessarily be fatal. 
Moreover, the average salesman feels 

that a showroom labels a business as 


a genuine and enduring business that 
is more impressive to prospects. 

Another big reason for having a 
showroom is its advertising value, with 
which prestige value above is asso- 
ciated. Properly located from the 
standpoints of visibility, accessibility 
and traffic density, and properly iden- 
tified with signs stating what is sold 
and who eells it, a showroom will dent 
the consciousness of passersby to the 
extent that when they become active 
prospects, the firm name of the dealer 
operating the showroom will be among 
the first to come to mind. In some 
instances, a showroom — particularly 
the window display — will convert 
latent interest into active interest and 
create a prospect. 

True, most walk-in and phone-in 
leads have their origin in recommenda- 
tions of satisfied users. But enough 
leads can be originated bya good show- 
room that every attention should be 
paid to traffic density and sign iden- 


tification when renting or building 
a showroom. With cost carefully 
weighed in the balance, of course, 


Unquestionably the greatest sin that 
can be written beside the names of 
oilheating dealers operating show 
rooms is the manner in which their 
showrooms are kept. Too often they 
are characterized by dusty, dirty win- 
dows, window displays unchanged for 
months or even years, dusty, dirty 
demonstration units canabalized of 
parts to the extent they are inopera- 
tive, inadequate illumination, furniture 
that is a hazard to life and limb, and 
so on down a list as long as your 
arm. Such showrooms say to passersby, 
‘Pass on, brother. The fellow who runs 
this place isn’t interested in your busi- 
ness and wouldn’t know what to do 
with it if he had it.” 

As for prestige, an attractive show 
room gives all who see it the feeling 
that here is a dealer who is progressive 
and capable and can be trusted to give 
full heating value. 

Three other reasons for owning and 
operating showrooms are these. Indi 
vidually they aren’t too important. 
Collectively they help make the case 
of sensible-cost showrooms. 

A showroom gives the dealer great’ 
er standing with his equipment manw 
facturer and other suppliers. And he 
gets more and better attention from 
them than he might otherwise. 

A showroom provides a place—or 
at least a better place—for sales meet: 
ings if salesmen are employed. 

A showroom feeds the dealer’s ego. 
It makes him a bit prouder of himself 
and his business and encourages him 
to put more into it. 

The physical make-up of a good 
showroom, aside from its location, and 
how to operate it is a book-length sub 
ject. A few suggestions, all highly com 
densed, are contained in the accom 
panying checklist on page 63. 

Look before you leap into a big, 
elaborate showroom. There is a mid 
dle course you should find and follow. 
Determine probable costs and results 
as accurately as you know how, and 
then plan your showroom accordingly. 

If you have a showroom now, detef” 
mine whether: it is adequate to meet 
your needs, and whether you are mak’ 
ing fullest use of it. 
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Capacity of Flues 


Selecting the proper Flue and determining its Adequacy based on chimney Efficiency 


by 
Robert K. Thulman* 


7. National Building Code in 
the 1949 revision attempted to 
cover the many factors and variables 
that affect the performance of chim- 
neys by specifying: 

“The cross-sectional area of 
smoke flues shall be designed and 
proportional to meet the condi- 
tions of temperature within and 
without the flue, thickness of 
masonry, exposure, shape and 
material of flue, and other in- 
fluences.” 

This revision was intended to cor- 
rect the obvious inequities and inac- 
curacies of the previous requirements 
specifying minimum 
equal to those of conventional flue 
liners of the masonry type. The re- 
vision, however, only served to confuse 
the question still further and, in the 
absence of information on “tempera- 
tures within and without the flue,” on 
the effect of “masonry thickness, shape 
and material” and especially on the 
effect of “other influences” the re- 
vision is from a practical standpoint of 
little value. It was small wonder that 
many building codes based on the Na- 
tional Code rejected the revision and 
retained the previous requirements. 
Although of questionable technical 
soundness, they at least had the virtue 
of being specific and consequently en- 
forceable. 

Work at the National Bureau of 
Standards and at Battelle Memorial 
Institute was intended to evaluate the 
effect of the factors mentioned in the 
revised requirements of the Building 
Code and to discover what “‘other in- 


areas usually 





*Bob Thulman has been prominent in 
the heating business since his student days 
at the Massachusetts Institute of Tech- 
nology and is perhaps best known for his 
years of work as Mechanical Engineer, Fed- 
eral Housing Administration. During this 
time he engaged in consultation on heating 
research at universities and other research 
centers. Since leaving Government service 
€ organized Chimney Sales Corp., with 
eadquarters in Washington, to promote 
and license the manufacture of an all fuels 
chimney, which bears his name. 


fluences” there might be and what ef- 
fect they might have. This work also 
was intended to discover what factors 
affect performance of the flue in terms 
of its function as a draft producer and 
as a contributor to the combustion 
process. 

These latter considerations intro- 
duced the concept of “chimney efh- 
ciency,” a concept of theoretical in- 
terest to be sure, but not vital to an- 
swers to the practical questions faced 
in the field. “Chimney efficiency” is 


merely the ratio of the actual draft 
to the theoretical or ideal draft. To the 
designer of a chimney it is important. 
It shows him the magnitude of the ef- 
fect of such factors as friction, tem- 
perature gradient, turbulence, velocity 
and shape. 

But the selection of a flue size need 
not be made on the basis of high 
“chimney efficiency.” In fact, under 
many conditions, especially with gas 
and oil fuel, selection should be made 
on the descending section of the “efh- 


AVAILABLE CHIMNEY DRAFT 
13 FT.,-45 SQ.IN. FLUE 
(FIG. 6, ASHVE GUIDE, 1953 — PAGE 418, CHAPTER 17) 
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Fig. |. Graph from ASHAE Guide show- 
ing draft in 13-ft. chimney with a 
square liner of 45 sq. in. area. 


Fig. 2. Horizontal scale changed to 
Mbtu and two additional curves added 
as shown below. 


AVAILABLE CHIMNEY DRAFT 
13 FT., 38 SQ.IN., FLUE ~- 7” DIAMETER 
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Fig. 3. Same as Fig. 2, except adjusted 
horizontal scale shows carrying capac- 
ity of 6-in. flue of 28 sq. in. area. 


ciency curve” in order to take advan- 
tage of the added safety which over- 
loading of a flue provides in case of 
maladjustment of the burner or fail- 
ure of the burner controls. Over-load- 
ing reduces the available draft and 
tends to reduce the burning rate of the 
fuel. 

In order to be most useful in the se- 
lection of a flue size or, conversely, in 
order to determine the adequacy of any 
given flue, there should be instructions 
in terms of the known factors for any 
given problem. The known factors for 
any job are: 

1. The fuel to be used. 

2. The type of heating equipment: 

a. The temperature of the flue 
gases at its outlet. 

b. The draft required to make it 
operate properly. 

c. Its possible operating efh- 
ciency. 

3. The firing rate (gallons of oil, 
cubic feet of gas or pounds of 
coal burned per hour, all of 
which can be readily converted 
to thousands of Btu input per 
hour). 

4. The height of the chimney. 

Forced draft, pressure atomizing oil- 
burners require a draft of .03 ins. of 
water column and a chimney inlet 
temperature of 600° F.; natural draft 
pot type oilburners need from .06 ins. 
to .08 ins. of water column draft and 
an inlet temperature of 800° F. Oil- 
burners usually operate with about 
200% of the amount of air theoretic- 
ally required for complete combustion. 
In the normal combustion of oil, a 
pound of flue gas is generated for each 
500 Btu input; the burning of a gal- 
lon of fueloil produces 280 lbs. of flue 
gas. 


DRAFT — IN. WATER 
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These data are mentioned to explain 
the first step in the application of the 
data in the ASHAE Guide, to answer 
the practical question of the carrying 
capacity of a chimney. 

In the 1953 Guide (page 418) is a 
graph shown here as Fig. 1, which 
shows the available draft in a 13-ft. 
chimney with a square liner of 45 sq. 
in. area. The curves are inlet tempera- 
tures and the horizontal scale is flow 
rate in pounds of flue gas per hour. 
The graph shows carrying capacities 
at both negative and positive pres 
sures, but we are concerned here with, 
and have reproduced, only the nega- 
tive pressure part of the curve. 

Fig. 2 shows the negative pressure 
part of the curve with the horizontal 
scale changed to thousands of Btu input 
rather than pounds of flue gas. Two 
additional temperature curves also 
have been added. 

Other work at the Bureau has 
shown that it is justifiable to assume 
that a nominal 8” diameter round flue 
of 38.5 sq. in. internal area (7” in- 
ternal diameter), behaves in much the 








Chimney Capacities 
(Thousands of Btu/hr) 
OILBURNING 
Gun-T ype Pot-Type GAS-BURNING 
Overall Chimney 03” draft 06” draft 015” draft 
Height, feet 600° Temp. 800° Temp. 300° Temp. 
4 250 oie 150 
6 295 100 160 
8 325 190 180 
10 350 y Ay 9) 185 
14 382 325 200 
18 408 370 210 
22 420 410 215 
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AVAILABLE CHIMNEY DRAFT 
13 FT., 28 SQ.IN. FLUE 





200 250 300 350 


same manner as a nominal 9” x 9” (45 
sq. in. internal area) square flue. In 
fact, the round flue, although smaller 
in area, was generally better. These 
data have been used to justify the use 
of the graphs as applicable to a 7” in- 
ternal diameter flue. 

Fig. 3 is identical with Fig. 2 ex: 

(Please turn to page 156) 


* 


Fig. 4, combining other curves, makes 
possible finding the carrying capacity 
of any 6-in. or 7-in. flue for any 
height from 2 to 22 ft. for any selected 
temperature and draft. 


Example |. Determine the minimum 
and maximum capacity of a 7”, 12 ft. 
chimney for forced draft oilburner, 
requiring .04” draft and producing an 
entering temperature of 600° F. 
Enter the chimney height scale at 
12 ft., proceed upward to .04” draft 
curve. With a straight edge lay a hori 
zontal line across the graph and from 
the two intersections of the tempera 
ture curves proceed upward to the ail 
input scale for 7”. Minimum capacity 
is 28 Mbh; maximum capacity is 330 
Mbh. 


Example 2. Determine the required 
(minimum) height of a 7” chimney to 
produce a draft of .06” for a pot type 
oilburner with an input of 0.6 gph 
(83,000 Btu/hr), producing an enter- 
ing temperature of 800° F. 

Enter the oil input scale for 7” 
83 Mbh. Proceed downward to the 
800° F. temperature curve. Then pro 
ceed to left to .06” draft curve and 
downward to chimney height scale. 

Minimum height is 7Y2 ft. 
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OILHEATING MARKET REPORTS* 








Hartford, Conn. 


oo cITY OF Hartford, County Seat and 
State Capital, is the hub of an oilheat- 
ing market which, in this study, includes 
the entire county. The Hartford County 
area measures 741 square miles, 15% of 
the State. The population, as of January 1, 
1955, is 611,900—27% of the State. 


The earliest figures available by counties 
are found in data by OPA on fueloil rations 
issued which show a total of 23,533 oil- 
fired residential central heating plants in 
Hartford County. The total for the entire 
state at that time, 1945, was 84,965, so 
Hartford County had 27.7% of all such 
rations. 

The 1950 Census of Housing shows a 
total of 151,873 dwelling units in the 
County, of which 94,701, or 62.4%, were 
one and two-family residences. 

The figures for centrally-heated dwell- 
ing units, which include all types . . . both 
one- and two-family, and multiple-unit 
dwellings . . . break down fuel usage as 
follows: 


Coal 38,115 





Utility Gas 6,165 

Oil 61,660 

Wood and other 4,380 
Total 110,320 


Obviously, the installations in residences 
only were considerably less. The figure 
quoted for gas includes a large number of 
space heater applications. It is our estimate 
that, limited to one- and two-family resi- 
dences, gas installations in 1950 were not 
above 3,844. Of this number at least 1,900 
were in space heaters, so the actual resi- 
dential central heating installations at this 
time were only about 1,944. 


Oilheating and coal central heating users, 
limited to one and two-family residences, 
in 1950, were also considerably lower than 
indicated by the census figures. For oil, we 
estimate a total of 38,445 domestic-type 
burners then in use in homes in Hartford 
County. Coal at that time was burned in 
approximately 23,765 homes. 


Between 1950 and the end of 1954, gas 
installed about 2,244 central heating jobs 
in homes, and today within the county now 
has a total of 4,188 central heating instal- 
lations. There are about 589 more gas heat 
jobs in the small commercial classification. 


The oilheating industry at the end of 
last year had about 62.391 burners in resi- 
dences .. . an additional 4,337 installations 
in the small commercial classification, where 
a domestic-tvpe burner is used with No. 2 
oil. Total No. 2 oilheating accounts were 
66.728. 

Coal has been the loser to the fully-auto- 
matic fuels and today has only about 12,000 
home installations in the county. 


Competitive Fuels and Costs 


Anthracite coal, of 12,500 Btu content 
per pound, costs $28 a ton. which figures 
11.2¢ per therm. This is 12% over the cost 
of oil on a Btu basis. 


The Hartford Gas Company, whose rates 
are typical for the area, charges 11.2¢ per 
100 cu. ft. for mixed gas of 800 Btu con- 
tent. This cost, at the lowest-bracket rate, 


*Copyright 1955. Oilheating Market 
Reports, 270 Park Ave., New York, N. Y. 
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assumes use of gas at the higher brackets 
for cooking and water heating, and figures 
out at a per-therm cost of 13.4¢. This is 
34% higher than No. 2 fueloil on a Btu 
basis. 

No. 2 fueloil is sold at a winter tank 
wagon price of 14¢ per gallon, or at an 
equivalent of 10¢ per therm. This places 
oil in the advantageous position of being 
the lower in cost of the two fully-automatic 
fuels and the lowest in cost of the three 
fuels generally regarded as competitive. 


Fueloil Distribution 


It is estimated that the total retail volume 
of No. 2 fueloil marketed in the county 
is approximately 108,000,000 gallons, or 
24 million barrels. 

Three-fifths of this gallonage is brought 
into the market by the major oil companies, 
and the rest by independent tanker termi- 
nal operators. 

At the retail level, 12% of the No. 2 
oil is sold direct by the integrated oil com- 
panies. The independent terminal compa- 
nies sell another 25%, and local fueloil 
marketers handle 63% of the business. 

Less than half of the independent mar- 
keters (46%) load at another company’s 
racks and they account for 37% of the 
total market gallonage of No. 2 oil. 

Automatic deliveries are made to 75% 
of all customers, and 64% of users’ tanks 
are equipped with VENTALARM fill signals. 
About 15% of customers pay their fueloil 
bills under a monthly budget plan. 


Market Concentration 


The market, from a delivery truck stand- 
point, is quite evenly distributed among 188 
independent companies operating in the 
county. Half of all fueloil delivery trucks 
are owned by companies of one-or-two- 
truck size. On the other hand, some of these 
smaller-s'ze companies employ their deliv- 
ery equipment to a large degree in distribu- 
tion of range oil. 

It should be noted that while only a 
third of the companies in the area are 
members of the Northern Connecticut Oil 
Heat Association, its membership includes 
practically all of the larger outfits. These 
member companies operate almost half of 
the trucks. But probably because of more 
ageressive operations, they handle nearly 
80% of the retail gallonage done by the in- 
dependent marketers in the area, according 
to figures of the group. 

A moderate 23% of independent fuel- 
oil marketers are also handlers of gasoline. 
Fifteen percent sell coal. 

Nearly three-quarters of the oil compa- 
nies (70%) sell oilburners. 


Oilheating Equipment Sales 


The 70% of fueloil marketers who sell 
and install oilheating equipment made 59% 


of all oilburner sales in the county lag 
year. The plumbing and heating dealers 
did 29% of the business, and the special 
ized burner service companies handled the 
remaining 15% of sales. 

It was by far the majority feeling of the 
oil men questioned that oilburner selling 
by fueloil companies is increasing. 


Oilburner Service 


In 1954, fueloil companies performed 
75% of all oilheating and burner service 
work done in the area. The plumbing and 
heating companies and the specialized burn- 
er service companies, neither of which had 
any direct connection with fueloil sales, did 
only 10% and 15% respective shares of 
the work load. 

A comfortable 75% of all homes receive 
oilburner attention and tune-up at least 
once a year. One-third of all customers’ 
equipment is covered under a service con- 
tract; then about 42% of all oilburners re 
ceive an annual overhaul and clean-up 
apart from service contracts. 

Annual contracts, including parts, run 
around $24; without parts the average con- 
tract price is $15. The annual clean-up 
charge for customers not on service con- 
tract ranges just under $11; while on a 

er-call basis, the charge for service work 

“ the fueloil companies averages $4.06. 
Such work, when handled by the service 
companies who do not sell fueloil, runs 
slightly higher, or about $4.33 minimum 
per individual call. 


Advertising Promotion 


In the opinion of most, the integrated 
oil companies have done a somewhat less 
than substantial job of promoting oilheat 
over their individual signatures. Most of the 
emphasis (78%) here, as in other areas, 
has been upon company brand of heating 
oil rather than the comforts of life deriv 
ing from oil heat as a facility. 

Independent marketers, in contrast, have 
been quite active individually in promoting 
oil heat through the standard advertising 
media. Over half (55%) of these market: 
ers advertised fueloil and oilheating, spend- 
ing an average of about $2 per account. 
When measured in a percentage of gross 
sales. they were devoting approximately 
114% of income to this activity. 

The local oilheating group, Northern 
Connecticut Oil Heat Association, is a new 
assembly. incorporated in December, 1954. 
Their initial rallying point has been a need 
for the cooperative promotion of oilheating 
in the area. The members have actively 
gone to work to develop a program and 
for the first year have taken in or received 
pledges for a $25,000 campaign. Approxi 
mately $14,000 of this has already been 
spent in newspapers and on billboard ad: 
vertising and in participation in a Hartford 
County “Home Show.” 

Seventy-six independent marketers and 
heating equipment dealers of the area have 
contributed to the program. The contribu’ 
tions by the fueloil marketers are at the 
rate of 6¢ per gallon of carrying capacity 
ner truck engaged in delivery of No. 2 oil 
The subscriptions are on a 24-month basis. 





Number Percent Percent 
Trucks per of of All Total of All 
Company Companies Companies Trucks Trucks 
10 or more 2 1% 34 8% 
6 to 9 6 3 43 10 
ate: 5 38 20 432 32 
1 or 2 142 76 203 50 
Totals 188 100% 412 100% 
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OILHEATING MARKET REPORTS* 





Long Island (N. Y.) Market 


HE AREA embraced in this study is 

Nassau and Suffolk Counties, N. Y., 
including all of Long Island except Queens 
and Brooklyn Boroughs. In other words, 
it is suburban and rural Long Island, rang- 
ing all the way out to Montauk Point, 130 
miles from Manhattan. 

Nassau County covers 274 square miles 
and Suffolk, 920; combined their 1,194 
miles represent 2.4% of the state. The 1950 
Census showed 948,894 persons living in 
both counties; by January 1, 1955 this had 
grown to 1,444,550, a 51.3% increase to 
represent 9.5% of New York State. This 
growth compares with New York City, 
which was only 2.7% in the same period, 
New York State’s growth of 4.1% and a 
national increase of 8.3%. 

Housing starts have averaged better than 
30,000 a year during the past four years— 
a total of 124,800. Average new home 
value was about $10,000 in 1946, by 1951 
it had risen to $11,900 and today it is run- 
ning $14,500. Median family income levels 
in 1953 for Nassau County were $7,582; 
in Suffolk they were $5,731. 

Manufacturing is important in the area, 
including large aircraft specialists like 
Grumman, Republic and Sperry, which ac- 
count for 96,900 persons, 35% of all em- 
ployed non-agricultural workers. 


Competitive Fuels and Costs 


Earliest statistical record of oilheating 
in the area was in 1945 based on OPA ra- 
tions when there were 35,557 centrally- 
heated homes using oil in Nassau County 
and 9,027 in Suffolk, a combined total of 
44,574 and representing 15.4% of the 
state. The 1950 Census found 121,085 
centrally-heated dwelling units burning oil 
in Nassau and 34,175 in Suffolk, a total of 
155,260, 13.8% of the state at the time. 

Reducing these dwelling units to actual 
homes of the one- and two-family variety, 
results in a combined figure for both coun- 
ties of 141,875 in residences only. At the 
beginning of 1955 there were 241,564 oil- 
fired central heating systems in homes, ac- 
cording to the Oil Heat Institute of Long 
Island, which appears conservative in the 
light of new home construction averaging 
30,000 a year since 1950 and the fact that 
gas heating is used by very few of these 
new homes. 

The 1950 Census figures showed only 
53,895 coal-heated dwelling units and the 
Institute believes there now are close to 
only 50,000 of these. A comparison of the 
market handled by the three principal fuels 
in 1950 and 1955 shows: 


1950 1955 

Oil 66% 717% 
Gas 8 5 
Coal 23 15 
Misc. 3 3 


Long Island Lighting Co. is the utility 
which serves both counties. Its 1954 Prog- 
tess Report showed these monthly averages 
Of gas space heating customers: In 1951, 
11,030; in 1952, 11,761; in 1953, 13,953 
and in 1954, 14,424, The average gain was 
about 1,100 a year, while oil was gaining 
| 


R *Copyright 1955, Oilheating Market 
eports, 270 Park Ave., New York, N. Y. 


20,000 a year and most of oil’s gain was 
in the speculative new home field. 

Hand-fired sizes of ‘anthracite average 
$25 and anthracite stoker coal, $17.50. 
Rating them at 12,500 Btu/lb., hand-fired 
coal costs just about 10¢ a therm and 
stoker coal figures to 7¢ a therm. 

At the estimated winter rate of 14.25¢ 
a gal., the cost per therm of fueloil is 10.2¢, 
much the same as hand-fired coal. A sum- 
mer discount makes fueloil available at 
13.75¢. 

The utility sells two grades of gas, a 
mixed variety of 537 Btu/cu. ft. and a 
straight natural gas with 1,000 Btu. They 
claim the actual heating cost is the same 
with both: 75¢ per Mcf for the mixed gas 
and $1.39 per Mcf for natural gas. It comes 
to about 13.9¢ a therm, 36% more costly 
than oil on a Btu basis. However, that gas 
rate is the lowest and a customer must use 
54 therms a month for domestic purposes 
before earning that rate. Most families 
have to pay for some of their heating in 
the higher brackets, so practical fuel cost 
comparison would show gas better than 
40% above oil. 


Fueloil Distribution 


To the 241,564 oilheated homes, esti- 
mated by the Institute, must be added some 
apartment and other small commercial 
users who burn No. 2 fueloil. There are 
estimated to be 14,520 of these, for a grand 
total of 256,084 No. 2 heating oil cus- 
tomers. Average consumption during the 
1954-55 heating season was 1,499 gals. The 
season was 4.1% warmer than normal; nor- 
mal consumption would have been 1,563 
gals., indicating a total demand of 414,- 
326.000 gals., just under 10 million bbls. 

Major companies bring into the market 
about 64% of this supply; independent 
tanker terminals supply the balance, 36%. 
At retail the majors sell direct 17% of the 
market and independent fueloil distribu- 
tors the other 83%. High capital require- 
ments for water bulk-plants induce 71% 
of the fueloil distributors to buy “under 
the fill” and they account for 54% of all 
business done. 

Then 83% of all customers are served 
through automatic delivery systems, 71% 
are using VENTALARM fill signals, budget 
plans are accepted by 18% of all No. 2 
oil consumers. 


Market Concentration 


The degree of concentration in the two 
counties is rather typical of the eastern 
area, particularly around metropolitan New 
York. The table shows that 8% of the 
companies own 34% of the trucks and 
they'll do more than that of the gallonage 
because their trucks are larger, their appli- 
cation more intensive. The average com- 
pany operates 2.8 trucks and delivers 382,- 


000 gals. per truck. Nearly two-thirds of 
the companies have only one or two trucks; 
they probably do about a fourth of the 
business. 

Again following the typical eastern pat- 
tern, only 7% of the fueloil distributors 
are in the gasoline business; only 8% are 
in the coal business; 75% sell and install 
oilheating equipment. And, 72% of the 
oilburners being sold go through fueloil 
companies; another 22% are sold and in- 
stalled by plumbing and heating dealers; 
= go through the oilburner service spe- 
cialists. 


Burner service Activity 


An estimated 81% of all oilburner serv- 
ice in Nassau and Suffolk Counties is ren- 
dered by fueloil companies, while plumbing 
and heating dealers do 12% and special 
a service companies the remaining 
7%. 

About 44% of the oilheating users in 
the area are serviced under annual con- 
tracts costing an average of $25 including 
parts and $17 without parts. Another 34% 
of the oilheated homes get a yearly clean- 
up and tune-up of the burner, for which 
they pay an average of $12. Individual 
service calls, not under contract, cost a 
minimum of $4.15 when made by an oil 
company, $4.58 average by heating compa- 
nies. 


Advertising Promotion ; 


Major oil companies generally, it is the 
consensus, have done little fueloil or oil- 
heating advertising in the area and those 
that have usually slanted the ads to the 
characteristics of the oil on the whole. 
About a third of the independent fueloil 
distributors are advertising in newspapers, 
radio or billboards, spending an average of 
$1.29 per existing oil account or, to put 
it pal way, about 1.6% of gross sales. 

The Long Island Lighting Co. has had 
gas heating sales promotion budgets of 
$348,000, $593,000, $739,000 and $796,- 
000 for 1952, 1953, 1954 and 1955 and 
has added only around 1,100 home heat- 
ing accounts a year. Nevertheless, it’s recog- 
nized as a strong promotional effort. 

Co-operative cilheating promotion was 
rare before 1953 when the Long Island Oil 
Terminals Association spent $7,000 and 
increased this to $12,000 in 1954, In sev- 
eral recent years, the South Shore Fuel 
Dealers Credit Association spent $200 an- 
nually. 

The Oil Heat Institute of Long Island 
was formed in April 1955 as an amalgama- 
tion of nine associations previously active 
in both counties. Its program this year plans 
to spend $14,800 on advertising from June 
through November, including radio shorts, 
railroad car cards and newspaper insertions. 
About 7% of the independent companies 
had contributed by July 15, but they are 
the large ones and account for 27% of the 
market's total gallonage. 

Basis for contributions from fueloil dis- 
tributors is $25 per truck each six months, 
or $50 a year. 





Truck per Number of Percent of Total Percent of 
Company Companies All Companies Trucks All Trucks 
10 or more 13 3% 223 21% 
6 to 9 20 5 138 13 
3 to 5 104 26 377 35 
1 or 2 255 66 346 31 
Total 392 100% 1,084 100% 
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ca SATISFACTION is an asset 
that most fueloil dealers aim for, 
think about, and treasure when they 
have it. The customer relations record 
of Wm. C. Maunz Co., Inc., Buffalo, 
N. Y., is a good one. 

The company sells 5 million gallons 
of fueloil per year and is able to boast 
of its reputation as a top “home condi- 
tioning” firm in the area. It has a cus 
tomer relations campaign going on sev- 
eral fronts, 24 hours a day. 

Five points make up the firm’s 
philosophy of business: A well organ- 
ized system of 24-hour service. Avoid- 
ance of exaggerated claims in adver- 
tising. Rewards in prizes, not cash, for 
tips leading to sales. Detailed, complete 
heating surveys as a prelude to sales 
of heating installations. Complete 
home conditioning service. 

A campaign of this sort is not easy; 
it consumes time, lots of effort and 
money. But the results, according to 
William C. Maunz, president, make 
the investment worthwhile. 


In the picture above William C. 
Maunz, seated, checks a heating in- 
stallation estimate with his son, Har- 
old, who is vice president of the com- 
pany. The company’s office is located 
on a large lot with lots of parking 
space and room for expansion. 
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Over the years the firm has found 
that customer satisfaction is the best 
medium of advertising. Word of 
mouth brings more customers. 

The effect of an advertising cam- 
paign is always measured in terms of 
maintaining good customer relations. 
Newspaper ads are virtually institu- 
tional in character. The services pro- 
vided by the firm are listed, but exag- 
gerated claims are assiduously avoided. 

Extensive use of other advertising 
media is also made, with 13 radio and 
two television one minute spot an- 
nouncements scheduled weekly. 

The firm employs nine salesmen in 
its heating installation department; 
none of them sells fueloil exclusively. 
However, everyone in the firm—truck 





Home Conditioning . . . 


Maunz Co., Buffalo, 
builds Profits 


on Customer 


SATISFACTION 


drivers, servicemen, telephone opera: 
tors, bookkeepers—anyone who sells a 
fueloil contract gets a commission on 
that sale. 

Maunz prefers to hire untrained 
salesmen and train them to his stand- 
ards. Salesmen make their first call 
in the daytime and make a complete 
heating engineering survey of the 
home. The survey is made on a form 
which contains spaces for sketches of 
the floor plan, plus room for data on 
the size of chimney, radiation, present 
heating installation, insulation, etc. 

This form not only provides the 
company with a clear idea of the work 
that must be done, it also reassures the 
customer that he is getting just what 
his home needs. 


October 
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To keep its name before the public inexpensive promotion 
items such as thermometers and pot holders are distributed 
by salesmen. Satisfied customers do a lot of advertising for 
the company. The bulk of new business comes from recom- 
mendations of old customers who are rewarded for sales leads. 

aunz has found prizes more satisfactory than cash awards. 
A customer may appreciate $5, but it is soon forgotten. A 
material gift is around longer to remind the customer of the 
company. Also the same $5 at wholesale prices is able to buy 
4 handsome gift which would cost the consumer from $7 to 
$8. A variety of gifts are listed in a catalog and the customer 
makes his choice from an assortment of housewares, clocks, 
radios, cameras, wearing apparel. The most deadly thing a 
salesman can do, in Maunz’s opinion is to promise a customer 
something for a lead and then fail to come across. 





Keeping customers’ fuel tanks filled and furnaces going 
is Maunz’s primary concern. The dispatcher hands the 
customer card through the window where a fuel ticket 
is prepared for the delivery. Maunz candidly admits that 
the service department has always been a headache de- 
partment. But even though no profit is made “we just 
couldn’t do without it.” Service calls are speeded by a 
telephone answering service and a pocket radio hookup. 
Servicemen are instructed to listen to their pocket radios 
at least once every half hour. As soon as they get the 
message they can immediately go to the home of the 
customer. Service is free, but there is a limit to free calls 
based on the size of the customer's. account. 
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Six trucks service the Maunz accounts. Clean and well- 
kept, the trucks advertise the company as they make their 
rounds. The bulk plant tanks also advertise the com- 
pany’s slogans. During the summer months two of the 
trucks are stripped of their tanks, and are used in the 
company’s roofing and siding business. Wm. C. Maunz 
Co., Inc., was started 30 years ago by two brothers. From 
plumbing and heating it progressed into fueloil and now 
provides customers with insulation, roofing and siding. 
The company considers fueloil the best part of its business. 
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Use these Reprints 
for Builders, 
Architects 


UsT concluded in FUELOW & OIL 

HEAT was a three part series of ar- 
ticles by Irwin Jalonack entitled, “Oil- 
heating for Builders.” Jalonack, who 
had been vice-president in charge of 
construction for Levitt & Sons until 
earlier this year, agreed to write the 
series and relate his experience with 
oilheating in the building market. 

The three articles are available now 
in reprint form—made up as a 6-page 
reprint—which will enable oilheating 
dealers to make a copy available to each 
builder and architect in his area. The 
articles are short and to the point, they 
are practical in that they contain Ja- 
lonack’s observations about the effec- 
tiveness of oilheating as used by the 
world’s largest home builders 
themselves actually constitute 
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pelling argument to augment the deal- 
er’s efforts to sell oilheating to archi- 
tects and builders. 

Reprints are available in lots of 100 
(minimum order) for $5; in quantities 
from 200 to 400 for 4¢ each and for 
500 or more the price is 3¢ each. 

Briefly, Jalonack’s series begins with 
a discussion of the inherent advantages 
of oil over even cheaper gas equipment 
as they benefit the builder. These 
range from the ease with which the 
builder can secure home financing for 
his purchasers to the temporary heat 
that oilburners can provide during 
construction. 

The describes the 
benefits of selling the whole heating 
system rather than the fuel alone. This 
portion incorporates a layout of a 
radial distribution baseboard heating 
system, principal advantages of which 
are heating efficiency, ease of installa- 
tion and ability to offer the system at a 
competitive price. 
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Part Ul, Prefabricated Housing and the 
Opportunity it offers to Oilheating 
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The final article deals with a more 
specialized application, that of pre: 
fabricated housing. Jalonack shows 
how logical it is for a manufacturer of 
prefabricated housing to standardize 
on oilheating and how it follows that 
local dealers and oilburner manufac: 
turers can work together to sell “pre’ 
fabbers.” Each profits, the manufac’ 
turer from the direct sale of the equip: 
ment, the dealer from the indirect sale 
of the equipment through his contacts 
with local builders and the fueloil 
account which the dealer gains. 


So, order now and improve your oil: 
heating sales to new homes in your 
area. Reprint prices, again: 


$5 (minimum order) 
4¢ each 
3¢ each 


100 copies 
200 to 400 copies 
500 or more copies 


Send your orders, preferably with 
check or money urder, to FUELOL & 
Om Heat, 2 West 45th St., New 
York 36. We'll fill them promptly. 
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Profits for the ‘one-man’ Dealer 


Berwyn, Illinois Man successfully blends technical, sales and administrative Knowledge 


by 
Ray Horan 


alee JASTREM, who operates a 
model one-man dealership, main- 
tains that net incomes of $8,000 to 
$10,000 a year are waiting for the 
small dealer if he will organize his busi- 
ness and his time: 

1. Organize his business to econo- 
mize on time. The one-man dealer’s 
principal asset is his time. 

2. Sell no more than 25% of his 
available time for service. “You usually 
don’t make money on service, but you 
can make friends and get prospects for 
equipment sales.” 

3. Develop a “package sale” to offer 
the homeowner who wants to modern- 
ize. 

4. Devote three to four evenings a 
week to selling. 

5. Take the business telephone out 
of the wife’s hands and turn it over 
to an. answering service. 

6. Figure costs and overhead just the 
same as if running a departmentalized 
business. 

Jastrem acknowledges he learned 
these rules the hard way, but he’s been 
applying them now for some time with 
rather remarkable success. Operating 
as a one-man company he handles some 
600 service accounts and installs be- 
tween 20 and 25 complete heating 
plants a year, as well as some conver- 
sion installations. 

In checking over his pricing meth- 
ods as well as his business volume, it’s 
apparent that any dealer who can do 
this volume of business by employing 
only one full-time apprentice helper. 
with some electrical contractor assist- 
ance, as Jastrem does, can make the 
kind of income referred to. The trick, 
of course, is how to get the sales, do 
the work and maintain satisfactory 
mark-ups and profits. 

Jastrem explains that the thing 
which annoyed him most in the early 
days of his experience was the fact that 
every time he went on a call, no mat- 
ter how carefully he checked over his 
materials, some situation would de- 


velop where he had: to return to the 
shop or send someone for the odd fit- 
ting or special tool. This disturbed his 
finely organized mind to the point 
where he became determined to do 
something about it. 

As a result he sold the panel-body 
truck that he had been working with, 
and purchased a Dodge Route Van 
truck. He then installed shelving and 
bins and stocked the truck with oil- 
burner parts and accessories. He also 
equipped the truck with a complete set 
of tools, including pipe-cutting ap- 
paratus, electrical wiring and controls. 
There is ample space on the floor be- 
tween the bins for an extensive stock of 
piping. 

In general, everything that could be 
needed on an installation is carried in 
the truck. Jastrem contends that the 
amount of time saved with the parts 
truck is proven by the fact that he used 
to drive 12,000 miles a year; now he 
drives just slightly over 6,000. He says 
he can’t give the truck 100% credit 





Jastrem, a ‘“‘one-man’”’ dealer installs 
25 of these baseboard heating systems 
each year, doing all the sales work and 
much of the mechanical work himself. 
He has standardized on this as a pack- 
age installation to permit him to 
streamline his operation to minimize 
waste and lost time, but also to make 
it easy for the homeowner to decide. 








for cutting his mileage in two because 
he has been trying to reduce the size 
of the area in which he operates; 
nevertheless, he says that the major 
portion of the savings in mileage is 
due to the fact that he never has to 
return to the shop for materials or 
tools, regardless of the type of installa- 
tion that he is making or the nature 
of the service call. 

Jastrem started as a straight oil- 
burner service man. He soon found 
that he could make only a bare living 
out of service work, so he turned to 
sales and installations. He was reason- 
ably well equipped to handle installa- 
tion work, but the sales end of the 
business was something else again. He 
began attending sales schools con- 
ducted by equipment manufacturers. 


Even a short visit with Jastrem today 
indicates that he learned his lessons 
well, for he certainly is an accom- 
plished salesman. As he progressed in 
sales and installation work, he found 
it essential to budget the amount of 
service work that he could do, so that 
he now allots approximately 25% of 
his time for this department. He says 
that he might be better off if he could 
eliminate service entirely, but he feels 
that the contacts and the advertising 
that he gets through his service ac- 
counts contribute very materially to his 
heating plant sales. 

As Jastrem continued to make prog- 
ress with his selling technique, he be- 
came aware that a tremendous amount 
of time was lost in selling by permitting 
the prospect to consider all of the vari- 
ous types of heating plant installations. 
He felt that the average prospect was 
not looking for a dealer to counsel with 
him so much as he was seeking a dealer 
to prescribe a type of heating system 
and lead him into the purchase of it 
with confidence. 

As he began to work out this funda- 
mental principle and develop the pro- 
cedure, he was so agreeably surprised 
at customer reaction that today he 
standardizes on one type of heating 
system—the forced hot water installa- 
tion with baseboard radiation. This 
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package sale now constitutes the ma- 
jority of all his installations. He has 
installed baseboard radiation in his own 
home and uses this installation as a 
sample display. 

He feels that it is unreasonable to 
expect the customer to make up his 
mind regarding the best system if the 
dealer himself vacillates on the sub- 
ject. He further contends that when 
you present one type of system for sale, 
it is easy to develop a definite sales 
story and that hours of valuable time 
are saved in the presentation and the 
selling process. 

Jastrem believes emphatically that 
being a successful one-man dealer is 
no job for the slothful. In order to take 
care of all of the service and installa- 
tion work that is required, most of the 
sales work must be done in the evening. 
He tries to devote three to four eve- 
nings a week to sales. Jastrem theorizes 
that it is all right during the working 
day to stop off for a sales call in work- 
ing clothes, but in the evening the 
prospect is entitled to a little extra 
respect. Hence, he makes it a point to 
dress up for his evening calls. 

Jastrem contends that the one-man 
dealer must function as a full-blown 
business institution if he is to serve his 
customers as satisfactorily as the larger 
firm. One point that he makes is that 
it is impractical to have the wife or 
other members of the family handling 
customer phone calls. First of all, it is 
an imposition upon the family and 
they are not trained professionally to 
handle the customer with dispatch. He 
has found that, while his telephone an- 
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swering service adds something to his 
fixed overhead (about $15 a month), 
this is one of the best business invest- 
ments that he has made. 

The fact that Jastrem has a degree 
in Economics from Loyola University, 
has had considerable effect upon the 
manner in which he has approached 
the problem of figuring operating costs 
and overhead. He explains that in or- 
der to arrive at true costs and true 
mark-ups, it is essential to look upon a 
small business from the standpoint of 
departments. The one-man dealer is 
the business administrative officer, he is 
the manager of the installation and 
service departments, and he is the 
firm’s salesman as well as the principal 
labor force. 

Therefore, he is entitled to figure 
the costs of these operations just the 
same as if these departments actually 
existed and were headed by individ- 
uals. To clarify this point, Jastrem 
points out that in costing the job his 
own labor should be put in at the top 
figure for labor, that a supervisory or 
administrative percentage should be 
carried in overhead, and a sales com- 
mission should be figured into the job 
for his selling effort. If this is done, he 
explains, you will not be underselling 
your competitors but, on the jobs you 
get, you are assured of a full and hon- 
est profit. 

Jastrem, who is now 42 years old, 
tells a story of his career in the heating 
business that is very interesting. Born 
in Chicago, Jastrem completed his for- 
mal education with a degree in Eco- 
nomics at the University of Loyola in 
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1932. As he puts it, 1932 was not the 
best year in American history for a 
young fellow to start his business life, 
There were practically no jobs avail. 
able, and anything that could be ac. 
quired was generally non-profitable. 

The first job he had, in 1932, was 
selling coal. He discovered that to bea 
good coal salesman he had to improve 
his knowledge of combustion and heat: 
ing and he makes the point that there 
was ample opportunity at hand in the 
heating industry to acquire the needed 
information and knowledge. He be- 
came a successful coal salesman and 
continued in this work until 1941. In 
that year he joined the Navy and spent 
nearly 3 years in the South Pacific. 

He returned to his old coal selling 
job for a while and, in 1946, entered 
business for himself. Through his coal 
selling experience, Jastrem had ac 
quired considerable knowledge of 
stoker and oilburner service. One of 
the stoker manufacturers offered him 
an assurance of several stoker service 
calls a day and this formed a nucleus 
for his new business. ,He quickly ex- 
panded into servicing oilburning equip- 
ment and for three years supported 
himself exclusively on service. 

He realized then that his income 
would be limited if he depended upon 
service work entirely, and he decided 
to become a heating salesman and in’ 
stallation man, as well as a serviceman. 

Oilheating manufacturers generally 
should be interested in Jastrem’s story, 
because, while collectively they have 
spent millions of dollars on dealer and 
serviceman education, it is rare that 
they are able to find tangible results of 
their efforts. Jastrem, however, 1s an 
outstanding example of this type of 
industrial education. He admits that 
all he knows about heating he learned 
in manufacturers’ schools, particularly 
those sponsored by Iron Fireman, Fluid 


Richard Jastrem and the Dodge Route 
Van truck which he has fitted with 
complete selection of oilburner parts 
and accessories for installation and 
service work. Annoyed by the time 
wasted returning to the shop for for 
gotten materials, Jastrem decided on 
this type of truck. Since using it he 
has cut his driving mileage in time, 
although he acknowledges that some 
of this saving results from reducing 
the area in which he operates. 
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Heat, Burnham and Bell & Gossett. 
By consistently attending manufactur- 
ers’ training courses, he has acquired 
suficient knowledge in both installa- 
tions and selling to build the excellent 
business that he has today. 

Because of his knowledge of eco- 
nomics, Jastrem never has permitted 
his ambitions to over-shadow his good 
judgment. He decided some years ago 
to be a little dealer. The small dealer- 
ship, he felt, could produce ample in- 
come without the wear and tear of the 
administrative problems of the larger 
business, if some of the niceties and 
frills of the larger dealership could be 
eliminated for practical economic con- 
siderations. Consequently, Jastrem op- 
erates his business from his home, using 
his own as well as his customers’ in- 
stallations for demonstrating purposes. 
Materials are warehoused in his garage 
so that fixed overhead is limited to the 
truck and telephone. 

Jastrem emphasizes that efficiency in 
all phases of the operation must be 
watched constantly. 

INVENTORIES: Should be kept to 





current requirements unless unusual 
price advantages are available. 

PURCHASING: The dealer must be 
alert to the opportunities afforded by 
the various manufacturers on special 
deals but, even then, no extra large 
quantities should be stocked because, 
all too frequently, the savings effected 
can be eaten up in interest and obsoles- 
cence. 

DISCOUNTS: The small dealer should 
make every effort to avail himself of 
all cash discounts on purchases offered 
by his suppliers; 1% and 2% that fre- 
quently are available can mean as 
much as 25'% at the end of the year in 
net profits. 

TIME CONTROL: The organization 
and the control of available time is of 
vital importance and must be worked 
out days and weeks in advance. No 
dealer should wait until morning to 
schedule his day’s work for then it’s 
too late, for expediency becomes the 
substitute for a plan. 

Jastrem spends approximately $1,- 
000 a year on advertising. All of his 
advertising is done through his local 


newspaper—The Cicero-berwyn Life. 
He runs small ads three times a week 
and has done this consistently for three 
years. The advertising has produced 
some business, but most of his direct 
leads come from customers. He con- 
tinues to advertise, however, because 
he feels that the recommendations of 
his customers carry much more weight 
with the prospects who have, in most 
instances, seen his ads, than if he was 
unknown to them. 

An indication of the strength of his 
business position is shown by the fact 
that last fall Jastrem had to turn down 
$3,500 worth of profitable business 
that he simply could not handle. As 
late as October 20, he had over $6,000 
worth of business pending. This strong 
position makes it possible for him to 
be quite selective in the jobs that he 
takes. 

He says that nothing can be so de- 
structive to profit as to get into the 
position where the dealer is desperate 
for the order. That’s why the more 
successful the dealer becomes, the more 
independent he can be in his pricing. 


Fire Facts at your Target 


The sales Talk that avoids Generalities hits the Bullseye 


by 
William Sheppard 


M* FACE looked like it had forgot- 
ten what a sale looked like. I 
rolled up the order form I had been 
working on before the phone rang and 
slammed it into the waste-paper basket. 

“Temper, temper,” said my sales 
manager, Pat Stryker. 

“T'm mad, Pat. Mad at myself, The 
other fellows are doing fine with the 
new burner we've just taken on. But 
I'm not. That phone call just wiped 
out the third good prospect I’ve had 
this week. You always seem to put me 
back on the right track. What do you 
suppose is fouling me up on this?” 

Pat mashed the end of his cigarette 
in his desk ash tray, leaned back in his 
chair and clasped his hands in back of 
his freckled, bald head. 

He looked at me thoughtfully for a 


ci 


moment and then asked, “You know 
why this burner is a good buy, don’t 
you?” 

“Sure I do. It’s the hottest thing in 
town, I couldn’t be more sold on it, 
if that’s what you mean.” 

“No, I'm sure you’re for it. But 
what do you tell your prospects?” 

“Why, I tell them that it took years 
to develop, that it has been thoroughly 
tested to prove that itll do the job, 
that it costs less to operate, that people 
who have had it installed are very en- 
thusiastic about it.” 

As Pat listened, I could almost see 
him begin to bristle. 

‘How many years do you tell them 
it took to develop the burner?” he 
boomed at me. 

“Why, I 
how many years.” 

“What sort of tests has it been 
through to prove its worth?” 





ah—don’t say exactly 


- what they were 


“Well, I’m a little hazy about just 
but I know they were 
stiff ones, all right.” 

“Give me the names of five people 
who are enjoying what this burner can 
do in their homes.” 

“Pat, I can’t. I haven't sold five.” 

“Your associates have,” he replied 
shortly, “But that’s not my point. My 
point is that you seem to be doing some 
mighty vague selling. Too much blue- 
sky talk. Not enough facts. Too many 
generalizations. Not enough definite 





straight dope.” 

Pat got up and began to pace up 
and down, the way he always does 
when he’s giving me the sales facts of 
life. 

“Son, I’m sure that the people you 
call on come to realize that you're not 
a high-binder. I’m sure that you give 
them reason to respect your opinion 
and believe that you think this is the 
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.... Fire Facts 


best burner going. But for them to buy, 
they've also got to believe it is, It’s up 
to you to convince them and you can’t 
do that with vague, indefinite words 
and statements that don’t get to the 
point. 

The sales literature on this burner 
did a good selling job on you by laying 
everything on the 
line. You know 
from what it tells 
you exactly what 
the burner can do. 
You've read facts. 
You've heard facts. 
Not broad general- 
izations, And when 





you talk, you've got 





to talk facts. Tell 
your prospects ex- 
actly how many years the factory 
worked on perfecting this burner. Tell 
who ran the tests, what kind of tests 
the burner was put through, what the 
tests proved about efficiency, perform- 
ance, economy. Have a list of actual 
people who are getting good results 
with the burner. Name names. Phrase 
their remarks as though you were quot- 
ing them directly.” 


Pat was warming to the subject at 
hand and I realized that it was a fact 
that this Was a good time for me to 
keep my mouth shut, if I could. 

“You know,” Pat went on, “a pros- 
pective oilburner purchaser—like any- 
body—buys not because of what you 
say but because of what he understands 
and believes of what you say, Help him 
believe you by giving him facts. If you 
don’t know them, learn them. Learn 
them so well that they just spout out 
of your mouth, Learn so many that 
you'll sound like you can keep talking 
facts until the sun comes up. Oh, you 
probably don’t march into a prospect's 
house and say, ‘I’m selling a fine oil- 
burner. W/ant to buy one?’ But, unless 
you are specific in your sales story, 
that’s about what your story amounts 
to.” 

“Pat!” I broke in, “I’m really not 
doing as bad a job as you seem to think. 
I really have done some straighter 
shooting than I gave you to believe.” 

“Tm sure you have been—or I'd 
suggest you get a good paper route,” 
he said dryly, “But I gather from that 
wail of protest that you realize you 
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can improve the ammunition you're 
shooting. As you do, don’t forget either 
that you nearly always have a moving 
target.” 

“Ugh,” I groaned, and grimaced as 
though in pain, “Handicaps he gives 
me.” 

“Tl give you a hand-i-clap to the 
jaw if you don’t 
lay off that funny 
man _ routine of 
yours,” Pat prom- 
ised, but with a 
strong enough hint 
of a smile to show 
me that he wasn’t 
going to walk away 
from this lesson. 

“My boy,” he 
continued, “there 
are darn few sitting ducks in selling. 
You got to get ‘em on the wing. Your 
prospect may want to listen to you 
pretty much but he’s got his own prob- 
lems and his mind can wander to other 
things, even though he might appear 
to be listening. You have to hold—as 
well as get—his attention, you know. 
Ask yourself during your talk whether 
his mind and attention are still with 
you. Ask yourself if he looks like he 
understands what you are saying. 
Some of the things you say many times 
sound clear as a bell to you but he’s 
hearing them for the first time. And 
often with only a half-open mind.” 

“Should I call 
him to attention 
now and then?” I 
asked, seeing an 
opening for the 
needle I too often 
like to shoot at 
Pat. 

“That’s not such 
a wise crack as you 
think,” he came 
back, “you can 
bring him to atten- 
tion by asking him 
if you are making 
yourself clear. You 
can say that you’re so sold on this 
burner that you may have rushed over 
a point that he would like cleared up. 
You can, and should, sprinkle your 
sales talk with tag-end questions like 
‘Doesn’t that sound good to you?’ and 
‘Mighty impressive report, isn’t it?” or 





‘Couldn’t ask for a finer looking burn- 
er, could you?.’ Keep him in the con- 
versation so your words stand the best 
possible chance of sinking in.” 

Pat went over to his desk and sat 
down, the signal to me that his lesson 
for the day was on the homestretch. 

“To sum up,” he said, looking 
straight at me, “it seems to me that the 
way to be sure you're understood is, 
first, know your product so well that 
you're bound to talk clearly and con- 
vincingly about it. 

“Second, use easy-to-understand 
words that you normally use in a 
friendly conversation. Don’t sound like 
you're writing a treatise or book on 
the subject. You're not talking to the 
prospect to try and show him that 
you're a smart cookie; you're just there 
to sell him oilheating. Now I don't 
mean that you should talk to him like 
he was a ten year old. But I do mean 
that you should not hurt your chance 
for a sale by choosing words which 
may not be clear to him. 


‘Third, talk slowly enough so there's 
no chance of misunderstanding. When 
we tell the same thing several times 
a day, we're likely to rush through 
some of it because we've heard it so 
often, Don’t forget that he hasn’t. But, 
when you are running along at a fast 
clip, he won’t tell you to put on the 
brakes. Mr. Prospect will just nod his 
head and think about his golf score 
or what he in 
tends to do the next 
morning.” 

Pat smiled at me. 
“T know I’m a bad 
one to mention this 
next point because 
of the way I like to 
keep beating my 
gums. But my last 
bit of advice for to’ 
day is don’t talk too 
much. Have good, 
factual points. 
Come briskly to 
those points, And 
then give him a chance to ask ques 
tions. Or place the order. Now, have 
I made myself clear?” 

‘Yes, master,” I said, “I shall go 
and sin no more.” 

I just managed to duck the pack of 
cigarettes that whistled past my eat. 
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API Fueloil Committee 
meets Nov. 9 & 14 in Calif. 


THE FUELOIL COMMITTEE of the Mar- 
keting Div., American Petroleum In- 
stitute, will have two meetings during 
November in California in connection 
with the annual convention of the In- 
stitute. 

The 
Nov. 14-17 and the formal meetings 
will be held in various San Francisco 
Hotels. The Fueloil Committee will 
make its presentation to interested in- 
dustry members at 10:30 AM Monday, 
Nov. 14, at the St. Francis Hotel. 

Two task committees are now work- 
ing on papers to be presented at that 
time. One group, studying the effects 
of Type B flues on fuel competition 
and the public interest, will have its 
chairman, Joe Collins of Buffalo, tell 
the story. 

The other committee under the 
chairmanship of Jack Becker of St. 
Louis will present a summary on the 
impact of electric heating on fuel mar- 
kets of the future. The third and final 
feature of that meeting will be an ad- 


actual convention dates are 


dress on fueloil marketing by a promi- 
nent major oil company official. 

The earlier meeting of the commit- 
tee on November 9 is to be held down 
at the Highlands Inn in Carmel, Calif. 
This is to be a general discussion of 
several problems and possibilities in 
fueloil marketing. It will be followed 
the next day by a meeting of the OHI 
Regional Advisory Committee of the 
Pacific Northwest, with the visiting 
Fueloil Comm. members invited to sit 
in on their deliberations. 
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Maryland has unique 
Gasoline tax Refund 


MARYLAND fueloil dealers are now en- 
titled to a refund of the state tax on 
gasoline consumed in the pumping of 
fueloil, according to a recent ruling by 
the Attorney General’s Office, State of 
Maryland. 

The state tax is six cents per gallon. 
To get the refund the dealer must in- 
stall an auxiliary gasoline tank and an 
automatic three-way valve on each 
truck in order to identify the gasoline 
used. All gasoline consumed from this 


tank is tax free, provided invoices are 
presented to the State Comptroller. 

The Oil Heat Association of Mary. 
land was instrumental in getting the 
ruling which falls under the provisions 
of the State Gasoline Tax Law. 
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August contract Awards 
set new high: Dodge 


CONTRACT AWARDS for future con- 
struction in the 37 states east of the 
Rockies set an all-time high for Au 
gust and was 20% higher than August 
1954 according to the F. W. Dodge 
Corp., New York. 

Dollar volume for August was $1, 
894,841,000. The total for the first 
eight months was $16,130,149,000, up 
27% over the same period last year. 

All major construction categories 
showed substantial gains over last year. 
For August: nonresidential, $681, 
463,000, up 24%; residential building, 
$835,418,000, up 21%: utilities and 
public works, $337,960,000, up 15%. 

Eight month totals this years show: 
Nonresidential building, $5,706,605, 
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YOU'LL LIKE THE... 





The all-new line of Firomatic 
Filters offers both the jobber 
and the dealer a substantial 
profit margin. Easy to install, 
they're designed for depend- 
able operation . . . eliminate 
time and money wasting call- 
backs. Scientifically designed 
replacement cartridges filter out 
all destructive impurities to give 
oil burners longer life, greater 
efficiency. Sold nationally by 
jobbers only. 
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Best approach fo a sale is through 
your prospect's pocketbook! 











That's why the Timken Silent Automatic fuel-saving 
quarantee brings dealers new business easy! 





The easy way to new sales: Get into more prospects’ 
homes and test their present oil burners! Timken Silent 
Automatic Dealers offer free surveys—then offer an exclusive 
written guarantee of fuel savings with the Timken Silent 
Automatic Wall-Flame Burner! 


Backing up the guarantee — 
the world’s finest oil burner: 
In test after test, home after 
home, this famous wall-flame 
burner has saved home owners 
up to 25% and more on fuel 
oil! Write today for full dealer- 
ship details. Address: 

Sales Department, Scaife 
Company, Timken Silent 
Automatic Division, Oakmont, 
Pennsylvania. 


i 


No wonder a Timken Silent Automatic Direct 
Factory Dealership is the most profitable and 
valuable in the industry! It offers definite, 
guaranteed fuel savings—offers the strongest 
sales appeal of all—a tested, proven, written 
guarantee of fuel economy! And it’s working for 
Timken Silent Automatic Dealers everywhere. 


Timken Silent Automatic goes to bat for its 
dealers with year-’round, factory-paid magazine 
and newspaper advertising, hard-hitting, tie-in 
merchandising, and a generous local advertising 
coop plan. Add to all this the Timken Silent 
Automatic floor plan, sales-making displays and 
demonstrations, incentive contests, business ad- 
ministration programs, factory help in finding, 
hiring, training and supervising sales and service 
personnel! There’s nothing like it! 


TIMKEN 
OIL HEAT 


SCAIFE COMPANY 











000, up 24%; residential building, $7,- 
232,168,000, up 33%; utilities’ and 
public works, $3,191,376,000, up 
21%. 
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Baseboard Shipments show 


. record six-month Increase 


SHIPMENTS of baseboard-type radia- 
tors for home heating scored a record- 
breaking 46.4% increase during the 
first six months of this year as com- 
pared with the same time last year, 
according to a recent report from the 
Institute of Boiler and Radiator Man- 
ufacturers. 

This is the highest in the industry’s 
history. The disparity in the percent- 
age gains shown by baseboards over 
heating boilers (which went up 25% 
for the first six months) is accounted 
for by the wide use of baseboard radi- 
ators not only in new homes, but for 
modernizing heating systems of older 
homes. 

According to Robert E. Ferry, the 
Institute’s general manager, the sales 
gain shown for boilers reflects new 


NEW! IMPROVED! GENERAL °:: 


Models 1A-25A and 2A-700A Offer These New Features 


IMPROVED /, 


1A-25A 


RESTYLED SEAL 
IN FILTER CAP 
PREVENTS LEAKAGE 


ABSOLUTELY LEAKPROOF 


home installations almost entirely. 

Industry estimates put the share of 
new homes heated by boiler systems, or 
airconditioned by hot and chilled water 
systems, at about 35% of the total. 
This compares to an estimated 20% to 
25% share of total new housing two 
years ago. 

Also ahead for the first six months 
of 1955 was finned-tube-type radia- 
tion. This method showed a gain of 
24.3% over the same period for 1954. 
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Canadian Heating Show set 
for Toronto, March 19-21 


THE FOURTH ANNUAL Canadian ex- 
position of automatic heating and cool- 
ing will be held in the Automotive 
Building at Toronto’s Exhibition Park, 
March 19th, 20th and 21st. 

A series of education sessions will 
be sponsored by the National Warm 
Air Heating & Air Conditioning As- 
sociation. A. J. Rowe-Sleeman is man- 
ager of the show. Manufacturers in- 
terested in exhibiting can get addi- 
tional information by writing the Na- 
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EASIER SEALING 


tional Heating & Air Conditioning } 
Show, Suite 303, 32 Front St., W,, 
Toronto 1. 
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Home Builders schedule 
Convention-Exposition 


ADVANCE REGISTRATIONS and hotel res. 
ervation will be taken in October by 
the National Association of Home 
Builders for its show scheduled for 
January 22-26 in Chicago. The Chi- 
cago Coliseum will add some 200 extra 
exhibit spaces and a meeting hall. 

In addition the show and conven 
tion will occupy all available meeting 
rooms and exhibit space in the Conrad 
Hilton and Sherman hotels. Leonard 
L. Frank, Hicksville, N. Y., is chair- 
man of the 1956 convention commit- 
tee. Paul S. Van Auken is the conven: 
tion-exposition director. 

Association members. register 
through local chapters. Nonmembers 
should write direct to Convention 
Headquarters, National Association of 
Home Builders, 111 West Jackson 
Blvd., Chicago 4. 


FILTERS 


NEW BUNA 
GASKET COMPOUND 
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Won't Clog ... Won’t Crack 


Complete restyling of the cap, seal, and gasket of 


IMPROVED 
2A-700A 


General Filters 1A-25A and 2A-700A positively elimi- 
nates any danger of leakage or improper sealing. 


GENERAL’S CUPPED-RIM all-steel filter bowl holds the 
new BUNA gasket securely in place against the re- 
designed cast iron CAP SEAL . . . provides easier seal- 


DELUXE 
2A-300 


for big dirty jobs 
Depth-type, metal 
encased cartridge 
Exclusive screw- 


type handle release 


GENERAL FUEL OIL FILTERS 
—the ORIGINAL Filter— 
Are More Dependable 

Than Ever! 


ing -s.s... lifetime dependability! 


CLEAN RIGHT SOOT REMOVER 


removes up to: 2” layer of soot from any heat- 
ing plant in 2-5 minutes! Non-corrosive, non- 
explosive. Made specially for General Filters. 


all 
GENERAL FILTERS, INC. 
43800 GRAND RIVER AVENUE . 
Canadian General Filters, ltd. * 39 Crockford Blvd. * 


NOVI, MICHIGAN 


(Scarboro) Toronte, Canada 


October 


1955 





& INDUSTRIAL 


ollburning 


SECTION 





Suelo € otl heat 


COMMERCIAL & 
INDUSTRIAL 


qt 


= oilburning 





Servicemen must understand “Thermal viscosity Principle” 


by 
J. W. Schulz 


_—— KNOWLEDGE of horizontal ro- 
tary cup burners for No. 6 fueloil 
is far from complete if you don’t know 
how the fueloil is handled on a Petro 
job. For many years, Petro installations 
for heated fueloil have followed a set 
pattern. A serviceman should know 
this pattern, if he aims to be able to 
service any make of commercial-indus- 
trial burner—for great numbers of 
Petros have been installed. 

The designers of Petro burners for 
No. 6 fueloil have ideas of their own 
about how the fueloil should flow 
through the burners, pipes, and heat- 
ers of a heavy-oil job. Greatly different 
from the ideas of designers of most ro- 
tary cup burners, these Petro ideas are 
of tremendous academic interest. 

On-the-job studies of Petro burners 
in actual operation were made as part 
of the preparation of this article. Sev- 
eral of the installations studied were 
made by Petro dealer Morris Park En- 
gineering, Bronx, N. Y., owned by J. 
Russo. The accompanying photo- 
graphs are all of Russo’s installations. 

Many of Russo’s installations are in 
moderate-size apartment houses which 
need burners that fire in the realm of 
about 18 to 50 gph. Installations in 
that capacity range usually are the 
dream of well-qualified pressure-burn- 
er dealers who are considering expand- 
ing into the field of rotary cup burners 
for Nos. 5 and 6 oils. That’s one rea- 
son why we concentrated on Russo’s 
jobs and show pictures of them here. 


Another reason is that many of them 
feature electronic safety control sys- 
tems. Russo's actual experiences with 
these, to be related later in this article, 
should be highly interesting to the 
many oilburner dealers who so far have 
hesitated to apply electronic safety 
control set-ups to installations.of apatt- 
ment-house size, fired in the 18 to 50 
gph range. 
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Unique oil Handling 
in Petro Burners 


The Petro line of reasoning concern- 
ing No. 6 fueloil or Bunker C installa- 
tions starts with: “If the application 
of heat is controlled accurately, the 
viscosity of the fueloil is controlled ac- 
curately.” That’s the basis for what 
Petro men call their “Thermal Vis- 
cosity Principle.” 

The application of this principle to 
Petro burners for preheated oils, and 
to oil piping and preheater layouts, 
gives the Petro jobs their uniqueness 
—makes them different from jobs fired 
by other makes of rotary cup burners. 

At the onset, the Petro usual pump- 
equipped burner for No. 6 fueloil has 
its own way of starting up. Suppose 
you close a two-wire control circuit to 
indicate to the burner it should get go- 
ing because the building needs either 
heat or domestic hot water. The relays 


used on horizontal Rotaries 


of an M-H Protectorelay, for example, 
do not immediately snap in, as service- 
men familiar with most rotary cup 
burners would expect. 

Instead on a Petro job, when you 
close a pilot control circuit and thus 
tell the burner to get going, all that 
happens is a pilot relay snaps in and 
causes the burner motor to start by 
closing the motor-starting relay and 
overload protector. The Protectorelay, 
if the job has one, doesn’t do a thing 
yet at this point. 

The burner motor is now running 
for just one reason—to drive the fuel: 
oil pump which is part of the burner, 
to circulate fueloil through both the in- 
direct oil heater (under-the-waterline 
type on low-pressure steam jobs) and 
the automatic electric oil heater, not 
part of the burners in the photographs 





J. Russo of Morris Park Engineering, Petro dealer in Bronx, N. Y., studies the 
high-low rigging of a Petro burner equipped with Fireye controls that uses 
No. 6 oil to heat a medium-size apartment house. Under his hand and almost 
in a vertical position is the valve-lever of the high-low valve, which is “H” in 
Diag. 1. Step 16 of Howard Klerk’s light-up procedure, which appears in the 
accompanying article, tells how to close this valve preparatory to lighting-up 4 
new burner. To the right of the burner motor is ignition control “F” of Diag. |: 
The burner can fire only after the immersion-type heat-sensitive element of this 
control has been heated to.about 135°F. by hot oil circulating through the burner. 
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but located next to the boilers. If the 
indirect oil heater is hot, it will heat 
the fucloil being circulated during this 
initial phase of a “burner on” cycle. If 
the indirect heater is not hot, the elec- 
tric fueloil heater serves alone in heat- 
ing the fueloil being circulated. 

The oilburner motor and pump run 
to heat and circulate the fueloil, to 
wind up with the circulation of hot oil 
through important parts of the burner, 
which should have hot oil : flowing 
through them before firing begins. 
While the burner motor runs in this 
way, the burner’s ignition system is 
not working, and the shut-off valve in 
the line to the atomizing cup remains 
closed—but definitely. 


Start of firing Cycle 


Comes the instant when a reverse- 
acting oil-temperature control (a con- 
trol affected by oil temperature, that 
is) snaps its switch shut because hot 
fueloil is circulating through the im- 
portant parts of the burner. Snapping 
shut of the switch is the signal that the 
firing can start—hot fueloil is close to 
the atomizing cup, ready to flow to it 
and be atomized properly. 

Now for the first time the M-H Pro- 
tectorelay, or other primary control 
panel, comes into action. It starts the 
safety timing of the try-for-ignition 
period, turns on the gas-electric igni- 
tion system, and after a suitable addi- 
tional delay of a number of seconds, 
it gives current to the solenoid shut- 
off valve in the cup line and causes 
firing to start. 

Studying Petro jobs for the first 
time, servicemen familiar with other 
makes of rotary cup burners have mar- 
velled that with the safety control 
panel “locked out on safety” the oil- 
burner motor can run indefinitely— 
these men have not yet grasped the 
point that under these conditions the 
oil shut-off valve in the cup line can- 
not possibly open, thus the burner defi- 
nitely cannot produce a flame. But to a 
man not familiar with a Petro burner, 
the running of its motor might make 
it seem to be threatening to produce a 


flame—though actually it is “off on 
safety,” 


: All of the preceding is about opera- 
tion of a Petro burner which uses fuel- 
oil that needs preheating. 
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e Applicable to both low and high pressure 
steam plants 


e Engineered to the special requirements of 
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Write for further details 
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oilburning 


regulator valve “Cc” in the return line 
to storage tank marked (4). 

But the pipe tee shown immediately 
above the uppermost hinge connection 
permits a flow of fueloil to the oil 
heater (indirect, under-the-waterline 
type on a low-pressure steam boiler 
job). Consider the burner adjusted so 
that the gph rate of fueloil flow 
through the two oil heaters, to point 
(5) in the drawing, is somewhat great- 
er than the gph firing rate of the burn- 
er. For a burner that fires 35 gph, the 
gph rate out of the heaters and past 
point (5) would be perhaps 40 gph. 

The gph rate is the same through 
the burner hinge, point (5) to point 
(6), past ignition control “F,” through 
valve “A,” and past (7) into magnetic 
oil valve “E,” which of course is the 
cup‘line shut-off valve and which is 
closed at this time when the burner is 
not firing. 

Because magnetic oil valve “E” is 
now closed, the gph rate out of it 
through line (9) is still the same, 40 
gph, and the rate through path (9) — 


Diag. 1 shows the oil-handling pat- 
tern of such a burner in a schematic 
fashion. In studying Diag. 1, consider 
the burner motor and pump running 
for the purpose of circulating hot fuel- 
oil through the burner—the solenoid 
valve (shut-off valve “E” in drawing) 
in the cup line is closed because at this 
moment the fueloil being circulated is 
too cool for firing to start. 

Remember, then, the cup-line sole- 
noid valve is closed and the burner is 
not firing; study the resultant circula- 
tion of fueloil with the burner motor 
and pump running. 

Starting at suction line (1), the 
pump (2) draws fueloil to the burner 
from the storage tank through the 
burner’s bottom hinge connection. 

Path (2) to (3) takes the fueloil 
from the pump to the uppermost hinge 
connection; the pump develops about 
35 to 40 lbs. pressure to open pressure 


(10)—(11) is the same, with the 49 
gph rate of fueloil flowing into the suc. 
tion line port of the oil pump at point 
(11). 

While fueloil is thus circulated 
through the indicated circuit at the 
rate of 40 gph, the oil pump is han- 
dling fueloil at an appreciably higher 
rate—for the pump of a burner which 
can fire 35 gph always handles fueloil 
at a rate considerably above 40 gph. 
Not only does the pump circulate fuel- 
oil at the 40 gph rate to wind up with 
hot oil in the magnetic oil valve ““E”— 
during this phase of pump operation 
which prepares the burner for firing— 
but in addition the pump draws fuel- 
oil from the suction line, and sends 
fueloil out through the return line with 
the result that pressure regulator valve 
“c” governs the oil pressure in the en: 
tire system of piping, heaters, etc. into 
which the pump forces the oil. 

Before firing starts, however, the 
primary objective of running the pump 
is to circulate the oil so that leaving 
the pump not hot enough, it is heated 
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passing through the two heaters, and 
finally fueloil hot enough for starting 
of the burner fills the oil chamber in 
magnetic oil valve “E.” Before firing 
starts, any drawing of oil from the suc- 
tion line, and delivery of oil back to 
the tank through the return line is in- 
cidental and not of prime importance 

When heated sufficiently by hot oil 
flowing past it, ignition control “F” 
(reverse-acting) snaps its switch closed, 
thus gives the signal that the burner 
should start firing. The combustion 
control panel receives this signal in the 
way described previously—starts the 
try-for-ignition period, turns on the 
gaselectric ignition system, and in a 
few seconds causes opening of mag- 
netic oil valve “E.” 


Controlling firing Rate 


Valve “H,” controlling the gph fir- 
ing rate of the burner, will feed the 
atomizing cup fueloil at the firing rate 
of 35 gph mentioned earlier. With 
valve “A” set so that the rate through 
line (7) is 40 gph, fueloil will flow 
through line (9) and back to the suc- 
tion side of the fueloil pump at the 
trickle rate of only 5 gph on this basis. 


Some Petro experts explain this oil- 
flow arrangement somewhat different- 
ly than it’s just been explained. They 
say that with the burner firing normal- 
ly on high-fire basis (in the case of a 
modulating gph control or low-fire 
starting arrangement) there is no flow 
of fueloil out of the magnetic oil valve 
“E” through line (9) and back to the 
suction side of the pump. They say this 
either because the flow of fueloil 
through line (9) is so slight as to be 
truly negligible under these conditions, 
or because they purposely adjust the 
burners so that this is true—so that 
normal high-fire burner operation pro- 
duces no flow of oil through line (9). 


Whether there’s no flow of ' oil 
through (9) under these conditions, 
or whether there’s flow of oil at a 
trickle rate, makes no great difference. 
But during normal high-fire operation, 
oil should not flow through line (9) 
at a relatively high rate. It should not, 
for example, flow through line (9) at 
a rate as high as half the gph rate at 
which the burner is firing. Too high 
a gph rate through circuit (9) to (10) 
to (11) may have an adverse effect on 


dloil 











Typical control panel on a Morris Park Engineering installation—including a 
Petro burner that uses No. 6 fueloil. Here P. P. Foglio, area sales manager and 
specialist on Fireye controls, examines innards of the Fireye programming con- 
trol. Above this control is the oilburner main switch—to the left of this is the 
motor-starting relay and overload protector—farther to the left is the hand dis- 
connect switch for the electric oil heater. On the lower lefthand part of the 
panel is the Yula-Trol safety device which gives protection against the boiler 
water's being contaminated by fueloil because of a leak in the tubes of the under- 
the-waterline fueloil heater. To the right of the main panel is the Heat-Timer 
large-building temperature control system, which paces the heat in the building 
according to outside temperature. 


the oil pump’s ability to develop a high 
vacuum on a suction line that needs a 
high vacuum to draw in oil from a 
buried tank. 

Obviously any time the indirect oil 
heater is hot and therefore feeds warm 
oil to the electric heater, thermostat 
“G” of the electric heater will keep it 
turned off. Thus the electric heater 
goes to work only when its help is 
needed. Working in conjunction with 
an under-the-waterline indirect oil 
heater connected to a boiler producing 
summer-winter hot water from a tank- 
less heater, the electric heater will go 
to work seldom if ewer during normal 
functioning of the burner. 

Diag. 1 should be referred to also 
in conjunction with the following. 


An excellent light-up procedure has 
been drawn up for Petro burners using 
No. 6 fueloil by Howard S. Klerk, Sr., 
service manager, Petroleum Heat & 
Power, Greenpoint, Brooklyn, N. Y., 
the distributing organization which 
provides the Petro burners installed by 
J. Russo of Morris Park Engineering. 

Howard Klerk’s permission to print 
his light-up procedure is greatly appre- 
ciated. Coming from a man with a vast 


background of Petro burner experi- 
ence, it is of great value. Here it is: 


Light-l p Procedure 


Petro W-AH Burners 


1. Fill worm-gear case with lubri- 
cating oil, using Special Petro #3 lu- 
bricating oil. Type oil used is impor- 
tant. 

2. Swing burner open. Adjust noz- 
zle so that brass atomizing cup pro- 
trudes beyond nozzle approximately 
Ya". 

3. Check rotation of motor to con- 
form with direction-arrow on blower 
case. 

4. Remove ignitor. Check gap set- 
ting of spark plug. Gap should be 1%”. 

5. Install a compound gage in mag- 
netic valve “E” (see Diag. 1), remov- 
ing the 1%” pipe plug in the gage port 
of this valve. 

6. Open suction-line shut-off valve 
and tighten its packing gland. Make 
certain cap of suction-line strainer is 
tight. 

7. Insert skate key in metering 
valve; turn it in clockwise direction 
until valve is seated. The metering 
valve is marked “A” in Diag. 1. 
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SINCE 1926—in the application, 


design and 
manufacture of 


pumps—separators—hydraulic 
accessories. 


SEPARATORS 


for industrial 
oil burner service 





Class 60 Pumps 
Of the internal gear type, 
the "60" is machined to 
close tolerances—for max- 
imum vacuum character- 
istics with heavy and cold 
oil. The outstanding de- 
sign advantage is the ball 
bearing, V-belt reduc- 
tion drive—connected to 
pump by means of loose 
coupling, which _ elimi- 
nates side deflection from 
pump shaft. Suction and 
discharge sizes from !/," 
to 2". Capacities, 75 to 
2100 GPH; pressures to 
100 psi. 

Write for Bulletin A-1193 


SEPARATORS 


Adequate strainers for 
both suction and dis- 
charge service are essen- 
tial on every heavy oil in- 
stallation. Available with 
Underwriters Labels from 
V4," to 4"; larger sizes up 
to 6". 

Advantages of our design 
are: ease of cleaning; in- 
terchangeability of sepa- 
rator baskets — from 
coarse straining to fine 
filtration; elimination of 
replacement filter costs— 
cleaning of removable 
separator baskets restores 


original efficiency. 
Ask for Bulletin A-1430 


RAISSL*° 


295 Williams Ave. 
Hackensack, N. J. 
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8. Remove cap from pressure regu- 
lator valve “c” (in return line, see 
Diag. 1). Back off the adjustment 
screw to relieve all spring tension so 
that this valve will open freely. 

9. Turn on the burner motor. Make 
certain the switch of the electric oil 
heater is open, for the electric heater 
element should not be turned on with 
no fueloil in the heater. Keep the burn- 
er motor running in an effort to draw 
fueloil to the pump through the suc- 
tion line. 

10. If running the burner motor five 
minutes does not bring oil from the 
storage tank to the burner’s oil pump, 
stop the motor. Remove the strainer 
cap. Pour No. 5 or No. 6 fueloil into 
the strainer, running the burner motor 
intermittently to draw the priming 
fueloil to the burner’s fueloil pump. 
Then replace the strainer cap and run 
the burner m tor again to establish 
prime. After fueloil has been drawn 
from the storage tank to the burner’s 
pump, keep the burner motor running 
steadily for about five minutes. 

11. Close down on the adjustment 
of return-line pressure regulator valve 
“c” until gage “B” (in return line, see 
Diag. 1) reads 45 lbs. pressure. Re- 
move compound gage you installed in 
magnetic oil valve “E” as step 5. Leave 
the Ye” gage port open. Have a bucket 
ready to catch fueloil that will pour 
out of this port. 








— 


“COMMERCIAL & 
INDUSTRIAL 





12. With the burner motor run- 
ning, use skate key to open metering 
valve “A” about three and one-half 
turns—open valve by turning key in 
counter-clockwise direction. Allow 
fueloil to run into bucket from the 14” 
gage port opening for a short period— 
until air is purged from system. Then 
close metering valve “A,” install the 
compound gage again in the 1%” gage 
port of magnetic oil valve “E.” Then 
open metering valve “A” again as be- 
fore—precisely three and one-half 
turns. 

13. Turn on the electric heater 
switch. Adjust electric heater thermo- 
stat “G” to turn off the heater at ap- 
proximately 140°F. to 145°F. 

14. Adjust ignition control “F” (see 
Diag. 1) to close its switch at a tem 
perature of about 135°F. Remember 
this is a reverse-acting control; its 
switch closes on temperature rise. 

15. Check return-line pressure gage 
‘“B” again to make certain it reads 35 
to 40 lbs. If it doesn’t, adjust pressure 
regulator valve “c” again. Read the 
compound gage you installed in mag: 
netic oil valve “E”—this gage should 
now read between 12 Ibs. and 20 lbs. 
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Here's swing-open type of mounting for all the electrical controls, relays, and 
switches of a Petro job using No. 6 fueloil. All the electrical component parts 
are mounted on a large steel box cover, hinged at left-side. Here the factory 
engineer has swung the box cover open on its hinges—is examining the inter 
connecting wiring, all plainly apparent on the back side of the hinged box cover. 
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JOHNSON Model 53 
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lf With this revolutionary new burner you get smooth, sure, 
‘a automatic “Starts” even when the oil in storage tank and 
lines is cold and hard to pump. It is built with a positive 
Ww displacement Metering Pump, a 3-Way Magnetic Oil Valve, 
a and a high efficiency Suction Pump that enable the Fifty- 
8 Three to maintain a fixed air-fuel-ratio regardless of varia- 
— tions in oil temperature and viscosity. Never before has 
en there been a burner which so successfully overcomes the 
| “Cold Starts” problem. Metering Pump Control Quadrant 
he provides calibrated reading of oil being burned. 
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Wo. 832-52-SA 


You Need a 
Good Oil Heater for 
> Burning or Moving 


Heavy Fuel Oil! 


Designed by expert oil heating engineers and manufactured in accordance with 
the highest accepted standards for materials and construction. 












Manning & Lewis build fuel oil heaters for any application requiring heating for 
burning or bulk movement such as Power Plants—Hospitals—Apartment Houses— 
Commercial Buildings—Bulk Distribution Stations and Storage Tanks—All M&L Oil 
Heaters are suitable for heating the oil with hot water or steam. 


Manning & Lewis Engineering Ce. 
28 Ogden Street, Newark 4, New Jersey 
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It must not give a reading lower than 
8 lbs. while the burner is running! 

16. Loosen the clamp at the top of 
the high-low control lever, “H” in 
Diag. 1, and close the high-low valve 
by moving the valve-lever towards you 
until it is at the extreme end of the 
rod. 

17. Now hot fueloil should begin to 
circulate resulting in the two copper 
lines of the magnetic oil valve “E” be- 
coming warm. Warming of these two 
lines is your proof that warm oil is cir- 
culating through the magnetic oil valve 
—the cup-line shut-off valve. 

18. As many burners already in- 
stalled work in conjunction with M-H 
R-161 Protectorelays, the instructions 
of this step are keyed to the use of that 
primary control. You can easily adapt 
the following instructions to the use 
of other primary controls. 

For jobs having M-H R-161 Protec- 
torelay primary control panels: 

Remove the cover of the R-161 con- 


SAFETY SWITCH 


THAT SHUTS: OFF FUEL 
IF BLOWER FAILS | 


Protection PREFERRED 
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WHAT IT DOES 


The Dewey Safety Air-Flow Switch protects against 
opening of fuel valve until fan is up to speed. 

Insures purging of furnace before fuel valve opens. Closes 
fuel valve if fan slows up or stops. Flashes danger signal 
if fan or fuel stops. Safeguards against danger from gas 
fuel failure when used with safety shut-off valve. 

and Underwriters 
Laboratories Approved. Standard equipment on leading 
products. Write for prices and literature. 


DEWEY GAS FURNACE CO. 


Detroit 2, Mich. 
Canadian Distributor: Ontor Laboratory, Ltd. 


Thousands sold. Factory Mutual 


100 E. Baltimore 
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CQOOFAY srrery AIRFLOW SWITCH 


trol box. Keep the burner motor run- 
ning and observe the action of the R- 
161 control. When warmed to about 
135°F. by the circulation of warmer 
and warmer fueloil, ignition control 
“Fr” should put the R-161 primary con- 
trol panel into action. This control 
panel first acts by turning on the burn- 
er’s gas-electric ignition system; 30 sec- 
onds later it should cause the opening 
of magnetic oil valve “E.” 

Now you adjust the burner’s pri- 
mary-air damper to be open about half- 
way—set it at an angle about 45° from 
a vertical position. Finally push high- 
low lever forward slowly until oil flows 
to the atomizing cup, atomized oil goes 
into the firebox, and a flame is estab- 
lished. 

19. Fire lightly for an hour or longer 
to dry the combustion chamber refrac- 
tory material slowly. 

20. Make final adjustments such as 
setting the high-low flame rigging, ad- 
justing for proper primary and sec- 
ondary air, and making certain the 
gph firing rate is correct. Check the 
readings of the return-line oil pressure 
gage and the compound gage in the 
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magnetic oil valve—observing pressure 
limits for these given earlier. Check for 
proper operation of all safety control 
devices, operating controls, high limit 
controls, etc. 

These then are the 20 steps of How- 
ard Klerk’s light-up procedure for a 
Petro burner using preheated fueloil, 

The Petro burner has a “Twist Lock 
Safety Device,” a special plug that 
must be removed before the burner can 
be swung open to any extent, which 
when unplugged disconnects the elec- 
tric lines to the cup-line shut-off valve, 
termed magnetic oil valve “E” in Diag, 
1. To prevent flow of oil to the atom 
izing cup when you want no fire— 
preparing a new burner for first light: 
up or doing any other work on a burn- 
er—undo this special plug. 

Here’s how Klerk adjusts metering 
valve “A.” First he runs the burner 
while it produces its full-size flame; the 
position of “H” (high-low control 
lever) properly is controlling the size 
of the flame. Next he closes metering 
valve “A” very gradually until it de 
creases the size of the flame ever so 
slightly. Now he slowly and carefully 










Non-Adjustable—Angle Type for conven- 
ient installation. 

Heavy Bronze Construction. Approved by 
Underwriters’ Labs., Inc. 

TYPE A—114," to 3. Maximum capacity fo 
1000 G.P.H., with #5 and #6 oil. 

TYPE B—3," and 1”. Maximum capacity to 
100 G.P.H., for #1 to #5 oil. 

TYPE C—%" and 1". Maximum capacity 
to 30 G.P.H. of #1 to #3 oil. gi 
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opens valve “a” until he arrives at the 


full-size flame again. HOW TO oh sa Sere). 1 - THESE 
Valve “A” is now set for fullsize Ta] DQ oy NUL) 4 Se) wm Tole) Um) -v-V ai 


flame; it has just reached the point at 










































which opening it farther does not pro- 
duce an increase in flame size; lever 
“H” again is in control of the size of 
the flame. Now as his final step, How- STACK 
ard Klerk opens valve “A” just one- 
half to three-quarters of a turn farther. 

Step 15 warned that for proper op- 
eration the compound gage in the mag- 
netic oil valve must not give a reading 
lower than 8 lbs. with the burner run- 
ning. If you obtain a lower reading: | 
(1) Try using the method, just de- | 
scribed, for adjusting metering valve 
“a.” for if this valve is not open far 
enough the compound gage gives too 
low a reading; 

(2) Try adjusting the spring tension 
of back-pressure valve “D.” With DOWN DRAFT OCCURS WHEN NEARBY LARGE CHIMNEY MUST BE KEPT LOW NEAR AIR- | WHERE BOILER LOADS ARE INCREASED USING 

tas BUILDING BLANKETS CHIMNEY. FIELDS OR HIGH TENSION WIRES. SAIRE STACK — DRAFT IS INADEQUATE. 

metering valve “A” open enough to 
permit warm oil to circulate through 
magnetic oil valve “E”—and with the 
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BUILEING LOCATED NEAR MOUNTAIN OR HILL 
CAUSING DOWN DRAFT. 
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Foglio uses a Simpson 260 electronic 
checker—in a matter of seconds he can 
ascertain whether or not the electronic 
part of the Fireye system is working 
perfectly. Servicemen can learn this 
trick in minutes, for the Fireye panel 
has been designed for easy, quick, sim- 
ple, on-the-job checking. The elec- 
tronic part of this combustion control 
system actually is but a small part of 
the entire system. By far the most of 
the system has nothing what-so-ever to 
do with electronics. That makes it easy 
for any serviceman to latch on to a 
working knowledge of Fireye controls 
for oilburners—latching on is particu- 
larly easy if the man to begin with 
knows the general functioning of any 
make-and-model of commercial-indus- The WING motorized Draft Inducer 








its uncertain performance and costly 
trial oilburner control. provides positive, adequate, uniform upkeep. Cuts fuel cost by giving higher 


draft at all times regardless of wind, COz2's. Wing Draft Inducers are easy to 
weather or variation in boiler load. install and require little maintenance. 
Eliminates need for high chimney with . Write for Bulletin today. Use the coupon. 


L. J. Wing Mf9.C O. 65 Vreeland Mills Road, Linden, N.J. 


Factories: Linden, N.J. & Montreal, Can. 












L. J. Wing Mig. Co., Linden, N. J. FO-10 
Please send me Bulletin I-55—Draft Inducers 
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burner running but producing no flame 
because its cup-line shut-off valve is 
closed (magnetic oil valve “E” in Diag. 
1)—the reading of the compound 
pressure gage depends on the adjust- 
ment of back-pressure valve “Dp.” Once 
you arrive at proper adjustment for 
back-pressure valve “D,” you won't 
have to adjust it again; 

(3) Take apart back-pressure valve 


. . » Petro Burners 


“pb” and clean its working parts and its 
valve seat, for particles of dirt in this 
valve can cause it to leak or to stick 
open, resulting in insufficient pressure 
reported by the compound gage in 
magnetic oil valve “E.” 

Visits to a dozen of the Russo jobs 
mentioned earlier brought out an in- 
teresting point. On moderate-size 
apartment-house jobs which many oil- 
burner dealers would call “just or- 


dinary,” Russo usually installs com- 


bustion safety control panels of the 
electronic type. 








call us anytime—if you have to! 


We won’t kid you, our warehouse managers don’t particularly enjoy 
being awakened at odd hours in the morning by emergency refractory 
orders. At one or two in the morning they can’t wake up smiling to a 


jangling telephone (can you?). 


But wake up they do, and follow through they will, with the kind of 
service our customers have come to expect from General Refractories 


warehouses. 


No matter the time of day or night, should you have need for any re- 
fractory product, call upon a GREFCO warehouse. Delivery where and 


when you specify i is routine service with us. 


For GREFCO is the only 


major refractory manufacturer equipped to serve industry with quality 
products from its own local stocks, by its own employees, in its own trucks. 


GENERAL REFRACTORIES COMPANY 


In New York City: 34-40 Laurel Hill Blvd. (Maspeth) RA-9-5353-4-5 


In Elizabeth, N. J.: 


1180 East Broad St. EL-2-5324 


In Philadelphia: 2950 East Tioga St. GA-6-6432 

Also in Chicago, Los Angeles, Detroit, and Troy, N. Y. 

Similar services available from many GREFCO dealers located 
in the U. S. and Canada. 


the press. 
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SEND TO: General Refractories Company, 1520 Locust St., 
Dept. | FO 





Let us send your our latest pocket-size refractories catalog, just | 
ore than 100 pages of valuable information. 
forward the coupon below. 


Clip and 
© obligation, of course. 


Phila., Pa. 








Questions immediately arose as to 
why he does this. Why does Russo 
install the Fireye combustion control 
systems shown in the accompanying 
photographs? 

Analyzing the situation, it seems 
that in nine out of ten instances there’s 
no specification prepared by an archi- 
tect or engineer when the owner of a 
New York apartment house starts 
considering buying an oilburner instal- 
lation. 

An oilburner dealer surveys the 
apartment house, mainly its boiler 
room, then suggests what should be in- 
stalled in the way of burner equipment 
—and controls. He describes to the 
apartment-house owner what should be 
installed, submits his price, and tries 
to obtain the order. 

Nine out of ten times, again, no in- 
surance company requirement or pref- 
erence about the safety controls is in- 
volved. 


Why Fireye Controls 


On this basis, why does Russo self 
jobs that include Fireye control sys 
tems—when he could install less costly 
safety controls not of the rapid-acting, 
ultra-safe, electronic type? That ques- 
tion is more intriguing when you take 
into account that owners of New York 
apartment houses have gained a repu 
tation for buying burner installations 
on a price-only basis . . . they obtain 
many bids and to buy from the lowest 
bidder. 

It’s heartbreaking for a lover of good 
oilheating to go into an apartment 
house and find an oilburner firing say 
20 to 90 gph connected to a safety 
control panel designed for 90-second 
try-for-ignition period, and with the 
panel actually providing a try-for-ig’ 
nition period of many, many minutes. 

That’s one thing Russo definitely 
avoids when he provides his installa’ 
tions with Fireye combustion control 
systems. To start out, he aims to in 
sure dependable safety for his installa 
tions. 

As his next reason for coupling the 
Fireye controls to his burners, J. Russe 
finds that a sales proposal that includes 
such controls has a connotation of high 
quality—simply because higher priced 
oilburner electronic controls obviously 
are preferable to less expensive con 
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THREE IMPORTANT 
REASONS... 


(and there 
old- mile) a3) 


1] POWER combi-matic offers 
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i and gases. 
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bustion on both gas and 
oil... with higher efficiency and lower operating costs. 


3] Positive and complete safety with a pre-purge 
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FGO Series... 


| GAS-OIL BURNER — 
6 models in capacity 
. to 3,500,000 






BTU input. 





MORE SALES FOR YOU... BECAUSE 
THERE ARE MORE ADVANTAGES 
FOR YOUR CUSTOMERS: 


@ Jactory “FIRE-TESTING” insures... ’on the job” perform- 


ance. 


@ Automatic air adjustment...lets you set it—forget it. 


@ Electronic safeguard...responds immediately to flame 


interruption. 


@ Pressure safety control... prevents opening of either fuel 


valve unless air for combustion is proven. 


@ Optional automatic or manual changeover. . . 


@ GAS ELECTRIC IGNITION... is automatic on BOTH fuels. 


———,, 





SOMETHING 
EVERY 
DEALER 
WANTS: 








@ Less 


eStandard por 
always an 
cessible. . - 


installation time. 
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Power combi-matic Gas-Oil bu 
of a complete line of burners 


FG Series—Power 
applications . . 
BFG Series— 
for heating, 


gun type burners—ideal for all conversion 
- particularly oil burner replacement. 

Heavy duty Power-Flame burners—lar 
Power or processing. 


rners are but one important part 
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A Power-Flame Dealership can be 
valuable; write today for complete information 
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Siemon Manufacturing Company ¢ Grandview, Mo. 


MERCURY-TO-MERCURY 
SWITCH 


requires no service—con- 
tacts never pit, burn or 
corrode. 
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PERMANENT 
: ALNICO MAGNET 
links water level with 
electrical controls; pre- 
vents failure of mechan- 
ical linkeges. 
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Here’s “Low Maintenance” 


| BOILER 
im,” SAFETY 














CORROSION. gE 
Float MAGNETROL 


is made of 304 
Stainless Steel for 
long, trouble-free 
service. Can also 
be made of spe- 
cial materials for 


BOILER WATER 
site LEVEL CONTROLS 


FLOAT CHAMBER LINER 
“flexes” off scale; prevents “Blow-down” the float chamber 


float “sticking”. once-a-shift; inspect the switches 
once a month—that’s all you have 
-;; to do to keep a Magnetrol in tip- 
top safe shape. It’s made that way. 
The secret is all in the simple 
magnetic operating principle as 
pioneered and perfected by Magnetrol. 
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Amagnetic sleeve, 
raised and lowered 
within a nonmag- 
netic tube, attracts 
orrepels an Alnico 
permanent mag- + 
net attached to a 
mercury switch. 
Basically, this is 
Magnetrol. 
’ 


Standard Magnetrol Units are 
available for pressures to 600 psi 
and temperatures to 750°F., for 
single or multi-stage control with 
as many as three separate switching 
actions. Also special units for more 
AS extreme requirements. For full de- 
tails, mail coupon. 











MAGNETROL, Inc. 


MAGNETROL, INC., 2104 S. Marshall Blvd., Chicago 23, Ill. 


Please send Catalog Section III with full information about | 
Magnetrol Boiler Water Level Controls. 
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trols. The use of ultra‘modern con- 
trols adds to the quality of an installa- 
tion in an obvious way, which is in- 
stantly apparent even to a tight-fisted 
apartment-house owner! 

Providing proper combustion con- 
trols can be viewed as providing pro- 
tection for the investment in the oil- 
burner installation—when buying a 
$3,500 to $5,000 burner set-up, an 


. . « « Petro Burners 





Save Time and Trouble... 





apartment-house owner 1s very col 
scious of the fact that he is spending 
money, making an investment. It’s sec- 
ond nature with him to protect his in- 
vestment. He can understand that 
proper, modern oilburner controls are 
needed for this. 

Russo now has had four years of 
experience with the installation and 
servicing of Fireye controls on his in- 
stallations; during these four years, 
close to 100 Fireye set-ups have been 
used on his jobs. He never has encoun- 
tered a defective panel that needed re- 





Install PETROMETER 


TAKE 
ADVANTAGE 
OF THESE FEATURES: 


Large, easy-to-read vertical scale gives 
tank contents at a glance. Eliminates 
the cumbersome measuring stick. 


The gauge can be installed at any . 


elevation and up to % of a mile 
away. 


No troublesome moving parts—oper- 
ates on the sound principle of the 
U-tube. Simple, dependable and ac- 
curate. 


Easy to install—the tank assembly for 
the gauge can be installed when 
the tank is empty or when contain- 
ing liquid. It can also be installed 
separately to complete the tank 
work. The gauge can be connected 
any time later. Just tighten one sim- 
ple connection and the job is com- 
plete. 


FOR TANKS 20 INCHES TO 50 FEET DEEP, 


LIQUIDEPTH 


Remote 
Reading 


TANK 
Ty GAUGES 


= ON YOUR 
FUEL OIL 
ce STORAGE 
= TANKS 
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FULL YEAR GUARANTEE ON ALL GAUGES. 
Write for Bulletin PF Today 


INDICATORS, Inc. 


43-22 TENTH ST., LONG ISLAND CITY 1, N. Y. 
October 
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pau or replacement, though he knows 
of jobs that did need new tubes. He 
can’t give any accounts of serious or 
important troubles with the controls 
on any of his installations. 

He finds, then, that the control 
equipment he has installed has proved 
to be thoroughly good and foolproof. 


Technical Help and Training 


Russo has two more reasons for his 
satisfaction with the combustion con- 
trol set-ups he has installed, and for 
his determination to install additional 
controls of the same type. 

First, help with technical problems 
has been available for him to any de- 
gree that he needed it—in the form of 
assistance from factory-trained per: 
sonnel. During the past four years, 
Russo has been guided whenever 
necessary by P. P. Foglio, area sales 
manager for Combustion Control Di- 
vision (of ECA), manufacturer of Fir- 
eye controls. 

Second, the servicemen who take 
care of Russo’s installations have been 
factory-trained with respect to the 
controls used on his installations. In 
fact, the one-week school they attended 
covered all the controls used in com 
mercial-industrial boiler rooms. That 
school is at Fireye’s Boston plant. It 
is in continuous session, and at no 
charge provides a one-week course in 
all types of boiler room controls for 
men who install and service oilburner 
equipment. 

Go about things in the right way, 
Russo has learned, and you can very 
easily and successfully provide your 
commercial-industrial installations with 
the modern protection they should 
have—which according to all author’ 
ties on safety can be provided only by 
the new types of rapid-acting combus’ 
tion control equipment. 


&, 
“ 


J. W. Thompson Co., St. Louis, Mo., 
will represent the Mammoth Furnace 
Co., St. Paul, Minn., for the sale of 
Mammoth furnaces and Commercial’ 
Aire direct fired space heaters in the 
counties of Mercer, Knox, Stark, Mar’ 
shall, Woodford, McLean, Champaigo 
and Vermillion in Illinois and eastert 
Missouri. 
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ITS EASY TO BRUSH UP 
ON OILHEATING 








Heating Publishers, Ine. 
2 W. 45th St., N. Y. 36, N. Y. 


OK... . Please Ss a os bos copies of the New 
Revised Edition of OIL BURNERS by Kalman 
Steiner @ $5.00 each. 


an oe 
Seer Fee 6 eS 8 PD CS © OME OOS CSO COKE S EO OO 


Enclosed is our (check), (money order). 


/ 





Yes, ii easy when you have a new 
neuised ditto ) of “Gill nner”. 


It’s a reliable source of up-to-date information on Fuel Oil, 
Oilburners, Fuel Data, Problems of Oil Burner Design, 
Domestic Oil Burners, Fans & Electric Motors, Fueloil Pumps, 
Ignition Methods, Capacity of Boilers and Warm Air Furnaces, 
etc. It is one of the most complete oilburner books ever 
published. 


You can find the assistance you need in solving today’s oil- 
burner problems. Heating men can keep abreast of the times 
and plan ahead because of the valuable and helpful information 
contained in this New Revised Edition—“OIL BURNERS.” 
You learn from the creative work of specialists by studying 


their methods, proofs, and conclusions. 


——_o—_—_ 


502 pages, twenty-two chapters with illustrations, 
charts and graphs — $5.00. 














New Scully 
= FASLITE 


Patents Pending 


Gas Pilot Torch 


Provides Sure, Fast Light-Off 
Every Time for Commercial— 
Industrial Oil Burners. 


Torch operates with manufactured, natural or LP gas. 











Write for price and literature. 


SCULLY SIGNAL COMPANY 
174 Green Street, Melrose 76, Mass. 





New Flame Reach 


Flame shoots out even 5 
times as far as some 
More reliable in conjunction atmospheric-type gas pilot 
with pilot flame super- flames. Virtually eliminates 
vision. delayed ignition. 


New Flame Stability 


Jet-like flame highly re- 
sistant to air turbulence. 





Features Hard Hot Flame up to 25” Long 





New Flame Heat New Flame Reliability 

Several hundred degrees Torch utilizes an air in- 
hotter than other pilot jection system (forced 
flames. Assures fast light- air). Flame is unaffected 
off even with cold oil. by atmospheric variables. 





Setters 


NATIONAL OIL BURNER CO. 
Brooklyn, N. Y. 
Editor: 

Last year your article on an indus- 
trial oilburner examination stated that 
5 sq. ins. of secondary air opening is 
needed for each gallon-per-hour of 
fueloil burned using a horizontal ro- 
tary burner. Shortly after you pub- 
lished a letter from a factory repre- 
sentative who stated that his company 
uses a figure of 7 sq. ins. per gph. The 
editor thanked him for the informa- 
tion, which was taken as gospel. 

In this year’s examination, Question 
13 again covers the problem of sec- 
ondary-air supply and this time the 
correct answer is indicated as approxi- 
mately 4.5 to 5.5 sq. ins. per gph. 

To clear up this matter once and 
for all, I suggest you check the follow- 
ing data: 

1. Horizontal rotary burners supply 
approximately 18% of air required for 
combustion by means of mechanical 
fan (primary air). The balance of 


82% air required for combustion is 
supplied by secondary air. 

2. Theoretical pounds of air required 
for perfect combustion of one gallon 
of fueloil varies from 102.6 pounds for 
No. 1 fueloil to 114.2 for No. 6 fuel- 
oil. 

3. Therefore, on the basis of 25% 
excess air (about 12% CQOz) one gal- 
lon will require 114.2 x 1.25 or 142.6 
pounds of air. 

4. Secondary air requirement for 
each gallon of No. 6 oil fired per hour 
equals 142.6 x 82% or 117 pounds. 

5. Air flow into boiler, breeching 
and chimney is the same as air flow 
through a duct and is expressed by the 
equation (same as in 1947 ASHVE 
Guide, p. 303): 

Vm = 4005 \/ Hy 
In which: 
Vin = Velocity of air in fpm at 
69.41°F. and 29.92 inch 
Hg. barometric 

Hy = Velocity pressure 

Specific volume of air is .075 pounds 
per cubic foot at above standard con- 
ditions. 


6. We may consider that 10 gph 
would be the probable minimum gal- 
lonage fired by a horizontal rotary 
burner using No. 6 fueloil. The mini- 
mum over-fire draft required would 
be .04” of water. 

Therefore solving the above equa 
tion: 

V = 4005 \/ .04 
or V = 801 or approx. 800 

That’s 800 cfm per square foot. 

800 x .075 = 60# of air/min/sq.ft. 

60 x 60 

(144 





= 25# air/sq.in./hour 


7. Therefore a = 4) sq. ins. 

per gph, approximately. 

These figures show that where a 
minimum draft of .04” is maintained 
over-fire, approximately 41/2 sq. ins. of 
secondary-air opening is required per 
gph fired. 

However, this should apply to only 
the inlet-air opening. At least 25% to 
50% more area should be provided in 
the actual checker deck to allow for 
foreign matter clogging the slots of the 
checkerboard floor. 





J CLEVELAND LO-DRAFT AND LO-PRESSURE 





LO-DRAFT CUT OFF 


Catal 


ie 1h 


Underwriters’ approved, these CFE 
Single Purpose Cut-Off Switches 
monitor positive or negative air 
pressures. Highly sensitive, inexpen- 
sive, and adjustable over an ex- 
tremely wide range, standard models 
actuate a snap action switch on fixed 
differential of .02” W.C. at control 
point. Other models are available 
for other uses and wider differ- 


' For complete details and application information, write to: 


CUT-OFF SWITCHES... 


entials. Signal Light and Time Delay 
features are optional. 


The CFE Cut-Off Switches operate 
as twO-wire safety switches with a 
third wire for signal or alarm. The 
diaphragm is constructed of durable 
material to withstand 40 p.s.1. 
burst strength, providing 

versatility and long 
trouble-free life. 








Cleveland Fuel Equipment Company 
1111 Brookpark Road, Cleveland 9, Ohio 
In Canada, write to: Ontor Laboratories Ltd., 111 Tycos Drive, Toronto 
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If the over-fire draft is less than 
04”, the air supply will be cut dras- 
tically and the secondary-air opening 
area for each gph would need increas- 
ing. For example, the above equation 
shows that if the over-fire draft is re- 


these ENTERPRISE features 


—are YOURS for 





BIGGER 





















4 duced to .02”, almost 7 sq. ins. of sec- | 
4 ondary-air opening is needed per gph | 
fired. | 
_ If we consider a firing rate of 30 | 
sa gph, we might expect an over-fire draft | , 
7 of .09”, in which case solution of the | 
i equation shows that only 21% sq. ins. | 
Be of secondary-air inlet -area is needed | 
h fired. 
uld per gp | 
. Consequently your question which | —AND HIGH CUSTOMER 
“assumed the usual over-fire draft” was _| SATISFACTION! 
a . —— , | 
not in the least scientific and will lead 
to types of generalizations which have 
been the bane of the commercial-indus- | V-BELT DRIVE — 
; trial oilburner industry. | EXCLUSIVELY 
. I hope that this explanation will ENTERPRISE pioneered 
. . LEAK-PROOF 
ft clear up some of the apparent para | V-Belt drive for Hori- HIN ' 
- mito zontal Rotary Oil Burn- GE DESIGN 
our doxes which turn up in handbooks. I i 
seliatiniaie tes Mamie iteg, | Se For 15 years they New burner hinge does 
| have seen variations in thumbrule fig- | aye been used exclu- porate enti tic 
ins. ures recommending from 1'/2 to 7 sq. | sively, for greater effi- leaky packing glands. 
ins. of secondary-air area per gph for | ciency, flexibility and “Q” rings provide for 
- horizontal rotary burners. | economy! positive, long-life seal- 
a 4 Maurice Wolf ing at this critical point! 
a NATIONAL OIL BURNER CO. **MEASURED-RATE”’ VENTURI-TYPE 
METERING PUMP 
per Technical Editor's comment: Mr. Provides f tia pe 
; ' rovides for exact deliv- ielheiaalid Tain innbaamintin 
: haga is most thorough and | ery of the proper quan- semanas 
vy should be of interest to many commer- | tity of oil to the burner lettin naidiidhaaidien 
) to cial-industrial oilburner experts. It can — regardless of changes taseh-like Game thet 
I in be viewed as amounting to a sugges- | in temperature and vis- eliminates carbonizing, 
for tion that the industry in general con- ony. Annee provides failure-pyset 
th Si tus gt _ | PRISE first! ignition. 
e sider sizing secondary-air inlet open- | 
ings on a basis of a design figure for | “‘ ANGLE-VANE”’ 
aca the over-fire draft on the particular AIR NOZZLE 





installation. 

Design for .04” or .05” over-fire 
draft (as many dealers do for apart- 
ment-house boilers fired at from about 
15 to 40 gph), and you might figure on 
providing 4.5 to 5.5 sq. ins. of second- 
ary-air inlet area for each gph to be 
fired. 

Design for lower or higher over-fire 
draft where this is suitable, and you 
might use different figures as Mr. Wolf 
suggests. 

A table can be made up easily, cou- 
bling over-fire draft to air-inlet area 
figures, 


| 
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Provides full flame pat- 
tern control and efficiency 
regardless of firebox size 
and shape! 





ENTERPRISE ENGINE & MACHINERY CO. 
A Subsidiary of General Metals Corporation 
18th & Florida Sts., San Francisco 10, Californie 
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LOW COST AUTOMATIC SEQUENCE CONTROL ASSURES 
PROPER DRAFT FOR EFFICIENT COMBUSTION 


with CLEVELAND DAMPER CONTROL 


Cleveland Damper Controls provide in one com- _ prolongs Boiler Life— revents overheated comb 

pact cabinet all the elements for safe, automatic tion pate flue fires, ‘“‘puff-backs’ and thei 

electrical remote control from over-fire draft. CFE subsequent damage to boiler equipment—lengthens 
mper Controls prevent heat from your stoker, _jife a refractories—reduces maintenance. 


oil or gas burner from rushing out the stack—kee; 
it in the boiler where it belongs—gives you the Increases Safety—boiler operations are mechanical 
most for your fuel dollar. —fire hazard and danger to personnel are minimized, 
CFE Damper Control with Automatic Sequence Qptional features include: Models with Startin 
Draft Selector, Minimum Draft Safety Swit 


Feature: 
Cuts Fuel Costs—Quickly pays for itself in fuel and Post Purge, in addition to mod- 
els for Positive Pressure Control. 


savings. 

Reduces Smoke, Soot, Fly Ash—by maintaining For complete details on how CFE 
proper draft and timing, both essential to efficient | Damper Controls can cut costs and 
increase boiler efficiency, write to: 


combustion. 




































Cleveland Fuel Equipment Company 
1111 Brookpark Road, Cleveland 9, Ohio 
in Canada, write to: Ontor Laboratories Ltd., 111 Tycos Drive, Toronto 








York-Shipley shifts to factory 
Representatives in New England 


YORK-SHIPLEY, INC., York, Pa., has 
shifted the selling and servicing of 
York-Power equipment, including 
horizontal rotary oilburners, steam 
generators and the like, from inde- 
pendent distributors to direct factory 
representation in New England ac- 
cording to George D. Frank, vice 
president, Industrial Division. 


Russ B, Jenner, formerly representa- 





tory regional manager with headquar- 
ters at 7377 High St., Westwood, Mass. 
Five special factory representatives 
and two industrial specialists have 
been appointed to serve under Jenner: 
James W. Vanderpool, Lewiston, 
Me., for Maine; A. C. Bailey, 158 
Union St., Springfield, Vt., for Ver- 
mont; J. K. MacLean, Edgewood, 
R. I., for Rhode Island and southeast- 
ern Massachusetts; Arthur Durgin, 
Newton, Mass., for Massachusetts. 


E. A. Seeley, Westwood, Mass., for 
New Hampshire and Massachusetts; 


Garment Machinery Co., Boston, for 
the laundry industry and D’Orsay 
Equipment Co., Malden, Mass., for 
the dairy trade. 


o, 
“2° 


HAYS: Four page bulletin 54-1088-239 
provides specifications for the fully 
automatic, all electric metering type 
packaged control for shop-assembled 
boilers, Schematic drawings show typi’ 
cal packaged control system. 

The Hays Corp., Michigan City, 
Indiana. 





tive for Boston, has been named fac- 























NEW IMPROVED 


RAYFIELD-STAFFCO 


AUTOMATIC 
No. 5 OIL BURNERS 


REDUCE HEATING COSTS... 
INCREASE YOUR PROFITS 


Burn No. 5 heavy fuel oil. Self-contained, 
all electric. Self-lubricating. Many new ex- 
clusive features. From a bungalow to 4 
skyscraper . . . there’s a dependable Ray- 
field-Staffco Oil Burner to handle your heat- 
ing job. Write for full details. 


RAYFIELD-STAFFCO BURNER CO. 


2066 CANALPORT AVENUE CHICAGO 8, ILLINOIS 


_— 
ENGINEERED FOR SAFETY, ECONOMY AND YEARS OF SERVICE... 


GABRIEL BOILERS are adaptable to all types of fuel © A.S.M.E. 
code constructed * National board registered * Modern welded 
X-ray construction * 3-300 HP, 15-225 Ibs. working pressures. 


STEEL BOILER INSTITUTE CAPACITY RATED 
(Your assurance of reserve power) 
























Boiler sizes for all industries. Write for name and 
oddress of your nearest Gabriel Boiler dealer. 


GABRIEL 


BOILER éitean 


1428 H.W. 14th AVENUE © PORTLAND 9, ORE, 
BUILDERS OF FINE BOILERS 
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Attain Greater Success 
in Selling 


Automatic, 
Thermostatic 


MIXING 
VALVES 


Ideal for Domestic Water Control 


"The Mixing Valve Pioneers" 


YULA WATER HEATERS, INC. 


166 WEST 225th STREET, NEW YORK 63, N. Y. 





Specialty salesmanship in our day with emphasis 
on burner selling by W. A. Matheson, long a lead- 
ing figure in the Heating Industry. Blue Cloth 
Binding, 6 x 9, 260 pages. Price $4.00. 





FUELOIL & OIL HEAT 
2 W. 45 St., New York 36, N. Y. 
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Reads tn gallons for 
customer convenience 
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@ Has easy-to-read numbers. 
@ Requires only 4” clearance for installation. 
@ Fits conveniently, safely in serviceman’s kit. 


@ Costs less to ship than other gauges. 


GIVES QUALITY APPEARANCE TO ANY JOB! 


icloil 





OHI Commercial-Industrial 
Committees are announced 


COMMITTEE ORGANIZATION of the com- 
mercial-industrial sections of the Oil- 
Heat Institute of America, Inc., New 
York, has been announced by C. H. 
Pesterfield, secretary. 

J. Verne Resek is general chairman; 
Larry Sibley is chairman, accessory 
section; and J. W. Cowan is chair- 
man of the manufacturer section. 

On the ASHAE Guide Publication 
Committee are: H. R. Heiple (Techni- 


cal Division) ; R. Lisson, C. H. Pester- 
field, R. Plass, J. V. Resek, P. Schmidt 
(Distribution Division), and C. E. 
Swanson. 

The Standards and Codes and Un- 
derwriters Committee: W. H. Bohn, 
J. W. Cowan, C. W. Lang, Paul 
Neess, Stanley Pachyn, Larry D. Sib- 
ley, and R. W. Winskill. 

Engineering Committee: J. W. 
Cowan, D. L. Graves, R. P. Johnston, 
G. T. Kaufman, H. E. Lake, H. J. Mc- 
Coy, Stanley Pachyn, R. Plass, C. E. 
Swanson, and R. C. Wright. 


DEALER 
OPPORTUNITY! 


MAIL THIS TODAY! 





Eiedaietetetatetatenaen 


Gilbert & Barker Mfg. Company 
West Springfield, Mass. 


Dear Sirs: Send me all the facts today on your oil burner Dealer Plan. 


SEND THIS COUPON—ACT NOW! 


aa eee 





Address 





City. 


(STREET) 


State. 





lisa liaemniiinneiipiidiiiaaidliadaendiahiahmnnuiuniiarennntnnenall 


GET ALL THE FACTS ON 


GILBARCO 


SPECIAL LOW PRICES 





FOR ITS COMPLETE LINE OF HEATING EQUIPMENT 


Meet and beat your competition with no narrowing of your 
profit margin! Now you can sell the famous Gilbarco line of 
heating equipment at special low prices. Gilbarco decentralized 
distribution facilities now in operation, complementing ex- 
panded production facilities, make this possible. For a wider 
market with more sales and profits — investigate this great 


opportunity today! 
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Air Pollution Committee: Pay! 
Buday, N. F. Hahn, Robert Johnston, 
Jack Kaplin and C. H. Pesterfield, 

Education Committee: C. M. Blick 
ensderfer (Technical Division), Dana 
Fisher, Stewart H. Kibbe, Frank A 
Sinning (Distribution Division) and 
C. H. Pesterfield. 
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Commercial-industrial 
Shipments show Decline 


COMMERCIAL-INDUSTRIAL burner ship- 
ments for the month of July totaled 
2,576 compared with 2,683 the pre- 
vious month—a decrease of 4% ac 
cording to the Market Research De 
partment, Oil-Heat Institute of Amer: 
ica, Inc., New York. 

The seven month total was 16,791 
compared to 17,545 last year, down 
slightly more than 4%. 

A breakdown of shipments for the 
month is as follows: 

Oil OibGas 


burners Burners 
HORIZONTAL ROTARIES 


24 and under 32 23 


Over 214 to 8 26 9 
Over 8 to 30 500 18 
Over 30 to 100 396 50 
Over 100 54 8 
Total Shipments 1,008 108 
GUN BURNERS 
Over 5 to 30. (1,272 69 
Over 30 37 5 
Total Shipments 1,309 74 


MECHANICAL ATOMIZING - 


30 and over 57 20 
TOTAL, ALL TYPES 2,374 202 


o, 
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Pennsylvania Farm market 
covered by Petroleum Study 


LATEST SURVEY by the research depart 
ment of Capper-Harman-Slocum, Inc, 
publishers of Pennsylvania Farmer, 
reviews fuel usage in the Pennsylvania 
petroleum market. 

Done in conjunction with the Mar 
keting Research Committee of the 
American Petroleum Institute, que’ 
tionnaires were mailed to the publica 
tion’s subscribers. 

Results of the survey show that 
55.8% of the farm families in the state 
use furnaces to heat their homes, that 
44.6% utilize heating stoves, space 
heaters or circulating heaters, and that 
2.6% have other heating equipmert. 
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CRANE 


uses Delavan Nozzles 
as Original Equipment 


It is significant that in designing and manufacturing the 
new Crane Sunnyday oil-fired, hot-water boiler, Crane 
chose Delavan Nozzles. In building and maintaining its 
enviable reputation in the home-heating industry, Crane has 
consistently used the finest materials and equipment. More 
than 120 other leading oil burner and furnace manufac- 
turers also rely on Delavan Nozzles to help them achieve 
top performance in their burners. 


Delavan Nozzles merit this con- 
tinued acceptance because their un- 
matched performance has _ been 
proved through years of use. They 
deliver the same uniform depend- 
ability—the same soft, quiet fires 
time after time—whether used as 
original equipment or as replace- 
ments. Advanced engineering, pre- 
cision manufacturing facilities and 
rigid inspection and testing lie be- 
hind every nozzle delivered by 
Delavan, Test them, try them, and 
you, too, will insist on the best... 
nozzles by Delavan. 


Write for Catalog No. 148B 





DEL 


Mlangactiurig Co 


WEST DES MOINES, IOWA 
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Type of fuel used for central heat- 
ing, it was discovered, put coal-wood 
in first place with 67.4%, followed by 
fueloil with 27.8%, natural gas at 
4.5%, LPG (from bottle) 1.3% and 
LPG (from tank) at 0.3%. 

Types of space heater fuel used 
show coal-wood at 65.4%, LPG total- 
ing 4.2%, natural gas 27.3%, fueloil 
7.0%, electricity 4.3% and other fuels 
4.0%. 

In reply to the question “Do you 
have a water heater in your home?”, 
78.1% answered in the affirmative. 


Water heater fuels used were elec- 
tricity with 57.8% of the market, coal- 
wood with 17.7%, natural gas at 
11.0%, fueloil 10.1%, LPG 7.1%, and 
others totaling 1.1%. 

In outbuildings such as barns, 42.7% 
replied that they have water heaters 
in such units. These heaters use the 
following type fuels: 86.4% electric- 
ity, 5.1% natural gas, 3.5% LPG, 2.9% 
coal-wood, and 2.2% fueloil. 

Concerning fueloil storage, 38.4% 
of the farmers have tanks handling 
from 151 to 400 gallons, 31.9% have 








Make 


factory mounted. 





Model SR-SH 


—SAVES FUEL— 





SILENY 


KORTH 
RIL HER, 


"Seal of Quality'' 
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THIS IS IT 


More Profit 
SELL KORTH NEW IMPROVED SHELL DESIGNED 
COMBUSTION HEAD OIL BURNERS 


@ Saves up to 25% on fuel oil bills. 
© Flame stability results in service-free operation. 


@ Equipped with all standard component 
parts including M-H delayed oil valve 


Start making more profit now. Send for new low 
prices and literature. 


ECKHART MFG.CO.,INC. 


UNION, NEW JERSEY 


Dragon Htg. Co., Ltd.—2110 Rue Clark, Montreal 
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WHILE BURNER 
13 OPERATING 


AT LOWEST PRICE. 
TRY ONE TODAY. 





Canadian Distributor 


































facilities to take over 700 gals., 21.4% 
run in 401 to 700 gallon class, while 
4.4% handle 71 to 150 gals. There are 
3.9% below the 71 gallon figure. 

Cwnership of fueloil storage was 
also considered. The tabulation shows 
that 95.7% of the farmers own their 
own facilities, that 3.9% have their 
storage on loan, while 0.9% rent their 
tanks or barrels. 


o, 
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Magazine for the Salesman 
now published in New York 


THE AMERICAN SALESMAN is the title 
of a new magazine, published in New 
York, dedicated to salesmanship as a 
profession. It is pointed at the im 
provement of selling techniques and, 
at the same time, to raise the salesman’s 
pride in his own profession. 

Keynote of the magazine is set in an 
opening article by Douglas H. McKay, 
secretary of the Interior who remarks, 
“We must never forget that unless we 
sell it, we don’t produce it, and our 
economy does not expand.” 

A 96-page, digest-size magazine, 
The American Salesman’s publisher is 
Michael Gore, and Dr. Frank Kingdon 
is editor. Sold by subscription only, 
either in multiples or individually, the 
new magazine may be obtained from 
The American Salesman, Inc., 49 W. 
57th St., New York 19, N. Y. Sub 


scriptions are $5 per year. 
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Central Heating on Rise 
in Europe, M-H reports 


A RECENT ANALYSIS made by the Min: 
neapolis-Honeywell Regulator Co. 
Minneapolis, Minn., indicates that 
centralized heating is on the up-swing 
in European countries outside of the 
Iron Curtain. 


C. B. Meech, manager of the firm's 
International Division, notes that Eng’ 
land, in particular, now constitutes an 
expanding oilburner market, even 
though the area for a long time has 
been accustomed to open fireplaces and 
what would be low temperatures by 
U. S. standards. 

Cited by ‘the report as “wellat 
vanced” in central heating were Swe’ 
den, Switzerland, and Belgium, and tt 
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Branded Product is Easier to Remember— 
| Easier to Sell ! 


One sure way to help boost your fuel oil sales 
is to sell a branded product...one that people 
know and trust. That’s Mobilheat! 


This well-known name is backed by 89 years 
of marketing and merchandising experience. 
With it you get sales helps of all kinds... 
proved plans and programs to help you meet 
and beat all competition. 


Make it warm for your customers—“hot” for 
your competition with Mobilheat! 


SOCONY MOBIL OIL COMPANY, INC. 
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was added that hot-water heating is 
widely utilized. In addition, the report 
noted that in Switzerland, where elec- 
tricity is cheap, there has been some 
use of electric heating. 

Hand-fired coal furnaces in French 
ind German. homes are being replaced 
by automatic heating units, and this is 
occurring rapidly enough to give indi- 
cations that these two nations may 
soon replace Sweden as the number one 
oilburner market abroad. In Italy, the 
chief trends have been toward oil and 
gas heating the report concluded. 


**Speak to the Earth” gives 
Background of oil Industry 


THE RECENTLY published book, “Speak 
to the Earth,” written by Max Miller, 
well-known author who was retained 
by the Petroleum Chemicals Division 
of E. I. du Pont de Nemours & Co. 
for this specific assignment, covers the 
general background and history of the 
oil industry. 

Aimed at explaining even the most 
technical operations of the industry, 
the book includes accounts of explora- 
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When you 
buy a Filter 
you are buying 


PROTECTION 





The “Best Buy” is the Filter 
that gives you the most 
PROTECTION 


There are many, Many more 


than any other make 
on the Oil Burners of America 
because Fulflo Quality 





means more protection 





PROTECT YOUR PROFITS 
WITH FULFLO FILTERS 


COMMERCIAL FILTERS CORPORATION 
MELROSE 76, MASSACHUSETTS 








tion, drilling, production, transporta- 
tion, refining, and marketing. In re. 
viewing the operations, Miller projects 
from the prehistoric to the future, 
through the means of an oil field trip, 

Author of the best seller, “I Cover 
the Waterfront,” this is Miller’s first 
book on petroleum. It is available from 
Appleton-Century-Crofts, Inc., 35 
West 32nd St., New York 1, N. Y,, 
for $3.75. 


}, 
“9 


Underwriters’ Laboratories 


publish heater Standards 


TWO NEW STANDARDS have been re 
cently published by Underwriters’ 
Laboratories, Inc., Northbrook, Ill, 
One covers oilfired air heaters and di- 
rect-fired heaters. The other is a stand 
ard for oilfired unit heaters. 

It is expected that all units labeled 
after August 15, 1956 will comply 
with the standards. The requirements 
are substantially those which have been 
in effect previously and published in 
the preliminary draft of December 
1952. 
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Michigan Refineries 
to combine Facilities 


THREE MICHIGAN REFINERIES——Leon 
ard Refineries, Inc., Alma; Mid-West 
Refineries, Inc., Grand Rapids and 
Alma; and Roosevelt Oil and Refining 
Corp., Mt. Pleasant—have agreed to 
combine the facilities of the three cor’ 
porations. 

The agreement, which is subject to 
approval by stockholders, involves the 
transfer of the assets of Mid-West and 
Roosevelt to Leonard in return for the 
issue of Leonard securities. 


o, 
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Canadian Underwriters 
revise tank Standards 


UNDERWRITERS LABORATORIES of Cat’ 
ada has published a completely revised 
Standard for Aboveground Tanks for 
Flammable Liquids dated August, 
1955 and effective immediately. 
Copies of the standard are available 
upon request from the organization, 
P. O. Box 38, Toronto 16, Ontario. 
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Horizontal Winter Air Conditioner — 
Part of Mueller Climatrol’s new, com- 
petitively-priced Suburbanaire line 
that also includes highboys, lowboys, 
and counter-flow units. Easily installed 
in attics, crawl spaces, cramped 
quarters. 100,000-Btu input. 











| " 
Lowboy Winter Air Conditioners — For bs 
basement installation. Wide range of sizes j : 
from 90,000 to 675,000 Btu input to meet 

every need. Cooling easily added. 








Combination Year-’round Air Conditioner 

—Compact—fits in closet, basement, 

or utility room. Heating unit, 100,000- 

Btu input. Cooling unit available in 

2-hp and 3hp sizes. You can install it 

as is, or you can install it as a 

furnace alone, but with cooling casing yy 

in place, ready to take refrigeration F Deluxe Companion Units — For all-season air conditioning, 

assembly later. Heating unit sizes are 80,000-, 100,000-, 125,000-, and 150,000- 
Btu input. Cooling unit is available in 2-hp, 3-hp, or 5-hp sizes, 
Heating and cooling units may be interchanged to suit any 
climate condition. 


There’s a Mueller Climatrol for any There are extra profits in 


size home, any system, any fuel the extra sales appeal of 


People want automatic heat — want it because 
it’s cleaner, more convenient. And Mueller 


€ 
Climatrol gives you everything it takes to make 
the sale — and win another satisfied customer: r j 
A complete line. A famous name. Advanced en- 


gineering. Quality construction. Smart styling. 


Automatic Heating 


Gas-fired Residential Boilers — For 
hot-water or steam heating and hot-water L Tt d 

supply. Sectional cast-iron construction. e us sen you 
Built for long life, fuel economy. A 
size to meet your exact needs. 


information on how 
Mueller Climatrol Incinerator — Another 


way to make the most of gas. Burns 


anything that will burn — and does it : | can help you enjoy more 


indoors, automatically, without smoke or 
Odor. 1.6-bushel capacity. No moving 


q Z % oy 
parts, no pipes to clog, nothing to wear 4 j | f 
out and wake noise. gee i j sa eS, more pro Its 


Write today to Mueller Climatrol, 
Dept. 1105, 2050 W. Oklahoma Ave., 
Milwaukee 15, Wisconsin 
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Readers | ee 


Q. I direct this letter to J. W. 
Schulz, technical editor, and would 
like a reply from him. 












As an avid reader of your work in 
FueLow & Om Heat, I find that I 
need your service. We have a number 
of McIlvaine and Marr oilburners 
which we service, but we find it very 
difficult to obtain parts for this equip- 
ment. Three of the Mcllvaines have 
burned-out pots, which of course re- 
quires replacement of the pots or the 
entire burners. We have been unable 
to obtain replacement pots. Could you 
please inform us of a source of replace- 
ment parts for these burners? We do 
not feel we can justly condemn these 











You make a warm friend when you switch to Sinclair SuperFlame® 


Fuel Oil — a friend to help you win many more friends. . 


customer good will. 


. by building 


Sinclair SuperFlame builds good will because it offers anti-rust pro- 
tection at no extra cost. SuperFlame contains Sinclair’s exclusive rust 
inhibitor, RD-119®. Used regularly, this top-quality fuel oil protects 
against rust-clogged filters and burner nozzles. Result:—fewer service 
calls and greater customer satisfaction. 


To build good will — and boost profits, switch to Sinclair SuperFlame 
Fuel Oil today. Write Sinclair Refining Co., 600 5th Ave., N. Y. 20, N. Y. 


SINCLAIR 
FUEL OIL with RD-119° 


$0 OMFFERENT — [TS PATENTED 








burners until we are sure we cannot 
obtain parts for them. 

A point of interest, which I feel is 
worth mentioning, is an article from 
the old magazine, AIR CONDITIONING 
& Om Heat, August 1941, entitled 
“Efficiency Charts Lie.” I do not know 
whether or not you wrote this. I have 
used it with great success, as we spe- 
cialize in modernizing old inefficient 
burners of the high-pressure gun type, 
If you have no knowledge of this arti- 
cle, please feel free to write me for it 
and I'll lend it to you. 

Another item of interest which you 
may be able to use concerns two con 
versions we made from gas to oil. The 
first was the removal of a ——— gas 
fired unit. High fuel bills was the rea- 
son. The yearly cost of gas on this 
job for heating only was $380. The 
year we installed the oil-heating set- 
up, gas rates were to go up 15% mak- 
ing his yearly potential gas cost (heat- 
ing only) $430. We installed a Burn: 
ham Pacemaker #13S (steam) fired 
by an Iron Fireman M-1 burner. The 
yearly cost of fueloil for the 1954-55 
heating season was $147.11! These gas 
costs apply to the company supplying 
suburban Philadelphia, namely the 
Philadelphia Electric Company. 


Gas to Oil Conversion 


The other gas-to-oil 
which we made also was in suburban 
Philadelphia. It concerned the removal 
of an old gas unit which had been 
costing the home owner $900 yearly 
for heat and hot water. We installed 
a 25” Smith steam boiler to provide 
heat and domestic hot water. A 2000 
Hayward high-pressure burner is firing 
the job. The cost of fueloil for the 
1954-55 heating season, including hot 
water for the entire year, amounted 
to $492.76. 

I hope that this information is iw 
teresting and useful to you, and I await 
replies to my questions in the first part 
of this letter. 


conversion 


B. H. J., Philadelphia 

A. Reply from J. W. Schulz: 
Delighted to read your extremely 
interesting and informative letter, MY 
big regret is that I cannot delight you 
in turn by informing of sources of te 
placement parts for old Marr and Me’ 
Ilvaine burners, the very mention of 
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Just between us — there’s a secret in Utility’s new Direct Drive Blower 
that gives you practically no-sound operation. These blowers are 

now equipped with neoprene hubs which isolate motor noise and 
vibration. A simple technique developed by Utility's fine engineering 
minds — it is included in all direct drive blowers at no advance in 

cost. The first to utilize this exceptional innovation, Utility is a leader 
in the kind of high speed production which permits quality 
performance at a quantity price. 


Let your customers in on it — Utility’s Direct Drive Blowers keep 

it quiet and offer many other exclusive features. They are adaptable 
to the manufacture of heating, cooling, refrigerating and ventilating 
equipment... require less space, have no unnecessary accessories 

and can be speed-controlled easily. Check Utility for blowers, blower 
Parts or any combination of parts — and discover for yourself... 


YOU CAN’T MATCH UTILITY FOR PRODUCT AND PRICE 


A Division of Utility Appliance Corp. 


UTILITY FAN CORPORATION 
911 East 59 Street, Los Angeles 1, California 





Producers of blowers and blower parts for original equipment 


Manufacturers. Manufacturers of heavy and standard duty blowers for heating, 


ait conditioning and ventilating installations. Write for catalogue data. 























. . . « Readers’ Problems 


which gives me nostalgia. But by the 
very token of these burners having 
been installed years and years ago, 
don’t they deserve replacement today 
by the modern burners which do so 
very well for such an expert as you? 

I can’t tell you where to obtain re- 
placement parts for these old Marr 
and Mecllvaine 


parts are available today, however, I 


burners burners. If 
am certain that some reader of FUEL- 
oIL & Or HEAT will inform us of the 
source of supply; [Il pass on the in- 
formation to you promptly. If no such 








OIL THRIFTY 


information comes in from readers, you 


can safely conclude you cannot obtain 
parts for these old burners. 

Then you should certainly put your 
best foot forward into strong efforts 
to replace the old fellows with mod- 
ern burners. After all, some of these 
old jobs were the Model “T” Fords 
of the oilburner industry. You should 
not be driving a patched-up Model 
“T” Ford instead of a modern car— 
your customers shouldn't either. Sell 
them on the idea that their oilburners 
should match their automobiles with 


R EVERY JOB! 








A Profitable Lines — all Guaranteed 


3 





Model GS-1 for quick servicing, quiet 





performance. New—low cost—wide 
range (.65 to 2.25 gph). Nine other 
sizes Herco high pressure burners— 
-75 to 20 gph. All equipped with 
Thrifti-Fier, individually fire tested. 





“Garden 


Spot” 
Burner Unit. 
tankless coil, packaged unit 
to furnish both heating and 
hot water needs for small, 


Boiler} / 
Low priced, | 


medium sized homes. Two 
sizes—510 and 640 sq. ft. 
of hot water radiation. 
Units ready to set in place 
and connect. Also: Com- 
mercial Hot Water Heaters. 
Four sizes—107 to 240 gph 
delivery. 








‘ 





HERCO OIL BURNER CORP., LANCASTER, PA., U.S.A. 
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“Stainless Heat” Warm Air 
Furnaces—60 to 150,000 BTU. 
For most any home, small 
building. Hides away in 6-7 
sq. ft. floor space. 5 models 
Lowboy Series; 3 models High- 
boy; 3 models Counterflow. 
Factory assembled. 


Model HLP-1 Low Pressure Burner. 
Burns only minimum amounts of oil 
required by small heating systems. 
No nozzle clog. Firing “dialed” 
(0.4-1.5 gph). 





respect to modern performance, safe. 
ty, dependability—and economywise 
modern oilburners surpass modern 
automobiles. 

As you well know, modern pressure 
burners of the atomizing type are 
vastly superior in efficiency to exceed- 
ingly old burners of the vaporizing 
type! 

Regarding the article “Efficiency 
Charts Lie’: Thank you much for 
calling this to my attention. I did not 
write it, but am familiar with it—of 
course we have all the old copies of 
Air ConpDiTIONING & O1L HEAT in our 
library here. Thus while I appreciate 
greatly your kind offer to lend me the 
article, I don’t have to take you up 
on it. 

In more recent years I did write 
an article along the same vein entitled 
“Which Kind of Efficiency?” which 
pointed out that from readings of 9% 
CO, and 650° F. stack temperature 
a serviceman concluded a certain in 
stallation was 58% efficient, a fueloil 
supplier said it was 87% efficient, and 
a combustion engineer pronounced it 
76% efficient. 


Overall Efficiency 


The article discussed “overall eff- 
ciency” in terms of heat output divided 
by heat input—evaporation test for 
steam boilers; “absorption efficiency” 
in terms of supposing that the stack 
loss is the only loss; and “preventable 
stack loss” basis, assuming it is not 
practical to have the stack tempera’ 
ture below a certain minimum or the 
CO, above a certain maximum. 

This article also covered the effects 
on actual efficiency of fireboxes built 
of heavy refractory material or light 
weight material that heats up rapidly. 
It also covered the drop in efficiency 
that results from needlessly short oil 
burner “on” periods—and the drop 
that results from having burners run 
few, not many, total hours on coldest 
days. As you know I've always 
preached saving fueloil by (a) avoid: 
ing exceedingly short oilburner “on” 
periods where these gain no advan’ 
tage, and (b) using the lowest gph 
firing rate that heats the house prop’ 
erly on coldest mornings. 

This article, “Which Kind of Eft 
ciency?”, has been reprinted in our 
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> specify Torrington AlRotors 
s of Torrington AlRotor blower wheels are 
1 our available in three general categories: 
ciate single wheel, double wheel, (illustrated) 
> the and the “X Type” double inlet wheel. 
1 up Sizes range from 1%” in diameter and 
56” in width to 11” in diameter and 
11t%” in width. Special spline, jaw, or 
ee: short hubs are also available. 
itled 
hich Torrington’s unusually broad product 
9% range and great manufacturing 
ture capacity can provide...quickly and 
1 in at low cost... the fan blade or blower 
cloil wheel that’s best suited to your 
d air-moving requirements. 
an 


Torrington also maintains a complete 
od it research and testing service to 
assist you in the solution of any 
design problem relating to air flow, 
sound or vibration. 

No one has had more experience in 
efh- the design and production of air 

ided impellers than Torrington. Nowhere 
else can your dollar buy so much in 

Fe terms of product quality and 
customer service. 
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MANUFACTURING COMPANY 
TORRINGTON. CONNECTICUT 
VAN NUYS, CALIFORNIA: OAKVILLE, ONTARIO 
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. Readers’ Problems 


book entitled “Heading Off Trouble 
in Domestic Oilheating.” 

Hearty congratulations on the final 
part of your letter, which deals with 
gas-to-oil conversions and resultant 
fuel savings! With a few thousand 
men in it as thorough and capable 
as you combustionwise, the fueloil and 
oilheating industries would fight gas 
heat much better! 

Your fuel saving figures are particu- 
larly interesting at this time because 
I have been studying an old, inefficient 
coal-designed boiler located in New 





Rochelle, N. Y., fired by an in-shot 
gas burner and using about $800 worth 
of gas yearly for heating only (gas 
used for water heating is not included 
in the $800). 

One contractor recommends an 
H. B. Smith boiler fired by a special- 
head pressure burner. Firebox would 
be beautifully designed and made of 
insulating firebrick. Stack temperature 
no higher than 425° F. or 450° F. 
would be expected on this steam job, 
COs, in neighborhood of 11Y%4%. 


For a normal winter and on this 


FUEL-TRON.. “3 


the amazing new product that 
REMOVES the CAUSE of 


FUEL OIL ‘TROUBLES ete’ _—— 





..-@ good PRODUCT for your customers 


FUEL-TRON really works . . 
cause it removes the cause of trouble 


in oil burners, tanks and lines. 


© Removes water and sludge 
¢ Prevents rust, corrosion 


* Keeps burners and tanks clean 


* Saves fuel and servicing 


GOOD PROFIT ¥= 


for the dealer! Pint 
Gol. 
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CHECK 
YOUR COST AND YOUR PROFIT 
To Case LIST Dealer Dealer j 
Price cost PROFIT 
sp" 1.19 ea. 17.14 11.42 
6.50 ea. 23.40 15.60 


PLUS 


FREE er on) ADVERTISING 


of dealer’s own choice! 


{ ' @ oo THIS CERTIFICATE, WORTH $1.50 
in advertising, is packed with every case of 
FUEL-TRON. Dealer may use it in either 
individual ads, or in combination with other 
items in his regular local advertising. 


Manufactured by 


RADIATOR SPECIALTY CO. 
1700 Dowd Road « Charlotte, N.C. 


In Canada: Radiator Specialty Co. Ltd., Toronto 








basis of greatly improved boiler eff. 
ciency, we are figuring that $325 
worth of fueloil should heat the house; 
yearly fueloil bill, including oil used 
for water heating, should not exceed 
$425. 


Q. I was frank enough with this 
burner owner, watching me service his 
machine, to tell him I didn’t have the 
new 1.35 gph nozzle his furnace needs, 
so I was installing a 1.0 nozzle and 
jacking up the atomizing pressure to 
150 lbs. 

By bad luck, the motor burned out 
within two weeks, before I got back 
with a 1.35 nozzle. Motor is 1/6 hp. 
Owner accuses me of burning out the 
motor overloading it, making pump 
work too hard, and wants me to pay 
for the motor damage. Would help me 
to see what you have to say—in print. 

H. V. O., Bethlehem, Pa. 

A. Raising the atomizing pressure 
from the usual 100 Ibs. to 150 Ibs., in 
this small pressure burner, would add 
but a microscopic amount to the work 
the 1/6 hp burner motor does, and 
could not possibly be the cause of the 
motor’s burning out. 

The motor definitely burned out for 
some other reason. Pressure burners of 
this size are terrifically overpowered 
when fitted with 1/6 hp motors— 
many of them have fuel-unit and blow 
er loads that can be handled by 1/20 
hp motors. You don’t increase these 
light loads by 25% when you increase 
the atomizing pressure from 100 to 
125 Ibs. 


Q. Could you give us names and 
addresses of manufacturers of com 
pressors, if possible for silent run 
ning, for capacities of 60 to 2,000 
cubic-feet-per-hour? It is thus not 
necessary that these devices are ‘com: 
pressor-pump units.” Many thanks 
in advance. 

T. M.A. E., Brusselles, Belgium 

A. The Fuller Company, Cata 
sauqua, Pa., very likely offers the type 
of equipment you have in mind. It 
makes blade-type rotary compressors 
which are suitable for pressures up t0 
125 psig; capacities up to 3,300 cfm. 
Also try to obtain information from 
Leiman Bros., t56 Christie St., New 
ark, N. J. 
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OKHEIM 


NEW PRESET HOW CONTROL/ 


Flow retards to smooth shut-off 
Full flow reduced to secondary flow of 11 
g-p.m. before final shut-off. 


Exclusive hydraulic valve control 
Both primary and secondary shut-off are 
accurately controlled by positive-action hy- 
draulic valves. 


Minimum time for secondary flow 
Operates at full flow delivery to within 
three seconds of final shut-off. 


Total pumping time reduced 
Stays on full flow longer—delivers same 
gallonage in shorter time than other two- 
stage meters of similar rated capacity. 


standout features 


40 g.p.m. capacity—standard 11” flanged 
inlet, outlet connections. 


Air separator with built-in strainer — 
eliminates all air from liquid. 


Positive piston displacement-type 
measuring unit. 


Veeder-Root Register and Totalizer; 
Ticket Printer optional, 


Exclusive, easier-to-operate, lever-type wheel 
settings on pre-set flow control register. 


Air separator inlet and strainer 
are reversible. 
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Model 635 meter features the same reliable metering 


mechanism made famous in Tokheim service station 
pumps PLUS The New Tokheim Pre-set Flow Control. 


Just set the gallonage desired and remain at the 
nozzle throughout the filling operation. Within three 
seconds of full delivery, flow will be decelerated to a 
gently cushioned stop. You eliminate hydraulic shock 
and slam shut-offs—save strain on pipe fittings and 


meter—prolong the operating life of your equipment. 


This meter and the new pre-set flow control are 
designed especially for tank trucks, bulk plants and 
industry...they bring a new degree of excellence 
to metering operations. See your Tokheim represen: 


tative today or write for literature and prices. 


General Products Division 


TOKHEIM CORPORATION 
DESIGNERS AND BUILDERS OF SUPERIOR EQUIPMENT 
1694 WABASH AVENUE SINCE 1901 FORT WAYNE 1, IND. 
Factory Branch: 1309 Howard St., San Francisco 3, California 
Canadian Distributor; H. Reeder, 205 Yonge Street, Toronto, Ontario 
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Industry Grouyas 


Activities of local and national in- 
dustry associations are reported month- 
ly in this department. Secretaries are 
invited to send reports of their Group's 


activities to the editor by the Sth. 


North Carolina Oil Jobbers have 


record Attendance at Meeting 


THE COMBINED fall and annual con- 
vention meeting of the North Caro- 


lina Oil Jobbers Association was held 
September 5-7 at Blowing Rock, N. C., 
and drew a record attendance. 

George D. McDaniel, Socony Mobil 
Oil Co., told the jobbers that suppliers 
hope and expect jobbers to conduct a 
profitable operation. The distributor 
should be alert to new markets, and 
should do everything he can to en- 
hance his local sales position. 

He said that oilmen in North Caro- 
lina had exceptional growth possibili- 
ties. He pointed out that from 1950 


GUARANTEED 
UNIFORMITY ! 








1. Every Tip individually tested for 
Spray Angle and Capacity — your 
guarantee of uniformity. 

2. Self-Centering internal assembly al- 
ways produces a balanced spray—No 
lopsided fires. 

3. Micro-Finish of Tip and Dise seats 
plus extremely close manufacturing 
tolerances insure accurate capacity 
control. 

4. Will handle any domestic oils cur- 
rently being supplied in the United 
States or Canada. 

5. Tip, Disc and Locknut are made of a 
High Chrome Stainless Steel for maxi- 
mum heat and wear resistance. 

6. Five different series available for 
producing various spray characteristics 
—all developed through hundreds of 
fire a in both Laboratory and Field 
work. 


WRITE FOR CATALOG "0" 


“24” & “48” Nozzle Boxes 


Don't jumble your nozzles 


“nuts and bolts" if you 
expect them to be usable. 
Carry them securely in these 
sturdy, compact steel boxes. 


FLAME MIRRORS 


Until you can see the flame 
you can't tell whether or 
not a burner is firing prop- 
erly! With a Monarch Flame 
Mirror you can see to check 
that the flame is balanced, 
the electrodes properly 
located, and that there 
is no flame impingement 
on the firebox or air cone. 


| loosely in your tool box like 
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DEALERS: Buy from your Monarch Jobber 


MFG. WORKS, INC. 


2503 E. ONTARIO ST., PHILADELPHIA 34, PA. 


Canadian Sales Agents 
2679 Danforth Ave 
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Except B.C 


Canadian General Filters Ltd... 
Toronto 13, Canada 








to 1953 fueloil consumption nationally 
has increased 33%; in North Caro 
lina the increase was 197%. He ad- 
vised the jobber to examine the fueloil 
market as a means to a more balanced 
and profitable year around operation, 

The oilheating market was discussed 
by Robert Gray, director, Oilheating 
Market Reports. The advertising com- 
mittee proposed that a 10 county fuel- 
oil promotion be carried out with a 
separate organization being set up to 
administer such a program. 

Other speakers at the meeting were 
Gilbert B. Dickey, Jr., president, Ten- 
nessee Oilmen’s Association, and Rob- 
ert A. Burch, traffic engineer with the 
North Carolina Highway Division. 

Officers elected for next year are as 
follows: Swannie D. Bryan, Bryan 
Cooper Oil Co., Raleigh, president; G. 
E. Maultsby, Maultsby Oil Co., Jack- 
sonville, vice president; and D. Worth 
Joyner, Joyner Oil Co., Rocky Mount, 
treasurer. Bert Bennett, Quality Oil 
Co., Winston-Salem; and Robert G. 
Hays, Central Distributing Co., Kan- 


napolis were elected directors. 


Boston Home Heat Council 
guarantees oilheating Jobs 


MEMBERS of the Boston Home Heat 
Council are participating in an insur’ 
ance plan, which guarantees to remove 
oilheating equipment from a custom 
er’s home if he is dissatisfied with the 
installation for any reason whatsoever. 
When such removal is made, the 
Council reimburses the dealer for his 
out-of-pocket costs so that the burner 
is guaranteed without question and the 
dealer is protected from actual mone 
tary loss. 

The Council, formed for the pur’ 
pose of promoting oilheating in the 
area, has passed the half way mark in 
its efforts to raise a $150,000 fund to 
advertise oilheating with billboards, 
radio spots and newspaper insertions. 


Chicago Oil Men hold fall 
Outing; Day at the Races 


THE CHICAGO Oil Men’s Club held 
their fall stag and golf party Septem 
ber 22 at the Elmhurst Country Club. 
Prizes were awarded. 

Earlier in the month, the group held 
its annual “Day at the Races.” 
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MPO 


PEERLESS Flowing Hot Water Heating Units provide the proper 
proportions of Radiant and Convected Heat for Steady auto- 
matically controlled heating comfort within the home. 


Engineered and Designed for ease of installation, Economy and 
Long life. Ultra Modern in style. Finished in a smooth two- 
toned baked green enamel for customer appeal and ease of 
cleaning. Available in De Luxe Extended or Flush jacket. 


Built-in Tankless Hot Water Coil (optional) Supplies an abun- 
dance of domestic hot water the year round. 


Peerless in addition to Oil Boilers also offers a complete line of 
Gas Fired Units from 70,000 B.T.U. to 5,520,000 B.T.U input. 
Packaged Series . . . Year ‘round series . . . Multiple Com- 
mercial and Industrial Series. 


Our expanding program still requires the appointment of a few select dealers. 
Write for complete information. 


THE PEERLESS HEATER CO. 


Model 
“TO” Series 


CAST IRON 
». BOILER 


Homes of all Sizes 


PEERLESS 


Super Water 
Tube Section 


Each section is single cored 
casting made of special 
analysis grey cast iron 
water filled tubes. These 
tubes have an engineered 
offset to force a twisting 
and turning of the hot 
gases. The design incor- 
porates 10 gas passages 
per section which break up 
the boiler water into small 
quantities for maximum 
heat absorption and 
economy. 























H BOYERTOWN, PENNSYLVANIA 


1908 
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. . « « Industry Groups 
New York Oil Heating Assn. 


plan October Promotion 
A SPECIAL advertising program to push 
the sale of specific oilheating items 
during the month of October has been 
planned by the New York Oil Heating 
Assn. The project has been put to- 
gether by Charles Laudor, the associa- 
tion’s director of public relations, 
working through ad agency executive, 
Gordon Baird. 

The initial presentation of the 
scheme to the local oilheating industry 


was made at a mass meeting held at 
New York’s Barbizon, Plaza hotel on 
the evening of September 13. 

Laudor and Baird believe that a good 
way to start a long range promotional 
program is with a strong first month 
designed to sell heating and water 
heating products through special offers, 
credit coupons and the like. 

Accordingly it is planned to run a 
heavy newspaper schedule in October 
issues of “The Daily News” and also 
use WPIX radio and television sta- 
tions. 








... the ultimate in 


WET HEAT 
package units 


YOU SELL HEALTH, COMFORT, 


CONVENIENCE and ECONOMY when 
YOU SELL THE 


“Béllehene ODYNATHERM 





The Bethlehem DYNATHERM is designed 





and constructed to provide all the heat a person 
needs to keep his home comfortable in the coldest 
weather ... operates economically . . . requires the 
least personal attention and a minimum of service 
—but—it offers even more than that... it helps 
to keep a person healthy too, because it radiates 
WET HEAT—the kind of heat proven by actual 
tests to be the Healthiest Heat Known! 





And—here's another big selling point for 
you: Savings up to 40% and even more have been 
reported after replacement of old oil burner (re- 
gardiess of make) with the Bethlehem DYNA- 
THERM! It's as automatic as your electric refrig- 
erator and costs little more, installed complete, 
than converting an old boiler! 


Wire or write immediately for full information ... 
and get started selling this outstanding Package 
Unit that offers everything your customers have been 
looking for in Healthful Heating. BIG PROFITS 


FOR YOU TOO! 





Shipped as complete as your 
refrigerator. 


Completely assembled and 
tested at the factory, thereby 
reducing installation cost, and 
assuring dependable service. 


Welded steel construction for 
permanence. 


Instantaneous domestic hot wa- 
ter if desired. 


Thoroughly insulated like a 
giant thermos bottle which as- 
sures minimum radiation and 
heat loss throughout the entire 
year. 


Beautifully finished duotone 
baked enamel cabinet. 


BETHLEHEM FOUNDRY & MACHINE COMPANY 


225 West Second Street e 


BETHLEHEM, PENNA. 











Fueloil distributors and oilheating 
dealers generally have been asked to 
support the first month’s special drive 
with contributions based on their an- 
nual dollar volume, ranging from a 
minimum of $100 for companies sell- 
ing less than a quarter million dollars 
up to a maximum of $1,250 for those 
with gross sales above one and three- 
quarter million dollars. 

Fred Heaney is president of the 
Assn. and Phil Schepp its executive 
secretary. 


I-B-R Guide on heat loss 
Calculations is published 


DESIGNED to answer questions and pro- 
vide information on accurate calcula’ 
tion of residential heat losses is the new 
I-B-R Guide, H-20, published recently 
by the Institute of Boiler and Radiator 
Manufacturers. 

This guide supplements previously 
published guides and contains pre- 
figured area and volume tables, all-in- 
one calculation forms, heat loss factors 
for any type of residential construc 
tion, and sections on unusual climate 
and temperature ‘conditions. 

Arthur L. Wales, 1-B-R technical 
secretary, prepared the guide, which 
attempts to answer in print the ques 
tions most commonly asked by install- 
ers during his five years of teaching 
heating techniques. It is planned to 
simplify heat loss calculations without 
loss of accuracy and to save time and 
effort. 

Priced at $1 a copy, the guide may 
be obtained from the Institute, 608 
5th Ave., New York 20. Included with 
each copy are consolidated calculation 
sheets, which may be used for any type 
of radiation—baseboards, radiators or 
convectors—and complete forms for 
estimates of materials. 





Plumbing, Heating Industries 
Bureau plan Chicago Meeting 


ACCORDING TO John H. Ewald, presi’ 
dent, the annual meeting of the 
Plumbing and Heating Industries Bu 
reau will be held at the Palmer House, 
Chicago, October 20. 

A film, “Publicity is a Tool of Bust 
ness,” will be shown. The meeting is 
open to manufacturers, contractors, 
and wholesalers. 
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You can prevent screen clogging, 
tank rusting and color breakdown with 
Monsanto’s fuel oil additives 


ORDINARY UNINHIBITED FUEL OIL SAME FUEL OIL WITH SANTOLENE H 





Gummy fuel oil sludge and sediment clog screen Screen remains clean after two-hour circulating pump 
after only two-hour circulating pump test. Result: test. Santolene H keeps burner parts working smoothly, 
oil burner parts operate less efficiently, causing more efficiently by preventing progressive polymer- 
eventual breakdown. ization of unstable elements in the oil. 


Santolene J Stabilizes Color 


Good fuel oils are made better with Monsanto’s _, aa 
fuel oil additives. i 
Refiner-distributor cooperation means satisfied 
customers... more profits. 
SANTOLENE H. In addition to alleviating sludge 
and sedimentation, Santolene H also: 
H In test, ordinary untreated fuel oil (left) 
Overcomes screen clogging. and the same fuel oil containing Santo- 
Eliminates fogging and line freeze-up caused lene J (right) were baked at 110° for 12 
b f ] i] t si days. Result: Fuel oil with Santolene J 
y fuel Oul-water emuisions. held original color and clarity; no sedi- 
Keeps burner parts clean. Surface action pre- ant ee ee 
vents particles from settling. For information on Santolene H, J, and 
Inhibits tank rust. Forms protective coat on F, write Organic Chemicals Division, 


MONSANTO CHEMICAL COMPANY, 
tank and other metal surfaces. Box 478-X-4, St. Louis I, Missouri. 


SANTOLENE J. A fine quality fuel oil additive de- 
signed to: 


@ Stabilize color. Prevent formation of color 4 
bodies. Vv 





@ Reduce sediment formation. Prevent agglom- # 

eration of insoluble color bodies. MOoNs ANTO 

@ Inhibit rust. Prevent formation of water haze | CHEMICALS ~ PLASTIca 

or stable emulsions. 
Santolene: Reg. U.S. Pat. Off. t 


SERVING INDUSTRY...WHICH SERVES:MANKIND 








. . « « Industry Groups 


Southern Maryland Division 
of State Association formed 


OIL HEAT ASSOCIATION of Maryland, 
Inc., Baltimore, on September 1 in- 
stalled the Southern Maryland Di- 
vision within the organization, as the 
third step in broadening participation 
and making the group a truly state- 
wide association. The new Division, 
with 11 fueloil dealers as members, 
represents approximately 90% of the 
dealers in Calvert, St. Mary’s, Charles 
and eastern Prince George Counties. 


There are no hidden contacts 
in Mercoid Controls—You can 
tell at a glance whether switch 


circuit is |ON- or PF 


MERCOID PYRATHERM 


SAFETY AND IGNITION 


Visible “On-Off” 
Sealed Mercury 
Contacts 


ELIMINATE GUESSWORK 


|. SAFETY SWITCH } 
2. IGNITION SWITCH 
3. MOTOR SWITCH » 


Mercoid 
Pyratherm 
provides 


Low line voltage protection 
Power failure protection 
Protection against flame or ignition failure 


Built-in low voltage thermostat circuit 
Positive ignition circuit control 





Jim Willis, Southern Maryland Oil 
Co., La Plata, was elected chairman; 
Jack Dyson, Dyson Oil Co., Waldorf, 
was named secretary and Harry Nor- 
Thrift Oil Co., Leonardtown, 
treasurer. 

Pat Clark, OHA executive secretary, 
has released a schedule of regular 
luncheon meetings for the rest of the 


ris 


b] 


year, as follows: 
October 11 Joint meeting with 
ouc during Oil Progress Week. 
November 14—Nominations of ofh- 
cers and directors for 1956. 








CONTROL 


FOR INTERMITTENT OR CONSTANT 
IGNITION BURNERS 





THE MERCOID CORPORATION 


4219 BELMONT AVENUE 


CHICAGO 41, ILLINOIS 
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December 13—Annual meeting for 
election and installation of new off- 
cers, along with reports of the Asso- 
ciation’s activities for 1955 and objec. 
tives for next year. 


Warm air Group invites dealer 
Participation in WHAM Program 
AS PART of its Warm Air Heating 
and Air Conditioning Modernization 
(WHAM) campaign, the National 
Warm Air Heating and Air Condi- 
tioning Association has invited all 
heating dealers to join in the program. 

For the benefit of dealers who do not 
receive the group’s bulletin, the Asso- 
ciation has listed six benefits which 
the heating dealer may derive from 
the campaign: 

1. Encourages immediate action, and 
when conducted during the off season, 
helps to equalize the low and high pe- 
riods of sales activity. 

2. Stimulates sales by making people 
more conscious of the advantages of 
modern comfort. 

3. Relieves tense competitive situa 
tions by creating more modernization 
sales. 

4. In relieving competitive situations, 
the price element becomes less impor: 
tant in making sales. 

5. Creates an appreciation for qual- 
ity system design and stresses the im 
portance of selecting the dealer. 

6. Gives consumers in local areas in 
formation which will aid them in exer’ 
cising good buying judgment. 


Basically, WHAM is a plan for a 
newspaper to devote at least one full 
page of space a week for a number of 
weeks to the promotion of warm aif 
heating and airconditioning. Heating 
dealers then place their advertisements 
on these pages to take advantage of the 








October 


1955 








fo 


M 


rin 


stre 
Str 
ma 
lay 


HC 
star 
ing 
req 


"y 
sive 
Fla: 
Elin 
con 













SPECIFICALLY...a better burner 


here specifically are the big 
reasons why the preference 
among oil burner men is... 


U. S.- CARLIN 







Advanced design and quality construc- 
tion throughout 


@ Consistently dependable performance 
Requires but a minimum of servicing 


Customer acceptance . .. attested to 
by tho ds of satisfied owners 





Manufactured by a progres- 
sive company, owned and 
operated by men emin- 
ently successful in the oil 


burner field. 
MODEL 400 S 


(Available 
for Flange 


Mounting) 





MOTOR—'% H. P. long hour, heavy-duty BUS BARS—Preformed phosphor bronze 
with safety overload control. Large bronze bus bars last a lifetime; no insulation to 
bearings. deteriorate, simplifies servicing. 


ELECTRODE INSULATCRS—extra-long, 
glazed porcelain. 


COUPLING—Universal type with rubber 
AIR TUBE—Steel with Shell High Tempera- center piece. 


ture Combustion Head and finned collar GRADE OF OIL—No. 2 Commercial Stand- 
ring for efficient air-oil mixture. ard CS. 12-48. 


TRANSFORMER—10,000 volt. Shielded 
to eliminate radio and TV interference. 





FAN—Precisely balanced. Mounted directly CONTROLS—Thermostat, Limit Control and 


on motor shaft. Stack Relay. with 4 T C H 








NOZZLE—Stainless steel. Hollow spray. CAPACITY AND ELECTRICAL The High Temperature (Shell) Combustion 
CHARACTERISTICS Head provides the nearest thing to perfect 
FUEL UNIT—Single-stage with built-in 115V-60 cycle—1725 R.P.M. combustion . . . makes possible fuel savings 
strainers and pressure regulating valve. 400S-1—0.50 to 0.75 G.P.H. up to 367%. With its highly efficient olr-oil 
Mialens comadts Ey a A 400S-2—0.75 to 1.75 G.P.H. mixture, it develops higher flame tempera- 
. paeny ORee gree » 400S-3—1.75 to 3.00 G.P.H tures than an ordinary burner, keeps heating 
maximum firing rate. Piped directly to de- 230V-50 cycle—1425 R.P.M. surfaces clean... both resulting in fuel 
layed-opening valve. 400$-1—9.50 to 0.75 G.P. i. economy. The High Ternperature Combus- 
400S-2—0.75 to 1.35 G.P.H. tion Head is foolproof in design, simplifying 
HOUSING—Cast iron. Machined to rigid or service and adjustments. 
Candards Perfected 0 |, | EEO SALTS AES 
ing assures most efficient air delivery and Min — 
required static pressure at burner head. Tube Length Min Max Floor Pe Tube Aver. 
MODEL | Width : ‘ Ship. 
‘ Lgth. Overall | Height Height to to o.D. We 
'VERNI-FLAME” CONTROL—an exclu- Nozzle Nozzle . 
sive development that provides Vernier — 
Flame adjustment with an ordinary wrench. 400S 10” 20%” 1914” 175%” 20%” 62” 9%” Ve” 94 Ibs. 
Eliminates “feathering”, gives a perfect — 
cone flame by turning adjustment screw. 400SE 18” 28%” 192” 17%” 2012” 6%” 9%” 4,” 





























interest that has been stimulated by 
Association-written articles. 
Additional information on WHAM, 
and organization suggestions, are avail- 
able from the Association at 640 Engi- 
neers Building, Cleveland 14, Ohio. 


oH! of Long Island forms 
standard code Committee 


WITH THE OBJECTIVE of establishing a 
standard code for the installation of 
oilburning equipment in Nassau and 
Suffolk Counties, the Oil Heat Insti- 








tute of Long Island has established a 
special committee which will cooper- 
ate with the National Fire Protection 
Association and others interested in 
safety requirements. 

Under the 


Krumenacker 


direction of Charles 
of Bedford Oil and 
Burner Service, the committee hopes 
to be able to present the code in its 
final form to every interested munici- 
pality in the two counties during 1956. 

According to Pat Caputo, president 
of the group, the promulgation of the 
code “is one of the most important 















If you've been shopping around for a 
boiler burner unit that features QUAL- 
ITY first, ECONOMY of operation and 
absolutely trouble free performance— 
then you owe it to yourself to see this 
V&E Down Draft, Steel, Water Tube 
Unit. People who know boilers—lead- 
ing engineers—install V&E Units in 
their own homes because they know 
that they are getting units whose 
every feature has been thought out 
and constructed by leaders in the in- 
dustry. Yes, as you will see in the 
report on Detailed Performance issued 
by one of the outstanding test labora- 
tories in the country — you just 
couldn't buy a better boiler burner 
unit than a V&E no matter how much 
you spent. 


Get the facts . . . and you'll sell a 
V&E and you'll be mighty glad you did! 


DOWN-DRAFT 
Water Tube Boilers 


[ CAPACITIES 


480-2320 sq. ft. stg. H.W. or 
equiv. steam (largest 55" 
high x 44" long x 22!/," wide) 





WATER TUBE BOILER 


Provides Aeat and Year 


Round Hot Water 





© FAST HEATING 
® NO PULSATION 
© HIGH EFFICIENCY 
e EASY TO CLEAN 
@ PRICED RIGHT 


V & E PRODUCTS, INC. 


Warehouses: 


SCHUYLKILL HAVEN, PA. 


BALTIMORE @ BUFFALO @ PHILADELPHIA @ SCHUYLKILL HAVEN @ LOWELL 


Phones: 


HO. 7-1444 GAR. 7300 


WAYNE 1625 


S.H. 122 GLEN 7749 
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immediate objectives” of the organiza- 
tion. “We stand ready at any time to 
cooperate with official bodies interested 
in public safety,” Caputo continued, 
“Like our campaign to keep the public 
informed on the necessity of using 
‘Type A’ flues, safe to use with any 
fuel, this new code will be designed 
primarily for the protection of the 
Long Island homeowner.” 


Oregon OHI holds statewide 
Meeting at Gearhart Hotel 


ANNUAL STATEWIDE MEETING of the 
Oregon OHI took place this year on 
September 16-18 at the Gearhart 
Hotel, Gearhart, Ore. 


Under the direction of Howard 
Hedrick of Astoria, the program in- 
cluded a group of business discussions 
of the “table topics” variety, with 
small groups participating and later 
relating to the general gathering their 
conclusions. 

Entertainment was highlighted by 
clam-digging and deep sea fishing par- 
ties and a golf tournament, followed 
by a banquet on Saturday evening, and 
the awarding of door prizes. 


ASHAE to study Noise from 
airconditioning Equipment 
THE AMERICAN Society of Heating and 
Air Conditioning Engineers’ Research 
Laboratory plans to start a study this 
fall on the noise created by aircondi 
tioning equipment. 

Endorsed by both the National As 
sociation of Fan Manufacturers and 
the Industrial Unit Heater Associa’ 
tion, immediate objective of the proj 
ect is the development of a basic 
method of sound measurement which 
can be adopted as a standard so that 
control of the noise can be organized 
on an engineering basis. 

Financial support for the program 
will be solicited from companies matv 
ufacturing fans, blowers, motors, com 
pressors, airconditioner units and other 
component parts such as ducts, fittings, 
and grilles. 

In addition to measuring the tech’ 
nique, the program, which is under 
the direction of Harold A. Lockhart, 
chairman of ASHAE’s Technical Ad 
visory Committee on Sound and Vr 
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THRUSH 


CIRCULATOR INSTALLATION 
OF HOT WATER HEAT 


New improvements, new developments by Thrush, year 
after year, for more than a quarter of a century, have helped 
simplify installation of hot water heat, reduced labor and im- 
proved efficiency while reducing the cost. Thrush has helped 
make possible today’s compact and efficient hot water heat. 


FORCED CIRCULATION ... 


Thrush Circulators, first developed nearly thirty years ago, provide 
the finest and most dependable means of forced circulation at low cost. 
This permits the use of smaller pipe, valves and fittings, and has improved 
tremendously the flexibility and efficiency of hot water heat. 


_ THRUSH FLOW CONTROL 
VALVE WITH AIR TUBE 


g 


AIR ELIMINATION... 


Forced circulation combined with flow control and automatic air 
elimination was the next great forward step. Thrush combines a simple, 
positive flow control valve with an air tube to lead air from boiler to Pressure 
Tank. One unit does the work of two. The automatic Thrush Air Vent Valve 
for radiators and haseboards is highly efficient and absolutely dependable. 


SIMPLIFIED PIPING ... EASIER BALANCING... 


Another Thrush development is the Manifold which eliminates extra 
fittings and labor ... improves piping design of radiant panel systems. Thrush 
Balancing Valves used in the return 
Manifold save time in balancing coils 
and assure better heating performance. 








Th 
EASY TO DRAIN SYSTEM... medio a 
Two other Thrush ideas simplify your work. 
The Thrush Pressure Tank has a built-in Vacuum 
Breaker that simplifies draining the system. The 
Thrush Tank Drain illustrated here accomplishes the 
same thing with older tanks ... easily, inexpensively. 
Ask for a Thrush Catalog showing these and many ; 
other time- and labor-saving devices. Z 


See your wholesaler for more 
information or write Dept. C-10 
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bration Control, seeks to determine 
the attenuation of sound in ducts, and 
regeneration of noise by turbulence 
in duct fittings and dampers. 

Among the members of the Advi- 
sory Committee which will guide the 
program are H. A. Lockhart, Bell & 
Gossett Co.; vice chairman A. F. Hub- 
bard, American Air Filter Co., Inc.; 
C. M. Ashley, Carrier Corp.; G. C. 
Kerr, Johns-Manville Sales Corp.; and 
T. A. Walters, American 
Corp. 


Blower 


Details for participation in the pro- 





4 out of 5 don’t make it 





gram may be obtained for the Director 
of Research, ASHAE Research Labora- 
tory, 7218 Euclid Ave., Cleveland 3, 
Ohio. 


NPA’s annual Meeting hears 
Petersen, Jennings, Radford 


MAIN TOPICS of discussion at the Na- 
tional Petroleum Association’s 53d 
Annual Meeting, Hotel Traymore, At- 
lantic City, N. J., September 14-16, 
included such subjects as business fore- 
casts, electronics, highway progress 





The history of the boiler manufacturing business shows that too many manu- 
facturers pass out of the picture in one way or another. This is bad for sincere 
dealers who don't want to be left with ‘‘orphan"’ equipment installed by them 


in their communities. 


It’s best to do business with a responsible manufacturer who is growing, and 
whose future is good because his history is good. 


That's why we invite good dealers to look us over. Check the design, the careful 
manufacturing, the best materials and accessories, and the excellent service 
that has enabled our boiler business to grow steadily. It doesn't cost you much 
to find out about us—a stamp, or a phone call, or a telegram. 


We grow because WE TREAT OUR CUSTOMERS 
AS WE WANT TO BE TREATED. You'll find out, 
when you discover how our prices will make 


you happy. 


“A Magic Heat Plan, applied to your troubles, 
will reduce them and swell your profits.”’ This 


can be a big year for you! 





MARIETTA METAL PRODUCTS 


549 North 63rd Street 
Philadelphia 31, Pa. 
GRanite 4-3076 


MARIETTA, 


President 


CORPORATION 


Box 66 
Marietta, Pa. 


P . 
os Marietta 6-3951 
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and national defense. Among the ma- 
jor speakers were T. S. Petersen, pres. 
ident, Standard Oil Co. of California: 
B. Brewster Jennings, chairman of the 
board, Socony-Mobil Oil Co.; and 
Admiral Arthur W. Radford, chair. 
man of the Joint Chiefs of Staff. 


Petersen spoke on “Highway Prog: 
ress and the gasoline Tax,” Jennings 
on “Progress through Competition or 
Stagnation through Regulation,” while 
Admiral Radford considered “Na- 
tional Defense.” 

Other speakers on the program in 
cluded Malcolm P. Ferguson, presi- 
dent of Bendix Aviation Corp.; and 
Dr. Heinz E. Luedicke, editor, the New 
York Journal of Commerce. A. W. 
Scott, president of Wolf’s Head Oil 
Refining Co., Oil City, Pa., and presi- 
dent of the NPA, presided at the gen- 
eral sessions. 


Expanded training Program 
continued by ont of Oregon 


FOUR MAIN TYPES of courses are to be 
offered during the coming year by the 
OHI of Oregon, Portland, in co-opera’ 
tion with Multnomah College. 

One is a Burner Service Technicians 
School, of the type presently being 
conducted at Multnomah College. The 
first of these will provide students with 
qualifications to enter the oilheating 
field as certified oilburner service tech’ 
nicians. The course covers 500 hours 
of instruction. 

Although the course will be offered 
next summer, if enough interest 1s 
shown, the group will conduct another 
school during the fall. A minimum of 
ten students is required, and tuition 
will be approximately $275. 


Aimed at the oil company’s office 
help, the second type of course known 
as the Basic Familiarization Course 1s 
less comprehensive and is designed to 
provide primary information about oil: 
burners. To be held one night a week 
for 18 weeks, tuition will be $35. 

A management seminar to cover 
basic fields of business management 
pertinent to the industry is the third 
type of school. Such subjects as credit, 
advertising and public relations, busi 
ness law, accounting and other phases 
of business opefation will be covered. 


This school also will run for one night 
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Install this profitable accessory 
on all gravity-type and power 
burners using up to 5 gph of 
No. 1 or 2% gph of No. 2 oil 


® Nothing ... absolutely nothing, beats 
clean fuel oil for assuring top burner effi- 
ciency! That’s why A-P Trap-It is standard 
equipment on so many heating installations. 


The Model 243 SY filters out water, gum, 
dirt and corrosive sludge .. . keeps burner 
flame clean at all times. 


Sell Trap-It as a part of your next heat- 
ing installation — you'll end many expen- 
sive call-backs and there’s a nice profit in 
it for you, too. 


wv 
DEPENDABLE (2020/1 





For Air ® Liquids © Gases ® Refrigerants 


Order from your wholesaler or write: 


a P CONTROLS CORPORATION 


2458 N. 32nd Street, MILWAUKEE 45, Wisconsin 
COOKSVILLE, Ontario 
For Export: 13 E. 40th Street, New York 16, N.Y., U.S.A. 


i 
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fo} TRAP-IT 






























rl > 
Remove two wing nuts. 


2. || Hold filter element under hot water 
for a few minutes to remove dirt and 
impurities. 


3. || Empty water and residue out of cup 


a || —— and re-assemble. 








NIJMEGEN, Holland 
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a week for 18 weeks with tuition at 
$25. 

Final school is a short, comprehen- 
sive special problems course for one 
night a week, 18 weeks in length, cov- 
ering special phases of burner serv- 
icing. 


Fred Beckwith suggests: Line 
leaking Tanks with Concrete 


IN A BULLETIN to members of the Oil- 
Heat Institute of New England, Fred 
N. Beckwith, executive secretary, sug’ 
gests a method for sealing the leaks in 
a 275 gal. storage tank, thus eliminat- 
ing the need for replacement. 

He explained that he had been 
watching the new method for some 
years and that to his knowledge, there 
had not been a single failure. A con- 
crete bottom (stone-lining) is installed 
in the tank. This seals any present 
leaks and is not affected by the corro- 
sive action of oil or water. 

Whereas the cost of replacing a tank 
will cost the customer from $60 to $90, 
stone lining including material and la- 


bor should cost the dealer $20 per 
tank. Beckwith pointed out that in the 
competition with natural gas, one of 
the “chains around the neck of oil 
heat” was the high cost of replacing 
leaky tanks. 


Central Supply Assn. to hold 
annual Meeting in Chicago 


THE PALMER HOUSE, Chicago, IIl., will 
be the scene of the 61st annual con- 
vention of the Central Supply Asso- 
ciation, on October 19-21. 

Using “Business Unlimited” as a 
theme, the meeting will feature work- 
shop sessions on “Group Insurance and 
Employee Relations,” “Trade Promo- 
tion,” “Warehouse and Materials 
Handling,” and “Office Efficiency.” 

The Thursday afternoon session, 
October 20, will be devoted to the 
plumbing and heating industry’s Trade 
Practice Rules, while Friday’s business 
will consist of discussions on sales, 
service, public relations, trade promo- 
tion, and over-all industry co-opera- 
tion. Speakers will be both professional 
and business men. 


Entertainment highlights include a 
“Get Acquainted Time” featuring an 
old-time saloon free lunch, a banquet 


and floor show. 

Registration fee for the Convention 
(including banquet) is $25, and regis. 
trations should be sent to J. H. Peery, 
secretary, Central Supply Association, 
221 North La Salle St., Chicago, 


Illinois. 


Distribution Division plans 
labor Practices Conference 


DISTRIBUTION DIVISION, Oil-Heat In- 
stitute of America, Inc., New York 
36, N. Y., has announced plans to co- 
sponsor with New York Oil Heating 
Association a Labor Negotiations and 
Practices Conference. It is to be held 
at New York University or Fordham 
University on or about October 1). 

Preliminary program schedules lead- 
ing labor lawyers, National Labor Re- 
lations Board and U. S. Government 
officials to discuss labor problems and 
personnel developments affecting the 
oilheating industry in the Middle At 
lantic area. 
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KMeemme® 


MICRO FUEL OIL FILTERS 


e Attractive New Packaging @ Lower Prices 
e Hi-Chrome and Brushed Zinc Plated 











line clogging. 


remains YOURS. 






Everything about these new Klemm Micro Fuel 
Oil Filters spells more profits for you. Still tops 
in all-round guaranteed performance; traps water 
and scientifically removes all foreign matter from 
every drop of fuel oil, eliminating nozzle and 


SEND FOR 1955-56 Catalog and new low prices 


CHEMISTONE Micro ELEMENT (not 
a ceramic). The replaceable Chemistone 
Element offers true depth filtration. . . 
practically no flow resistance. Chemistone 
is NOT interchangeable with any other 
type cartridge. The seasonal element re- 
placement business is YOURS and 











Division of 
KLEMM AUTOMOTIVE PRODUCTS COMPAN 
1722 North Damen-Avenue » Chicago 47, Illinois 
EXPORT: Guiterman Co., Inc., New York 4 
CANADA: Elgee, Ltd., Toronto 


October 


1955 








- 











nn 
ge 8 
. f  waMER ey 
ee 


ae 


bees 











profitable venture 
with WINKLER” 


You don’t have to be a big operator to start making 
money with the Winkler Direct Factory Franchise 


Clinton Cruelzow, partner in the Paper City Heating Company 
writes— 

“After servicing all makes of oil burners for about six years, 
I naturally found out which ones were the most trouble-free 
and made the home owners happiest. Therefore, in 1952 when 
Bob and I decided to go into the heating business, we chose 
Winkler. 

“The sales demonstration tools you have for the entire line of 
Winkler equipment is a virtual ‘gold mine’ of sales persuaders, 
enabling us to make larger and more consistent profits 12 
months of the year. These tools, along with the sales and 
engineering help of your District Sales Manager, have filled 
our files with testimonial letters from our customers. 


“Needless to say, we have no regrets in taking on the Winkler 
Direct Factory Franchise as we are always busy and what is 
more important, we have built our organization from 
scratch to a profitable venture!’’ 





"Homes easier to sell 
when equipped with 
WINKLER” 







Clinton Guelzow and Robert Treutel, 
partners in the Paper City Heating 
Company, Wisconsin Rapids, Wisc. 






















Be Waren at Toast ee 


bs 





V ” oa 


Robert Treutel shows why the Winkler LP Oil Burner has made economy records. 


Bernard Arnoldy of Tork Lumber Co., Wisconsin Rapids home builders, says— 
“With Winkler equipment we have greater flexibility in design and application. 
We find homes easier to sell at a greater profit when equipped with Winkler 
heating and air conditioning. Also we find customers more satisfied when occupy- 























eee Oil Burners... Stokers... Air 

















ing these Winklerized homes.” 


Oil, Coal, Gas-Fired Boilers and Furnaces ...Gas Conversion Burners 


WINKLER 


WRITE TODAY FOR DIRECT FACTORY FRANCHISE DETAILS 


STEWART-WARNER CORPORATION 


U. S. MACHINE DIVISION e Dept. H-105 « LEBANON, IND. 








Conditioners ... Water Heaters 
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HEATING EQUIPMENT | 
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Jersey Distributors to have 
service, installation Course 


1N COOPERATION with the Essex Coun- 
ty Vocational and Technical High 
School, the Fuel Oil Distributors As- 
sociation of New Jersey is sponsoring 
an Oil Burner Installation and Serv- 
ice school. 

Open to any person working in Es- 
sex County who is employed or has 
been recently employed during the 
day in the oilburner field or in related 
occupation, the course started on Oc- 


~ 


tober 3. 


SO MUCH VALUE at 
SO LITTLE COST! 


oe 
i 


THE 








‘“*‘METROPOLITAN’”’ 


The school offers the following nine 
courses: Basic Practices, Oilburner In- 
stallation, Oilburner Service, Ad- 
vanced Electrical Practices, Commer- 
cial and Industrial Boiler Installation, 
Commercial and Industrial Oilburner 
Installation, Commercial and Indus- 
trial Oilburner Service, Oilburner 
Fundamentals for Salesmen, and Oil- 
burner Installation and Service Prob- 
lems for Salesmen. 


There is no tuition for those residing 
or working in Essex County. Students 
outside of the county are charged $21 
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The base prices include 2 compartments, full skirting, 
top shrouding, electric or "Fluid Drive" reel, 125 
feet of I'/," hose. Rear or side installed equip- 
ment and variations in basic specifications available 
in all sizes on different make chassis. Other tank 
sizes and prices on request. Consideration given 
to all state and local requirements. 


TRADES ACCEPTED and TERMS ARRANGED 


300 LINCOLN AVE. 
HAwthorne 7-2100 - 01 - 02 


*Includes chassis, tank, pumping 
and metering equipment 
All prices include Fed. Tax. Tank prices on 


other make chassis and trailer prices with 
specifications on request. 


Send for FREE CATALOG FO . 





HAWTHORNE, N. J. 





per term for each class conducted two 
three-hour sessions per week. 


Long Island OHI to distribute 


credit Information and Decals 


AT THE AUGUST general meeting of the 
Oil Heat Institute of Long Island, 
(N. Y.) Inc., a credit plan involving 
an interchange of oil information was 
presented. Rates on the plan are 
worked out on a per truck basis. 

Truck decals also were shown. The 
decals are available to dealers contrib- 
uting to the organization’s advertising- 
promotion fund. 

A panel discussion on additives and 
inhibitors; tank openings; service con- 
tract coverage; and methods of repair 
and preventive maintenance was the 
feature of the September 27 meeting 
held in Babylon, N. Y. 


Western Mass. Group Plans 
Meeting with home Builders 


A JOINT MEETING of the Fuel Oil 
Council of Western Massachusetts 
and the Greater Springfield (Mass.) 
Home Builders has been tentatively 
set for October 20. A program featur: 
ing the advantages of oilheating has 
been scheduled, and a guest speaker 
will be provided. 

Earlier it was revealed that the Fuel 
Oil Council held its first annual out: 
ing on September 1, at Turner Park, 
East Longmeadow. In charge of ar’ 
rangements was Jim Grimaldi, chair 
man, assisted by Mrs. Helen Choui- 
nard, Miss Mae Davis, Al Rubin, Dick 
Murphy, and Leo Burgess. 


South Jersey Fuel Merchants 
organize management School 


AT A MEETING in Clementon, N. J., 
Sept. 13, members of the South Jersey 
Fuel Merchants Association heard 
Carl Williams, chairman of the Fuel’ 
oil Committee, describe the Manage’ 
ment School, starting October 5. 

The school, sponsored by the Asso 
ciation for its members, is held at the 
Camden County Vocational High 
School. 

Andy Peak, chairman of the 38th 


(Please turn to page 146) 
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FOR ASPHALT, RESINS 
AND SIMILAR PRODUCTS 


VALVE 





NEW HI-STRENGTH 


PHILADELPHIA VALVES 


CAN BE FREED 


WITH A 36-INCH WRENCH 


WITHOUT DAMAGING 


THE VALVES 








There are no weak links, no screw exerts a force of 48.0004 


pins that will shear, no threads on the disc, either to open it 


that will strip or shafts that or close it—a force which will 


will twist off, nor any other break loose any product that 


part that will fail under severe has solidified. All parts are 


load conditions. made of steel or manganese 


This valve was designed so bronze with alloy steel bolts. 


that if the product solidifies it A self-tightening stuffing box 


can be broken loose without is provided at the top. 


ruining the valve. Two men In spite of all these features, 


pulling with a force of LOO# there is no unnecessary metal 


each at the end of a36” wrench and weight in these valves. 


on the square hub on the wheel Specify Philadelphia Valves on 
New Hi-Strength Philadelphia Valves 
are made in 4” and 6” sizes for either 
Under these conditions the internal or external installation. your troubles. 


will not damage the valve. your next asphalt tank and end 


PHILADELPHIA VALVE COMPANY 


ARAMINGO AVENUE AND EAST TIOGA STREET, PHILADELPHIA 34, PA. 


Pacific Coast Distributors: 


Oil Marketing Equipment Company, 325 Fremont Street, San Francisco 5, California 
Howard Supply Company, 5125 Santa Fe Avenue Los Angeles 11, California 


Frieloil & 127 
Miter 








-Spr-Roi-Fin 


BASEBOARD RADIATION 


Quality... 


at competitive prices _ 






® APPEARANCE — Second to None 

® EASY INSTALLATION — No Cufting 
SUPER-FIN ELEMENT — Original & *Patented 
INDIVIDUAL PACKAGING — No waste 


ASSEMBLED UNITS — Lower labor cost 
IDEAL CRADLE HANGERS — No noise 
WHITE FINISH — No painting required 
CONTROLLED HEAT — Damper “slips-in”’ 


Efficiency plus Appearance 


Heating Contractors, Architects and Home Owners 
can now have this deluxe, forced hot-water heating 
system, designed and built to the highest standards 
of efficiency and appearance, plus simplicity of in- 
~ a ua stallation without the 
penalty of high cost. 


@ NEW 


















COVER ASSEMBLY 


Ideal for Kitchens and 
Baths — they fit into the 
picture of todays sparkling 
new interiors perfectly. 


Canadian Distributors 


T. L. Livingston & Sons, Ltd. 
73 Main Street, East 
Hamilton, Ontario 


write, wire or phone 
for complete information! 


a) SPI-ROL-FIN corr. 


— 133 GREENWOOD AVENUE PEQUANNOCK, NEW JERSEY 
Ont 
Telephone TERHUNE 5-3352 
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New Products 


Each New Products item has an identifying number. 
If you want more information on any equipment described 
here send the coupon on page 144 to FuELoI & On 
HEAT, 2 West 45th St., New York 36, N. Y., and 
identify the product by circling its number on the coupon. 


Bethlehemite gun Burner 
available in two Models 


BETHLEMITE gun burners, described as low in cost and 


high in operating efficiency, are available in two models: 


Model X-1, firing 
from 0.75 to 1.35 
gph and Model 
X-2, 1.4 to 2.0 
gph. These pre- 
cision-built mod- 
els feature a Beth- 
lehem casting 
burner housing 
that minimizes 
flame roar and vi- 
bration. 

The Bethle- 


hemite incorporates a simplified design to make service 





| easy and conceals all vital parts to prevent accidental dam- 
| age. The burner’s diffuser vanes have been designed scien 





tifically to produce turbulence of the oil and air mixture for 
improved combustion. 

Made by: The Bethlehem Foundry & Machine Co., 
Bethlehem, Pa. 


Circle El on coupon, page 144 


B & G liquid flow Indicator 


for balancing water Systems 


BELL & GOSSETT’s Thermoflo Balancer, liquid flow indi 
cator, has been designed for balancing warm water heating 
and chilled water 
cooling systems. 
It indicates water 
flow rate through 
a circuit up to 10 
gpm, has a built- 
in valve to adjust 
the flow rate and a visible thermometer. 
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ANOTHER HEATING 
PROBLEM SOLVED FOR YOU BY TACO... 



















Inside the rugged one-piece cast iron TACO Air-Scoop 
are three perfectly engineered baffles — fins spaced with 
precision to knife hot water, thereby liberating air for swift 
removal. This exclusive baffling action removes cir before it 
enters the system, assuring noiseless, trouble-free operation. 
. It pays in customer satisfaction — no costly call-backs — 
to always install the TACO Air-Scoop on every hot water 
heating installation. 


Manufactyred Under Rigid Quality Control 


See Your Wholesaler or Write 


TACO HEATERS, Incorporated 





1160 Cranston Street Cranston 9, Rhode Island 
CORPORATE OFFICE IN CANADA 
342 Madison Avenue Taco Heaters of Canada, Ltd. 
New York 17, New York 4 Gilead Place, Toronto 2 
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with combination 


/VENTALARM “GAUGE 


Underwriters’ Approved 


The famous whistling tank fill signal and 
easy reading gauge in one money-saving 
unit. Goes on tank as integral part of 
vent pipe. Signal case takes the place 
and saves cost of reducer bushing. One 
less tank opening needed. One item to 
install instead of three. 





Specify tank depth and opening 
when ordering. 












“BUTTON-LIFT” 
INSTALLATION 


Lifting the button indicator 
draws cork arm up close to main 
shaft for easy installation 
even in partly filled tanks. 


Underwriters’ Approved 
A modern convenience in every way. 
Big figures, adjustable face, jam-proof 
lever arm, cork float. Accurate serv- 
ice-free operation. 


Specify tank depth when ordering. 





and the famous 


VENTALARM 


7m. GEG U.S. PAT. OFF 


WHISTLING TANK FILL SIGNAL 


Accurate fuel oil delivery without 





home entry. Truly automatic fills for 
the householder. Makes oil supply as 
clean and convenient as any other fuel. 





A variety of models for 
new and old tanks. 













Scully Products are manufactured under U.S. 


and foreign patents or patents pending. “Just fill while 


the whistle blows.” 







See your regular Supply House. 


SCULLY SIGNAL COMPANY 


MB, 


































New Products 


| Designed for installation in each circuit or zone, Thermo- 


flo units can be adjusted with a screwdriver. Available at 
present only in 1” IPs size, the balancers can be adapted 
to %”, 144” and 1Y2” pipes by bushing. 
Made by: The Bell & Gossett Co., Morton Grove, II], 
Circle E2 on coupon, page 144 


Dominion boiler cleanout Kit has 
purge and neutralizer Capsules 


DOMINION boiler cleanout kit for steam or hot water heat- 
ing boilers uses three capsules for the complete job of 
cleaning metal 
parts of rust, scale 
and _— corrosion. 
Each kit contains 
cwo yellow purge 
and one neutral- 
izer capsule, for 
boilers —_ holding 
from 16 to 100 
gals. of water. Kits include instructions and a tag to be 
affixed to the boiler. 

Cleaning consists of inserting the two purge capsules 
through the safety valve or other convenient boiler open- 
ing, bringing the boiler water temperature to the boiling 
point for 30 minutes, draining and flushing the boiler and 
adding the neutralizer capsule after refilling. Subsequent 
boiler water conditioning can be accomplished with 
‘““Handy-Kaps” capsules. 

Made by: Dominion Poly-Products Corp., 
St., New York 36, N. Y. 

Circle E3 on coupon, page 144 
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Winkler oilfired cast-iron Boiler 
features water base Construction 


NEW WINKLER cast-iron boiler, available with high or low 
pressure oilburner, offers capacities from 300 to 750 sq. 


ee 


ft. of steam, 555 to 1340 sq. 
ft. 
section ‘is a One-piece casting 
consisting of five horizontal, 
offset, water-filled tubes. Pas- 
sages are both vertical and 
horizontal, with heating areas 
increased by full water base 


of water radiation. Each 


construction of each section, 
which surrounds the combus- 











tion area completely. 

A water coil consists of YW” 
copper tubing, containing up to 30 ft. of tubing, plus more 
than 4000 heat absorbing fins. Boiler casing is insulated 
with glass wool and the unit is raised 34” off the floor to 
allow free air circulation underneath. Controls are mounted 





inside the burner enclosure. 
Made by: U. S. Machine Div., Stewart-Warner Co7p., 

Lebanon, Ind. 

Circle E5 on coupon, page 144 

















THERE'S more than meets the eye on this “new look” at Standard 
Oil of Ohio! 

There’s more work... greater efficiency . . . because these 
handsome, new Whites are really tailored to the exact work they 
do in delivering Sohio products. 

Payloads were substantially boosted through creative engineer- 
ing and by utilizing the exclusive design advantage of the White 
3000. Exact truck specifications were developed to get maximum 
usefulness on the job... rugged six-wheelers for the big fuel oil 
loads ... big payload tankers for heavier tractor service. 

It's a new look that really pays off. Why don't you critically ex- 
amine your own truck operations this same way. Call in your White 
Representative. He'll be glad to work with you! 


THE WHITE MOTOR COMPANY ©® Cleveland 1, Ohio 





FOR MORE THAN 50 YEARS THE GREATEST 
NAME IN TRUCKS 






















































. . « « New Products 





Refinements improve Operation 





t ° 

Automatic Draft Control with | of Scully's 3-D electrode Kit 

Full Protection at All Vital Points! IMPROVEMENTS incorporated in the Scully 3-D electrode 
Cony y ' kit facilitate even more the making of fast, accurate ojl- 


burner electrode settings. The 
kit, complete with gauge and 
special electrode benders, is 
available as a compact unit in 
a leatherette, snap-button 
case. 

a Vertical lines have been 
Pending added to the gauge itself to 
provide a choice of settings 
by inch measurement as well 


Think of it! A draft control that’s absolutely impreg- | as by degree angles. Also, a [re 
nable to soot, carbon, corrosion and dust... one that will = Jarge brass knob has been . 
give years of accurate, trouble- free service in spite of the 
most adverse operating conditions! The new Walker added to permit easy and 
ROYAL PURPLE model is the first—and only—draft con- positive positioning of the gauge on the burner nozzle. 

















trol with positive, all-point protection. These revolutionary 
improvements can’t be copied or duplicated —they’re ex- Made by: Scully Signal Co., 174 Green St., Melrose 76, 
clusively Walker because of pending patents. Mass. 


The er ne of the Philadelphia Show Circle E6 on coupon, page 144 


My) 


a INSIDE ESTORY 

“The weight adjustment t 
assembly on the ROYAL | 
PURPLE model is sealed | 
in by a protective hous- 
ing which keeps mechan- 
ism absolutely free from 
dirt deposits. Unre- 
touched photo at right 
shows back of vane and 
housing after more than 
a year’s service. Cut- 
away shows spotless con- 
dition of sealed-in weight 


adjustment assembly. operating parts assure ease of : ‘ 
‘Clean, corrosion-free adjustment at any time. economy of operation and trouble-free maintenance. They 


This front view of an actual installation are shipped with long-hour, heavy-duty motors with built 
shows location of pivot pins which control ; least cathe si aa 1 ane 
vane movement. Notice how they are In Overload protector, an easily-adjusted air control an 
located on front face of damper and set 
back, away from edge. Box-type hinges 
completely seal delicate knife-edge pivots, 
keeping them clean and sensitive even after 
years and years of service. 

For complete details on this sensational 
new development in draft control, see your 


jobber or write Walker Manufacturing and N-E Hite Pump and Tank-N-Kontrol ‘ 
Sales Corporation. | Unit for oil lifting Operations 


Another Outstanding Walker Development N-E HITE PUMP and Tank-N-Kontrol unit consists of a 


adhd TOP CHIMNEY CAP | pump and wall tank for oil lifting in connection with over’ 


Ideal for both heating (gas, oil or 
coal) and ventilating applications. ar ae 
Directional vane keeps throat of vent applications. The pump, with its motor 
msn Pig —> omg draft unit, is mounted near the storage tank 
control. Sloping-throat design prevents __ : eT : 
bark dehie aad extaslle incseansdeak | ** long as the vertical lift does not ex 
effectiveness od constricting it as it | ceed 15 ft. Oil discharge can be at any 
passes over chimney opening. Unit | ,;... 7 . . 
rotates on a friction-free, hardened- distance and height, with the it 
steel ball bearing. Pivot is also of | factory-set for 44 ft. vertical height. 
hardened steel to assure lifetime opera- | 
tion. Ring guide bearing in pivot post 





Auburn Series of Burners equipped 
with Shell or Economaster Heads 


AUBURN BURNER has announced a series of gun type burn 

ers, equipped with either Shell designed or Economaster 

| combustion heads. The entire series ranges in capacity from 

ors gph for the smallest up to a maximum of 20 gph for 

_ the largest size, intended for commercial-industrial appli- 
cations. 

The entire line features simplicity of design aimed at 








may be furnished with base or flange mounting. 
Made by: Auburn Burner Co., Auburn, Ind. 
Circle E7 on coupon, page 144 








head heater installations and similar 














Pumps for greater height can be fur’ , 


keeps cap absolutely perpendicular— | nished. 
doesn’t sag or lean. Streamlined design | 
is both attractive and functional—a | Pump motor is % hp, with built-in : ON FLOOR OR 


1 WE HITE PUMP 


| BRACKET 
combination which makes it a favorite | overload: pump inlet and outlet is 4” eu eis 
with today’s architects. | 


female IPT; base is cast-aluminum alloy; (woes ow 


ne Manufacturing YMC M  pump capacity is 36 gph. 2 


1750 Penn St. St. Joseph, Mo. | The Tank-n-Kontrol automatically maintains a constant 





, 
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‘om Tell your customers you are “Mr. B’’—the man to 

for see for BRYANT quality equipment. Focus the full power 






























pli- of national ads, etc. on your business, your profits! 
. at 
hey 
Lilt 
’ lb © % WM ¥ P 
(AUTHORIZED BRYANT HOME COMFORT DEALER) 
Only “Mr. B”’—the Bryant Home Comfort Dealer—has all 8 of 
these selling assets to build his business BIG: 
ns 1. A name customers know and want 
2. The most complete line of automatic 
fa heating, air conditioning, water heatin 
g g g 
rer’ 3. Quality equipment for every market 
4. Exceptional distributor service 
5. Professional sales training 
M 6. Personalized selling tools for you 
7. National advertising featuring you 
— 8. Co-op “Mr. B” ads for local papers 






For bigger profits now, for a secure and prosperous future—sce your 
Bryant Distributor. Ask him about Bryant’s big ‘“‘Mr. B”’ action 
program, and how it can make sales and money for you! 


® 
AUTOMATIC HEATING 
AIR CONDITIONING 
WATER HEATING 









don’t let LACK OF 


HUMIDITY spoil 


your heating jobs! 


vee AUTO-VENT 


AUTOMATIC HUMIDIFIER 


on low pressure steam systems 


"IT VENTS AS IT HUMIDIFIES" 


Discharges one pint of water vapor per hour 
at one lb, steam pressure—sufficient humidity 
for 2,000 cu. ft. of space. Easily regulated— 
quiet in operation. To install, merely remove 


air valve and screw in AUTO-VENT. 








No. 95 AUTO-VENT 
installed on steam 
radiator in place of 
the usual air valve. 


Made entirely from non-ferrous metals— 
lasts indefinitely. Thousands now in use giving 
perfect satisfaction. 


xk * 


on hot water or 


steam radiators use 


Of Faithful 





34 OL’ 


FAITHFUL in 


A U T O M A T | Cc ae on hot water ieee. 


HUMIDIFIER 


Equipped with patented copper 





bound, corrugated evaporators Use our 

which vaporize as much as I!/2 gal. CONVECTOR 
of water daily at hot water radiator Automatic 
temperature of 130° — capacities Humidifier 


20% greater on steam radiators. 
Constant water line automatically 
maintained. Easily installed. 


for Concealed Convec- 
tor Hot Water, Steam 
or Vapor Radiators. De- 
signed to fill the de- 
mand for ample humidi- 
fication where con- 
cealed convector radia- 
tors are used. Made in 
10 sizes. 


Supply water can be taken di- 
rectly from hot water radiator, or 
on steam radiator from nearest 
water line. Made in three sizes: 
18", 24" and 36" lengths. Fur- 


nished complete as shown. 











x k * 


Maid-O'-Mist are also manufacturers of Convector Humidifiers for 
all types of Warm Air Furnaces . . . conventional, counter flow and 
year around air conditioning units. Write today for literature on 
entire MAID-O'-MIST line. 


MAI D-O’-MIST, Inc. 


3217 NORTH PULASKI ROAD 
CHICAGO 4I, ILLINOIS 


——— 
HEATING SPECIALTIES 
_ na 
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. . « « New Products 


oil level in the feed tank, which has a capacity of 5.3 gals 
Two heavy duty mercury switches operate the unit auto- 


matically. A main set of floats maintains oil level in the 
tank and stops the pump if the feed line is broken or if 
the storage tank runs dry. A separate set of floats stops 


the pump in case the main set fails to cut off at high level, 


No return line is used, pump is self-priming and needs no 


overflow line. 
Made by: N. E. Hite Mfg. Co., 303 N. Elizabeth St, 
Chicago 7, Ill. 


Circle E8 on coupon, page 144 


Desludgit Additive for heavy Fueloil 
available for thirty Day free Trial 

DESLUDGIT, additive for heavy fueloil announced by Stew. 
art-Hall, is offered to prospective customers on a 30 day 
free trial basis. g es 
For use with Nos. 
4, 5 or 6 oils, the 
compound is non 
corrosive and 
non-explosive, has 
a flash point of 
206° Ff. 
certified by the 
U. §&. Coast mA 
Guard. It is designed to break up water gels, dissolve sludge 
and emulsify water in the oil. 

A Desludgit demonstration kit, illustrated, is available 
for testing and comparison purposes. 

Made by: Stewart-Hall Chemical Corp., P. O. Box 66F, 
Fleetwood Station, Mt. Vernon, N. Y. 


Circle E9 on coupon, page 144 


and is 


Air Scoop on Florite permits 
Readings on ceiling Diffusers 


THROAT VELOCITIES on ceiling air diffusers are obtained 
more easily with a new Florite velocity meter, which has 
an “Air Scoop” 
inlet to fit both 
circular and 
square diffusers. 
Readings are ob- 
tained by holding 
the open end of 
the scoop against 
the diffuser out- 
let. Range of the 
instrument is 0 to 
2500 fpm. 

Florite instruments have been designed specifically t 
provide readings at each outlet of an air duct system t0 
insure delivery of specified volume at each outlet and facil 
tate balancing. 

Made by: Bacharach Industrial Instrument Co., 730! 
Penn Ave., Pittsburgh 8, Pa. , 


Circle E10 on coupon, page 144 
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It’s As Easy As ‘‘1-2-3’’ To 
nstall Penn Combination 
Fan and Limit Contro 


Ips 
el, 
no 








Cut 14” power element hole. Drill 2 mounting holes, Insert power elements and hook slots in control case 
able 1 using asbestos seal as template. Start mounting screws 2 @ under screw heads, then tighten screws. 
through bracket. 
56F, 
Easier and faster to install ... even in cramped quarters 
or in poor lighting . . . it isn’t necessary to mount the 
Series 520 in a level or vertical position! But that’s 
just part of the story. 
. Penn combination fan and limit controls are designed 
- for low, line or millivoltage service ... at no extra cost. 
| has 


Penn’s superiority is recognized by customers, too. 
They know Penn controls mean healthful comfort. 
i They know the Penn name means accurate and depend- 

able operation. It’s the kind of dependability that elim- 
inates, for you, those costly service call-backs. 


On your next heating job, specify Penn controls... 
they cost no more! Penn furnace controls are also avail- 





able in single units . . . for fan only, or limit only. Be 
sure to ask your burner manufacturer or wholesaler for 
Penn heating controls. Penn Controls, Inc., Goshen, Ind. 


Place control cover in position and secure 2 retaining 
@ screws. That’s all you do... it’s simple and fast. 


ly to 
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AUTOMATIC CONTROLS 


FOR HEATING, REFRIGERATION, AIR CONDITIONING, GAS APPLIANCES, PUMPS, AIR COMPRESSORS, ENGINES 














Here’s one example of 
what Premier’s new Spic- 
Span gives you: 3 times 
more filtering area in 
standard size filter! 
Money-saving result: 
Motor lasts much longer, 
air flow stays stronger, 4 
and filter doesn’t have to | 
be cleaned so often. At ¥ 
last,amachine that meets 4 
the demands of long- 3 
time furnace cleaning 
men at low, low cost! } 
Remember: this is only { 
one feature of Premier’s 4 
new Spic-Span. It would ; 
pay you to know all the » 
features. Compare Pre- 
mier’s specifications with 
any other’s. (Our specs. 
are honest-to-gosh true.) 
For your own best ad- 
vantage, write for all the 
details NOW! 


Premier 908F — Still the 
most popular and the 
most praised of all. Has 
the working guts and 
rugged construction for 
heaviest of heavy-duty 
jobs. If there is one furnace 
and boiler cleaner you 
should know all about, 
this is it! Write Now! 





Both Premier ‘machines listed by Underwriters’ Labora- : 
tories and Canadian Standards Association. 
the premier company 


755 Woodlawn Ave., St. Paul 1, Minnesota 
35 Gerrard St. West, Toronto 2, Canada 














r The PREMIER Company 

| 755 Woodlawn Ave., St. Paul 1, Minnesota 

i Please send me more information on your [] Spic- 

i Span; [] Old Reliable. 

I NAME 

1 Firm 

; ADDRESS. 

jay STATE , 
136 








. New Products 


Perfection Industries cooling Units 
include home and commercial Models 


FIRST MODELS of Perfection’s cooling units include 2 and 3 
ton residential and commercial manele, either air or water. 
cooled. Residen- — 
tial models use a 


centrifugal type 
blower, commer- 
cial units have 


propeller -type 
fans. Remote con- 
denser sections of 
air-cooled models 
are connected to 
the evaporator by 
copper tubing and 
quick disconnect fittings and the hermetically-sealed coils 
have quick disconnects at each end. 

All the units, which use Freon 22 as the refrigerant, are 
shipped completely wired, with installation requiring only 
connection of a 230 volt line and running thermostat and 
transformer lines to the unit. Any of the units may be 
used for cooling alone or can be connected to forced warm 
air heating systems. Installation flexibility permits attach 
ment in 30 different ways for upflow and downflow 
operation. 

Made by: Perfection Industries, Inc., 
Cleveland 4, Ohio. 











7609 Platt Ave., 


Circle El! on coupon, page 144 


Ro-An heat Reclaimer removes 
and circulates chimney Heat 


RO-AN HEAT RECLAIMER is installed in the smokepipe of 
oilfired heating systems to pick up heat from the flue gases 
and circulate heated air. It incorporates heat reclaiming 
tubes across which hot flue gases move. Outside air is cir 
culated through these tubes, warmed from the flue gases 
and re-circulated, either into the basement or by ducts 
to adjacent garages, rooms or even to attics. 

The unit is completely self-contained, including the 
blower and motor, presents no interference to draft and 
installs easily. The Ro-An unit includes an automatic de 
sooter to keep the tubes free from soot accumulation. 

Made by: Ro-An Mfg. Co., 2786 Merrick Rd., Bell 
more, N. Y. 


Circle E12 on coupon, page 144 


Muench Laboratories marketing 
chemical hand-cleaning Compoun 


coor is the name of Muench Laboratories’ chemical hand 
cleaner, scientifically developed to effectively remove grime 
The product contains no grit or abrasives, can be used with 
or without water and has Lanolin “built-in” the speci 
formula. The action of the cleaner is described as working 
with the skin’s own protective “acid mantle,” rather that 
destroying it. 


October 
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EVERYBODY'S TALKING ABOUT 


ECONOMY’ 








The Finest in Home Heating 
since 1842...complete cooling, too. 


NTERNATIONAL 
Heater Co., Utica 2, N.Y. 


ail 


A, 
| NTERNATIONAL 





























pa 


HEATING PROSPECTS DEMAND MORE for their money these days 
— economical heat — efficient, fuel-saving operation — long years 
of trouble-free performance. And they want a furnace that looks 
good, installs easy, won’t break down and so automatic they don’t 
have anything to do! 


MEETING THEIR DEMANDS is a pretty tall order. But that’s where 
the money is — in meeting those demands . . . in filling those orders. 





YOU CAN DO IT! The new Economy line is the biggest, most com- 
plete in 113 years. Oil... gas... coal... complete cooling units— 
Economy gives you the models, features and ratings to sell and satisfy 
every heating and cooling need. Get the facts... when you've got 
everything to sell with — you sell more! 


See your distributor—or write: Dept. F-1055 


Internationa! Heater Co., Utica 2, New York 


Quick pick-up for slowed-up sales 


NEW ECONOMY OIL FURNACES 


@ 23 Models 


® Ratings from 84,000 to 448,000 Btu. 
Output 


© Widest Choice of Lo-Boys, “Low” Hi-Boys, 
Counterflo, Gravity and Horizontals. 


Assembled, and Not Assembled Models 
10-Year Warranty 
All Models Convertible from Oil to Gas 


Stainless steel, trouble-free Combustion 
Chamber 


@ Famous Economy Oil Burner designed 
for each unit 





two workman-like 
Fuel Oil Delivery Nozzles 
Which one do You need? 


pS cc. a 


No. 782 b wir 4 
(No. 882 oO ee” 


( ¥~ 








Buckeye large capacity nozzle 
No. 782 is designed for fuel oil 
delivery. It has given dependable 
service for many years. No. 782 has 
an easy opening valve mechanism, 
and graduated notches in rear 
guard for controlled delivery 
speed. Sturdily constructed for 
heavy work, it operates on 
gravity or pressure flow. 

Sizes: 1”, 114”, 114", 2”. 





@ _°s 
i al 







(The 890 Buckeye “Safety-Fill” 
j nozzle is safe, neat and fast. 
F Perfect for fuel oil delivery. Shuts 
ek off automatically at main valve 
when liquid covers the vent 
hole at end of tube. Use on 
1”, 144”, or 14%” hose. 





through your oil equipment distributor, or write 


BUCKEYE IRON & BRASS WORKS, Dayton, Ohio 
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Goop hand cleaner is available in cream form in 5 oz, 
tubes and 15 oz. jars; a dispenser can be furnished which 
utilizes a 5 lb. can. Developed after two years of intensive 
research, the manufacturer describes the compound as ca- 
pable of removing all kinds of the toughest soil and grime, 
without damage to skin condition. 

Made by: The Muench Laboratories, Inc., 4555 Delmar 
Blvd., St. Louis 8, Mo. 


Circle E13 on coupon, page 144 


Addition of three Amprobe Junior's 
are announced by Pyramid Instrument 


ADDITION of three high voltage Amprobe Junior models 
have been announced by Pyramid Instruments. They are 
available in 0- 
125/250 volt 
models in current 
ranges of 0-10, 
0-25, 0-50 or 0- 
100 amperes AC 
and 0-150/600 
volt models in 
current ranges of 
0-25, 0-50 or 0- ; 
100 amperes AC. These tools provide accurate voltage test: 
ing, plus the convenience of a snap-around ammeter. 

Model 300 Amprobe is for general all around work. It 
covers 6 ammeter ranges up to 300 amps. AC and 3 volt 
meter ranges up to 600 volts. Models 600 and 1200 are de- 
signed to handle extra heavy loads up to 1200 amps. AC. 

Made by: Pyramid Instrument Corp., 630 Merrick Rd., 
Lynbrook, N. Y. 


Circle E14 on coupon, page 144 





Premier adds pleated Filter 
for Line of vacuum Cleaners 


ADDITION of a pleated, internal cloth filter as optional 
equipment has been announced for the Premier line of 
vacuum cleaning machines. 
The filter is described as pro- 
ducing three times greater fil- 
tering area than formerly and 
permits greater air circulation 
in models with self-contained 
motors, allowing cooler motor 
operation. 

Heavy-duty units in Pre- 
mier’s line, fitted with ex- 
ternal, bag-type filters, now 
can be equipped with the ; 
pleated filter as an auxiliary unit, so that internal and ex’ 
ternal filtering can be alternated or used together, if de 
sired. Change-over can be accomplished quickly and filter 
cleaning is simple on all models. 

Made by: Premier Co., Dept. KP, 755 Woodlawn Ave. 
St. Paul, Minn. 


Circle E15 on coupon, page 144 
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Buy a Dodge Truck and pocket 
the difference © ‘ssi: mse". 


Save first, and always, with a Dodge truck! New 
low prices bring famous Dodge dependability 
within the reach of every truck owner. What’s 
more, Dodge work-proved long life and low 
operating costs mean extra savings over the 
years. 


As for performance, Dodge offers you the great- 
est power line-up of any trucks on the road! 
Smooth-running Dodge Sixes are famous the 
world over for economy. New Dodge Power- 
Dome V-8’s, with 169 to 202 hp., are the most 
prmneed, most powerful engines in any leading 
rucks. 


But see for yourself. Your dealer has a Dodge 
truck which will save you money and speed your 
work. See him today. 


Dodge saves you 
$14 to $ 94 
$18 to $123 
$18 to $117 
$39 to $137 
$63 to $157 
$97 to $188 


Models 


Ya-TON PICK-UP 
Y%,-TON PANEL 
%-TON EXPRESS 
%-TON STAKE 
1-TON EXPRESS 
1-TON STAKE 


DODGE 


Job-Rated 


TRUCKS 


WITH THE FORWARD LOOK >> 
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SAVE TIME= 
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. HEAT-RESISTING 
STEELS 


SHEARED 
TO SIZE 


In more ways than one, it pays to specify 
Ingersoll heat-resisting stainless steel for 
your oil burner combustion chambers. 


Ingersoll heat-resisting stainless has ex- 
ceptional forming qualities—so it’s easy to 
fabricate. Its analysis is correct—to with- 
stand high temperatures. It’s made by spe- 
cialists—so you know it’s made right. 





Whether you use these steels in large or 
small quantities, Ingersoll facilities offer ex- 
ceptional service by custom shearing to your 
own specified combustion chamber blanks, 
or multiples thereof. 


_ Hdbrantegee 


OF HEAT-RESISTING STEELS 





%* No breakage in shipment or handling 
% Lighter weight lowers freight costs 


% Quicker heating—greater efficiency 


Write, wire or Ben for details 


PEUOGITENS 
ENGINEERING | 


BW 





ndersoll 
a, DIVISION 


Borg-Warner Corporation 
310 S. Michigan Ave., Chicago 4, Illinois 
Plant: New Castle, Indiana 






| PRODUCTION | 
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. New Products 


Pyle-National ''Modular'’ Diffuser 
for heating or cooling Systems 


MODULAR MULTI-VENT air diffuser provides draftless air 
distribution and uniform temperature control for all types 
of commercial or 
industrial hea t- 
ing, cooling or 
ventilating. This 
new competitive- 
ly-priced model is 
a smaller version 
of patented Mul- 
tiVent units 
which have been used for years in railroad cars, hospitals 
and laboratories. 

It employs a perforated ceiling panel to introduce air 
vertically and at low velocity; the perforations reduce air 
velocity in the duct from 1,000 to 1,500 fp. to 40 or 50 
fpm as it leaves the panel. Multi-Vent can be completely 
concealed from view, does not interfere with light fixtures 
and permits complete freedom of partition movement. 

Made by: Multi-Vent Div., Pyle-National Co., 1334 
N. Kostner Ave., Chicago 51, Ill. 





Circle E16 on coupon, page 144 


K G steel boiler-burner Unit 
is tubeless, water baffle Type 


AN OILFIRED, steel boiler-burner unit introduced by K G 
Mfg. Corp., is designed for hot water sda applications, 
developing 833 sq. ft. EDR. 
The unit is oilfired and pro- 
vides 20.2 sq. ft. of heating 
surface, is equipped with a 
3 gpm tankless coil. Larger 
coils up to 5 gpm can be fur- 
nished. 

The boiler features tube- 
less, water baffle construction, 
with internal thermal chan- 
nels. Designed for small to 
medium sized homes, this KG 
550 unit measures (casing dimensions): 4014” high, 20" 
wide and 2814” long. The boiler complies with require’ 
ments of the ASME code. 

Made by: K G Mfg. Corp., P. O. Box 67, Center Valley, 
Pa. 





Circle E17 on coupon, page 144 


Counterflow Model added by Crane to 


its Line of year-'round Conditioners 


A COUNTERFLOW MODEL—gas or oilfired, air or watet’ 
cooled—has been announced by Crane-as an addition to 
its line of year-round airconditioners. These combination 
units are enclosed in a single cabinet, small enough to be 
installed in the basement, utility room, alcove or clos. 
The new counterflow models are offered in 2 or 3 ton sizes 


October 
1955 
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These six exclusive features have 
made Purolator PF-2002 Oil 
Burner Fuel Line Filter the most 
widely used by original equipment 
manufacturers in the combustion 
industry. Here’s why: 


Purolator’s element is water- 
proof and acid-resistant, hold- 
ing back sludge-forming water 
that clogs nozzles. 


The Purolator element is uni- 
formly dense. It is the only 
medium to provide micronic 
filtration to .0002. 


This uniform density prevents 
channeling. There are no “soft 
spots” for oil to break through 
easily and thereby minimize 
filtration. 


Purolator’s micronic element 
will not shrink, distort, stretch, ' Ve a 
flake, or deteriorate when oil ae mi oan 1. Waterproof 
passes through. It will not and acidproof 
wear. ' 


Purolator elements fit most 
popular filter housings. The tile” . 
necessary gaskets for installa- ts a ase 2. .0002" 
tion in other housings are we salen 
included in the Purolator 
package, for the cost of the 
element. 


Purolator offers a standard , —— {ie y 3. No channeling 
one-sized unit which is physi- yy, : 





cally among the smallest 
elements available, yet has a 
capacity three times the larg- 
est element sold for domestic 
burners. This reduces stock 
and inventory problems. 





4. No distortion 
The Purolator PF-2002 prevents 
nozzle clogging . . . cuts down fuel 
pump wear...lowers fue! consump- 
tion by improving combustion. oe 
Write us for further information popular housings 
and prices. Address Purolator 
Products, Inc., Rahway, New 6. One size fits all jobs 
Jersey, Dept. OB3-1012. 


A FEW ATTRACTIVE DEALER 
AND JOBBER TERRITORIES One of them may be in your area. But please send requests for confidential jobber and dealer informa- 
ARE STILL AVAILABLE tion on your company letterhead. 


Remember, the Purolator PF-2002 
element fits most popular housings. 
Stock and inventory problems are 
reduced—this one Purolator ele- 
ment with adapters is widely inter- 
changeable. 
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ROCHESTER 
UNIVERSAL 


OIL TANK GAUGES 


No Oil Fumes or Spills 















































WEATHER SEALED 
INDOOR OR OUTDOOR 
INSTALLATION 





LEAKPROOF, MAGNETIC — no 
shaft hole in gauge head. Non-elec- 
tric, permanent magnetic transmit 
float arm movement into dial move- 
ment. 

LOW COST — complete installation 
—no additional servicing. No seep- 
age or smelly oil fumes means more 
profits for you. 

EASY TO INSTALL—merely screw 
in adapter, bolt on gauge. No ad- 
justments necessary regardless of 
oil level. 

LARGE DUAL DIAL — just turn 
gauge to mount at either end or 
center of tank. 

NO DISCOLORATION — no fumes 
or seepage reach gauge head to dis- 
color dial or crystal. Easy to read, 
permanently clear for years, 
ACCURATE — sensitive pivot bear- 
ing coordinates response of rotating 
dial to any movement of float arm. 
GUARANTEED — in material and 
workmanship, and in customer sat- 
isfaction. 

UNDERWRITER APPROVED — 
safety factor far exceeds the re- 
quirements of the Underwriters. The 
model 3175 Gauge withstands tank 
_ of 200 pounds per square 
nch, 
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Stocked by Leading Wholesalers 
Everywhere—or write to Rochester 
Manufacturing Company, Ince, 8 
Rockwood Street, Rochester 10, 
N; Y,, UGA; 


Xochesls € 


MANUFACTURING COMPANY, INC. OLPENBABLE A ACCURACY 


IAL THERMOMETERS GAUGES AMMETERS Sls 


Rockwood Street, Rochester 10, N. Y., U. S. A. 
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. « « « New Products 


All new air-cooled Crane conditioners are being shipped 
charged with Freon in two basic parts. Crane year-’round 
models utilize a twin compressor feature with two-stage 
operation, provided by two complete, independently-oper- 
ating cooling systems controlled by a thermostat. This oper- 
ates one compressor for normal demands and starts the 
second only when it is needed. 

Made by: Crane Co., 836 S. Michigan Ave., Chicago 5, 


Circle E18 on coupon, page 144 


Keen Mfg. announces a low-priced, 
compactly-designed furnace Vacuum 


A NEW LOW-PRICED furnace cleaner, featuring compact de- 
sign, paper, disposable bag, a 16,000 rpm motor and an 8 
gal. can has been 
announced 
by Keen Mfg. Co. 
The unit is 
shipped complete 
with a 10 ft. hose, 
27” cleaning tool 
and 10 disposable 
bags with draw- 
string. As a con- 
venience in carry’ 
ing the machine is provided with a hose holder and carry- 
ing strap. 

Made by: Keen Mfg. Co., Inc., 601—16th St., 
City, N. J. 





Union 
Circle E19 on coupon, page 144 


Watts has new water pressure relief 
Valves featuring increased Ratings 


CHANGES have been announced in Watts former 1'74 series 
of water pressure relief valves for water heating boilers. 
Increased relief valve capacities are 
incorporated in the new N174 series, 
sizes ranging from 1” to 2”. 

These ASME valves, together with 
the N74 series, offer six sizes from 3%” 
to 2”, with certified capacity ratings 
for pressure settings from 30 to 150 
lbs., to provide protection for nearly 
every boiler with only one safety relief 
valve. 

Made by: Watts Regulator Co., 
Lawrence, Mass. 





Circle E20 on coupon, page 144 


Internation's wall Furnace can be 
converted to central heating System 


AN AUTOMATIC WALL FURNACE, announced by Interna 
tional Oil Burner, because of its versatile design can be 
used as a wall furnace, space heater or central heating unit. 
Its 55,000 Btu/hr output—part of the warmed air being 
circulated from the bottom of the unit along the floor—is 
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With 
New 
DUNHAM 
DISTRIBUTOR HEADS 


You Save Time on the Job 


... Simplify Stocking 





You’re money ahead when you work with this versatile 
Dunham Distributor Head... designed for easier instal- 
lation of both radiant panel and “spaghetti” type hot 
water heating systems. 


You Save Time when you handle Dunham Distributor 
Heads because they are so simple to cut right on the job 
to any desired length... using up to 14 pairs of connec- 
tions. These 1144” nominal Distributor Heads come in 
convenient 5’ 3” lengths. 


You Simplify Stocking Problems, too, since Dunham Dis- 
tributor Heads can be used for either supply or return; 
with both %” and 14” balancing fittings as shown in the 
right-hand photograph. This eliminates the bother of 
stocking separate supply and return heads, each having 
varying sizes and number of connections. 


Dunham Balancing Fittings team up with Distributor 
Heads to give tight shutoff and graduated control from 
full open to any degree of closure. For full information 
on the complete Dunham hot water line, clip and mail 
the coupon. 


TT] HOT WATER HEATING 


RADIATION ¢ CONTROLS ¢ UNIT HEATERS * PUMPS « SPECIALTIES 
QUALITY FIRST FOR OVER FIFTY YEARS 
C. A. DUNHAM COMPANY © CHICAGO * TORONTO © LONDON 





C. A. DUNHAM COMPANY 

Dept. FOH-10, 400 W. Madison St., 
Chicago 6, Illinois 

Please send Vari-Temp literature 


Name 





OP SOS ee 


As a Supply Header. Address beth As a Return Header with 
Balancing Fittings. 











City Zone. State 


ol 











are you 
halfway-in 
the 

heating oil 
business? 


One of the genuine pleasures of operating your own 
business is that you may develop and maintain consumer- 
service according to your own lights; the way that you 
believe will do the best job of building good-will and 
enlarging your following of contented customers. 

But let’s face the fact that, without a product of match- 
ing quality, the finest service you can offer still leaves you 
only halfway-in the heating oil business! You might even 
ask whether you can afford not to provide your customers 
with the very best obtainable: Gulf Solar Heat, “The 


World’s Finest Heating Oil.” It’s the product with a long | 


record of proven performance that makes a mighty firm 
cornerstone for profitable business growth. 

But Gulf does not believe that its responsibility ends 
with providing a product of superb quality to its dealers. 
It also backs them up with the 
most comprehensive operating 
plan and individually tailored 
promotion and advertising pro- 
grams in the industry. 


the organization behind it can 
help you, too, make sure you’re 


business. Your inquiry is invited. 


GULF OIL CORPORATION | 


HOME HEATING MARKET 
Gulf Building + Pittsburgh 30, Pa. 








Perhaps Gulf Solar Heat and 


all the way in the heating oil | 


GULF REFINING COMPANY | 


. New Products 


described as sufficient to handle four or five rooms. [f, 
after the R70 unit is installed, central heating is desirable, 
arrangements are included for the addition of ducts. 
The wall furnace has a 600 cfm blower, delivered com 
plete with electric wall thermostat, limit control, automatic 
oil and draft control. 
Made by: International Oil Burner Co., 3800 Park Ave., 
St. Louis 10, Mo. 
Circle E21 on coupon below 


Taco Series 500 tempering Valve 
with sealed thermostatic Element 


TACO Series 500 tempering valve is a refined adaptation 
of the Type A and uses the same hermetically-sealed, ther. 


mostatic element. Series 500 a 
& 
AWW. 


is adjustable from 115° to 

160° F. and is fitted with two 

enough to crush most obsta- | Vali 
cles, such as specks of dirt, 

the valve is designed to oper- 
ate under any water condi- 
tions. 


bronze unions. Powerful 





The tempering valves mix : = 
cold water with hot water as drawn whenever water tem 
perature exceeds the valve setting. Hence it provides prop: 
erly tempered water and stretches supply of hot water. 
Made by: Taco Heaters, Inc., 1160 Cranston St., Crans- 
ton 9, R. I. 
Circle E22 on coupon below 


READER SERVICE COUPON 


FUELOIL & OIL HEAT READER SERVICE 
2 West 45th St., New York 36 
REPLY CARD OCTOBER 
Mail Now—Card Expires December 31, 1955 








Circle numbers of new product items on which you 
want more information: 
NEW PRODUCTS 


BE RekBeBkte&e & & & 


EiO Ell E12 EI3 E14 E15 E16 EI7 EI8 
E19 E20 E21 E22 





ADVERTISEMENTS—Give page number and name 
of advertiser about whose products you want more 
information. 


ene ....: Mi ...... ie eee 
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Check Classification of principal dollar volume: 

7] Fueloil Dealer (] Parts and Equipment Jobber ((] Manufacturer 
“] Manufacturer Employee () Manufacturers Rep. (] Oilheating 
Dealer (] Other 
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LOOKING FOR WAYS TO 
IMPROVE YOUR BURNER? 


We invite you to test an Acme Electric transformer 
under any conditions that will match actual service 
by all electrical standards. Acme Electric ignition 
transformers wil] provide maximum performance to 
assure customer satisfaction, 


ACME ELECTRIC CORPORATION 


Main Plant: 5010 Water Street ¢ Cuba, N. Y. 


West Coast: 1375 W. Jefferson Bivd., Los Angeles, Calif. 
In Canada: Acme Electric Corp., Ltd., 50 Northline Rd., Toronto, Ont. 






813—12" LPS. x 4%" O.D. 


the complete line of 


OIL TANK 
FILTER VALVES 





812-813 


Oil Tank Valve 814—Brass Disc Globe 


812—'2" LPS. x ¥%”" O.D. Valve 


%"" 1.P.S. x Ye" O.D. V4" thru 2” 


%" 1.P.S. x ¥2" O.D. 


























KINGSLEY Oil Burner Ignition Kit 


Contains: 


12 Electrode Assem- 
blies — 2 Each of 


6x9/16 Stand. Male Electrode 

5x9/16 Stand. Male Electrode 

4x9/16 Stand Male Electrode 

44x7/16 Stand. Male 
Electrode 

5x9/16 Stand. Female 
Electrode 

6x9/16 Stand. Female 
Electrode 


2 Each of 


5x9/16 Stand. Male 
Porcelains 


4x9 , H 
a Complete Kit 


414x7/16 Stand. Male 


a On | y $21 95 


SeGy Beit Toruiocts Kit, Less Rajah Tool 
Only $16.95 


12—A/C/ a Terminals 
on Rajah Studs 
Kit Only, Less 
Contents .. . $3.95 





20 Ft. 7mm Ignition Cable 

1—Rajah Hand Crimping 
Tool 

1 KINGSLEY Metal Contain- 


er, 112°" wide x 101/2"' 
deep x 1%4"' high 


Send All Orders Direct to 


A. R. WEBBER CO., INC. 


424 HOWARD AVE,, DEPT. 210, NEW | HAVEN, CONN. 





805-806 
Bottom Outlet Oil Tank 
807—Bottom Outlet Filter Valve 
Oil Tank: Filter Valve 805 
Vy" or %4" 1.P.S. x ¥e" LPS. 12" 1L.P.S. x ¥%e" O.D. Flare 
%"' LPS. x Ye" O.D. Flare 
806 
14" I.P.S. x 42" O.D. Flare 

















ia 








809—Oil Tank Filter Valve 
Vy" or %"' 1.P.S. x %" LPS. 


The superior features and quality of any Rockford 
Brass Works product quickly prove themselves in 
better performance and service. 


Write today for our catalog showing the complete 
line of plumbing and heating brass products that we 
manufacture. 


(00) 


Plumbing Brass Since 1890 


Sy RockrorD BRASS WORKS 


ROCKFORD ILLINOIS 
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Industry Groups 
(Begins on page 114) 


Anniversary Committee, told the 
group about plans for the meeting, 
December 13. 


Queens Oilburner Installers 
to have Dinner, November 19 


THE LICENSED Oil Burner Installers of 
Queens, Inc., Kew Gardens, N. Y., 
will have their 16th annual reunion 
dinner and dance at the Valley Stream 


Park Inn, Valley Stream, N. Y., on 
Saturday night, November 19. 

Entertainment has been arranged by 
a committee headed by A. J. Hink. 
Door prizes will be distributed. 


Union County (N.J.) OHA has 


first dinner Meeting of Season 


THE FIRST GENERAL dinner meeting of 
the new heating season was held by the 
Union County Oil-Heat Association 
of New Jersey on Sept. 15 in Moun- 
tainside. 





NOW! EVERY DAY IS 


CHRISTMAS! 


Since MASTER-CRAFT has 
Solved the Furnace Cleaning Problems 





DIVES aim F- Te Es 
Filter Units 
Throwaway Bags 


to fit: 


Be a ‘‘Santa Claus’ to your 
service men. Get the facts about 
Master-Craft and Sootmaster, 
manufacturers of a complete 
line of Furnace Cleaning Equip- 
ment. Our dust bags are made 
of specially woven fabrics, triple 
stitched with leak-proof seams 


. we are pioneers in the de- 
velopment of Throw-away bags 
and filter units for cleaning oil- 





fired furnaces . . . the Soot- 
master Vacuum Cleaner is the 
only leading cleaner designed 
expressly to use the throw away 
bag principle. 

Have a holiday from leaky 
bags, costly blow-outs and other 
cleaning problems. 

Investigate the Master-Craft 
line—stocked by leading whole- 
salers everywhere. 


Write for illustrated literature showing Master-Craft line. 


MASTER-CRAF 


SUPPLY 
CO., INC. 





HAVERSTRAW, N. Y. 





Instead of having a guest speaker 
the group had a discussion period coy- 
ering topics of interest to all dealers 
Robert M. Crane, president, acted as 
moderator of the discussion. 


Edna Hurry named President 
of Desk and Derrick Clubs 


ELECTION OF OFFICERS was held at the 
closing business session of the fourth 
annual convention of the Association 
of Desk and Derrick Clubs of North 
America held in New York, Sept. 3, 

Edna Hurry, New York, was named 
president. Serving with her during the 
1956 term will be Lydia Babka, San 
Francisco, first vice-president; Irma 
Cline, Wichita Falls, Tex., second 
vice-president; Elizabeth Van Kuyk, 
New York, secretary; and Esther 
Welch, Amarillo, Tex., treasurer. 

Delegates from member clubs voted 
to hold the 1956 convention in New 
Orleans, Sept. 7 and 8. 


Airconditioning, Refrigeration 
Show is set for Atlantic City 


EXPECTED TO BREAK all records for size 
is the Air Conditioning & Refrigera 
tion Exposition scheduled for Novem 
ber 28 to December 1 at the Audi 
torium in Atlantic City, N. J. 

The show will be more than one 
third larger than the last one; exhibit 
ing companies now total 232. 

Five national groups will hold their 
conventions concurrently with the ex 
hibition, sponsored by the Air Condi 
tioning & Refrigeration Institute, to 
make the event an all-industry gather 
ing. Large numbers of buyers and en’ 
gineers are expected to attend. 

F. G. Coggin, Detroit Controls Co., 
Detroit, Mich., is chairman of the ex 
position committee. 


Burkhardt speaks at Maine 
Association annual Meeting 


THE FIRST ANNUAL MEETING of the 
Maine Oil & Heating Equipment 
Dealers’ Association, Portland, will be 
held October 5. The group officially 


. celebrates its first birthday. 


Charles Burkhardt, national secre 
tary, Distribution Division, Oil Heat 
Institute of America, is the gue 
speaker. 


October 
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PACKED IN THE 
ORIGINAL CLEARSITE 
HEXAGON CONTAINER 











ted 
te ALL CONTAINER LIDS NOW IMPRINTED WITH SIZE AND DEGREE! 
Red for Hollow Blue for Solid 


» | Mago Products - 121 Springfield Ave., ivington 11, N. J 


In Canada—RICHARDSON DISTRIBUTORS, 15 Brule Gardens, Toronto 
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. | ME 3 BIG WAYS... 
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2, to PRECISION ENGINEERED 


ther’ Universal's engineering principals are "tried 
and proven" to give maximum efficiency at 








J env minimum cost. You can be sure you own the 
finest when you buy Universal. 
siitdbaiipdei tase Mbit n- 
Co., vrai 
e eX’ EFFICIENT, ECONOMICAL 
The Universal triple pass heat exchanger From 85,000 to 450,000 BTU's. ; 
develops heat faster with less burner opera- Above is the Triple Pass 
tion—giving you greater ecomony. Quiet, Heat Exchanger of our 
trouble free operation is a trademark of €) BEAUTY suspended oil or gas 
’ All Universal heaters. : sae fired unit heater. It al- 
Good looks allow installation in exposed lows longest possible 
4 areas, Universal suspended models allow Saal travel. cad assured 
the selection of the most economical in- minimum consumption of 
r the stallation point within “living” areas. Sual.dawest stock: teu 
ment There's a Universal designed for large or perature—and highest 
A be small areas. efficiency, the most heat 
ill Low in First Cost — Low in from the least fuel. Ideal 
~ially Operating Cost. for stores, garages, 
motels, & homes. Mount 
WRITE TODAY FOR FULL vertically or horizon- 
ecte’ SPECIFICATONS! tally. 
Heat 
guest 


INDIANA 
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OCTOBER 
3— 4—Texas Mid-Continent Oil & Gas 
Assn., (36th annual meeting), 
Baker Hotel, Dallas, Tex. 
§- 6—San Joaquin Valley Oil Industry 
Safety Conference, Bakersfield 
Hotel, Bakersfield, Calif. 
9—-15—Oil Progress Week. 
10—Delaware Valley Oil Heat Assn., 
Buck Hotel, Feasterville, Pa. 
11—South Jersey Fuel Merchants 
Assn., Silver Lake Inn, Clemen- 
ton, N. J. 
12—Richmond Oil Heat Assn., Wil- 
liam Byrd Hotel, Richmond, Va. 
12—13—Indiana Independent Oil Men’s 
Assn., (annual meeting), Hotel 
Severin, Indianapolis, Ind. 


Calendar of coming Events 


(Advertisement) 





12-13—South Dakota Independent Oil 
Men’s Assn., Merchants Hotel, 
Mitchell, S. D. 
16—20—Canadian Institute of Plumbing 
and Heating, (annual meeting), 
The Seigniory Club, Monte- 
bello, P. Q. 
17—Rockford Fueloil Dealers’ Assn., 
Lafayette Hotel, Rockford, Il. 
17—Fueloil Dealers’ Assn. of B. C., 
Hotel Georgia, Vancouver, 
Canada. 
18-19—Nebraska Petroleum Marketing 
Assn., (annual meeting), Pax- 
ton Hotel, Omaha, Neb. 
19-21—Petroleum Marketers of Texas, 
(annual meeting), Adolphus 
Hotel, Dallas, Tex. 


Long life... low upkeep make 


Nu-Way burners cost less 


Nu-Way burners are less expensive to 
use and incorporate as standard equipment 
to your furnace or boiler, because we make 
them better — design them better . . . engi- 
neer them to last for many, many years, and 
still perform to our and your standards. 
Moreover, we take care of our own, Nu- 
Way's engineers and technicians are always 
available in the field and lab with technical 
help and information. 


Take motor-pump alignment, for instance. 
Tolerance in a Nu-Way burner is only 
0.0015 inches. This eliminates noise-causing 
vibrations . . . minimizes wear which na- 
turally increases the pump life besides keep- 
ing service costs pared down to the bone. 


Along with manufacturing the best and 
most practical oil burners, Nu-Way concerns 
itself with the good will of its customers. 
When a less perfect burner is used in a 
furnace — repairs are more frequent, oper- 
ation is noisier. And, who does the cus- 
tomer blame? The burner manufacturer? 
No — chances are, the man who made the 
furnace gets the full load of blame. So why 





run the risk of unhappy customers by using 
a burner not engineered and designed for 
long life and smooth operation, 


Good housings are important, too. Nu- 
Way burners are housed in sand-cast alumi- 
num alloy .. . stronger, more permanent, 
thicker — and still, lighter in weight than 


thinner sections of other metals. We might 
use other metals, but long experience proves 
it’s worth it to use the best. Sand-cast alu- 
minum alloy won’t warp or twist — holds 
its shape permanently, and therefore holds 


the motor and pump in permanent close 


alignment. 


There are lots and lots of reasons... | 


all good ones . . . why we feel sure Nu- 
Way burners are the best on the market. 
Ignition conductors are solid brass . . 

won't sag, won't deteriorate. Transformers 
are built extra-heavy, with more turns of 
wire and more coil laminations to give sure- 
positive spark for quick starting at all times. 


In designing our Nu-Way burners . . 
we wanted to make them versatile and easy 
to care for. So, we made the mountings 
adjustable, for either floor or flange, which- 
ever best suits your job. And, we put an 
extra-large hand hole in the rear of the 
burner. You can reach right in, make easy 
repairs . . . or pull the whole firing assem- 
bly clear out for cleaning. 


We're constantly looking for new ways 
to make our oil burners better . . . keep our 
engineering staff busy researching bigger 
and better improvements. The same pride 
in our present Nu-Way burners keeps us 
determined to use only the highest quality 
transformers, motors and other components 
in the future. And, even if the initial cost 
goes slightly higher . . . you can be sure 
they'll be worth it . . . they'll be made to 
perform even better . . . to last even longer. 


Write to us— we'll send you our free 
bulletin No. N1132. It illustrates our seven 
brand new models that have all of these 
features — gives complete description and 
specifications in easy-to-read 4-color blocks. 
And, remember . . . first cost can be the 
least cost when it’s the last cost. Nu-Way 
Corporation, Dept. F.O. 105 Rock Island, 
Illinois. 


(Advertisement) 
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19-20—American Institute of Electrical 
Engineers (Conf. on Applica. 
tion of Motors to Space Heat. 
ing & Cooling Equipment, Chase 
Hotel, St. Louis, Mo. 

19-21—Central Supply Assn. Annual 
Meeting, Palmer House, Chicago, 


20—West Virginia Petroleum Assn,, 
annual meeting, Daniel Boone 
Hotel, Charleston, W. Va. 


20—Plumbing and Heating Industries 
Bureau, (annual meeting), 
Palmer House, Chicago, II], 


20—Atlantic Cooling & Heating Assn.. 
Penn-Atlantic Hotel, Atlantic 
City, N. J. 

20—Arkansas Independent Oil Mar 
keters Assn., (annual meeting), 
ry tha Hotel, Little Rock, 
Ark. 


20—National Petroleum Council, South 
9g Building, Washington, 


23-25—Pennsylvania Petroleum  Assn., 
(annual meeting), Pocono 
Manor Inn, Pocono Manor, Pa. 


23-25—National Assn. of Oil Equipment 
Jobbers. (5th annual meeting), 
Hotel President, Kansas City, 
Mo. 


24-26—American Standards Assn., (An- 
nual meeting), Sheraton Park 
Hotel, Washington, D. C. 


26—28—Refrigeration and Air Condition 
ing Contractors Assn., Atlantic 

City, N. J. 
27—Virginia Petroleum Jobbers Assn., 
Roanoke Hotel, Roanoke, Va. 


30—Nov. 1—Independent Petroleum Assn. 
of America (annual meeting), 


Jefferson Hotel, St. Louis, Mo. 


30-Nov. 2—Empire State Petroleum Assn., 
(fall meeting), Concord Hotel, 
Kiamesha Lake, Monticello, 
je ee 

31-Nov. 2—Petroleum Marketing Trades 
Show, Hotel New Yorker, New 
York... x. 


NOVEMBER 
2— 4—National Oil Jobbers Council, 
Sherman Hotel, Chicago, Ill. 
14-18—American Society of Mechanical 
Engineers, (Exposition of Pow 
er and Mechanical Engineering 
in conjunction with Diamond 
Jubilee meeting), Chicago Coli’ 
seum, Hilton and _ Blackstone 
Hotels, Chicago, Ill. 
14-17—American Petroleum _ Institute, 
(35th Annual convention), 
Mark Hopkins, Fairmont, St. 
Francis and Palace Hotels, San 
Francisco, Calif. 
26-28—Refrigeration & Air Conditioning 
Contractors Assn., (Annual 
convention), Atlantic City, N. J. 
27-29—National Heating and Aircondi 
tioning Wholesalers, Inc., (Ne 
tional convention), Governor 
Clinton Hotel, New York, N. Y- 
28-Dec. 1—Air Conditioning &@ Refrigera 
tion Institute, (9th Air Condi 
tioning and Refrigerating © 
position), Atlantic City, N. }. 
30-Dec. 1—National Warm Air Heating 
and Air Conditioning Ass0. 
(42nd Annual convention), 10 


tel Statler, New York, N. Y. 


DECEMBER + 

8- 9—American Petroleum Institute. 0ll° 
meeting, Biltmore Hotel, New 
York, N. Y. 
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THERMOLOK 
Thermostat Locks. 


Every church, gym, apt., 
industrial plant, etc., has 
been seeking this fool- 
proof lock—not a chance 
to change the thermostat 
setting unless one has the 
special ‘‘Yale’’ type key. 
Easy to install—just slip 
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| Ask your Counter-man for these THERMOLOK Time-Savers 


» KLIP-ON 
Universal Ignition 
Transformer Plate. 


You can use the KLIP- 
ON on over 100 makes of 
burners. Four spring 
steel clips fasten KLIP- 
ON universal plate to 
transformer without re 
moving _ transformer 
plate. A MUST in every 
service man’s truck! Cuts 





it on and turn key. 


down your inventory. 
Exclusive National Distributors for 


7X’ ACE FILL-O-MATIC Whistling Fill Signals 
4 


Write for full information 


THERMOLOK MFG. CO. ING. 541 Rogers Avenue, Brooklyn 25, N. Y. 
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Manufacturers 
Letivities 


American-Standard begins 
“Boiler-Maker Campaign” 


AMERICAN’STANDARD’S “‘Boiler-Maker 
Campaign” got under way in August 
with the first of a series of full-page 
advertisements in the Saturday Eve- 
ning Post. The campaign is intended 
to stimulate retail sales of heating 
equipment this fall and is an expanded 
version of last year’s successful sea- 
sonal promotion. This year the cam- 
paign emphasizes modernization sales 
leads, 

The dealer is able to buy at less 
than half of actual cost a complete 
promotional package, including auto- 
matic direct mail program, local news 
paper ads, radio and television com- 
mercials, sales demonstrator, poster- 
streamers; publicity material and 
packaged consumer contest. American- 
Standard is supporting the campaign 
with a total of 15 full-page ads in 
seven consumer and shelter monies, 


telling the story of hot water heating 
to potential purchasers. 

A further sales stimulus is a sub- 
stantial program of newspaper adver- 
tising, which will list participating 
dealers in 69 newspapers in key cities. 
Also American-Standard is handling 
direct mail promotion for dealers who 
provide a mailing list and indicate the 
areas to be covered. 

Two accurate weather forecasts are 
provided for local areas during Sep- 
tember and October to enable the deal- 
er to plan his local promotion for the 
most opportune time. And, a compan- 
ion project is the dealer contest, where< 
by participants are asked to predict 
Thanksgiving Day weather conditions. 
Most accurate prediction wins an 
American-Standard boiler, awarded by 
the retailer. 


Coastal prepares fueloil 
dealer promotion Program 


COASTAL OIL CO., Port Newark, N. J., 
has issued a fall-winter promotion port- 
folio especially for fueloil dealers. The 
folder is a sequel to Coastal’s spring 


“Profit Builders” 
rial. 

Utilizing methods and suggestions 
for advertising and selling, the new 
unit contains such items as “Ideas for 
quick-action Selling,” ‘Methods to 
help You win more Friends and have 
a stronger Business,” “Incentives to 
increase your sales Volume,” and a 
broad selection of new newspaper ad- 
vertisements. 

The promotional material is avail- 
able to Coastal dealers from their 


promotional mate- 


local representative. 


M-H holds sales training 
Institute for heating Group 


DESIGNED TO INCREASE creative sales 
throughout the entire heating and air- 
conditioning industry by teaching its 
top salesmen “how to sell,” Minneap- 
olis- Honeywell Regulator Co., Minne- 
apolis, Minn., recently held a five-day 
leadership training institute for 23 
owners, sales managers and other off- 
cials of U. S. heating and aircondition- 
ing firms. 

Presented by wees for the Na- 


Save Money with OLSON'S THROTTLE CONTROL 





"INCREASES ENGINE SPEED ONLY WHILE LIQUID IS FLOWING” 


Hand throttle adjustment not necessary. Engage pump, engine will stay at idling 
speed. Put nozzle in fill pipe and open, then engine speed is increased auto- 


matically to most efficient pumping speed. By automatically decreasing engine 
speed, when not pumping oil, you will save two or more hours a day of engine 
If compartment runs dry, or oil stops 


and pump wear. You will save gasoline. 


flowing, engine automatically returns to idling speed. A tee is installed any- 
where convenient in the discharge line of pump. Throttle control is easily installed. 


Price of Control is $34.50, F.O.B. Raynham, Mass. Thirty day money back guar- 
antee. Give size of discharge line when ordering. 


Don't wait—start saving NOW! 


OLSON'S OIL SERVICE 


It will soon pay for itself. 


Ovecharge Line of Pump 


e Box 87, Broadway 


Metal Strip Attached to 
Throttle Rod 






Adjustment nute 


Veewum Control 


Universal Mounting Breckat 
Vaewum Manifold Connection 


© Raynham, Mass. 
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. . . « Manufacturers’ Activities 


tional Heating and Air Conditioning 
Wholesalers Association of which M-H 
is an associate member, the course cov’ 
ered utilized coaching, role-playing 
and conference techniques for the vari- 
ous phases of selling from determina- 
tion of the sales potential of a terri- 
tory to meeting specific customer 
objections. 

Specially tailored for the heating 
and airconditioning industry, the in- 
stitute covered 25 weekly sales train- 
ing sessions, each designed to provide 
key personnel in individual heating- 
airconditioning wholesale firms with 
information and materials they could 
use in organizing and conducting simi- 
lar training programs in their own 
companies. 

The first instruction institute was 
conducted by Howard Mold, m-H di- 
rector of training, and Aaron I. Cur- 
tis, head of the company’s field sales 
training activities. 


Group which attended the Boston 
School of Advanced Oil Heat Training 
held in Liverpool, Nova Scotia during 
August. 
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Boston Machine conducts 
training School in Canada 


LIVERPOOL, Nova Scotia, was the loca- 
tion for a recent session of the Boston 
School of Advanced Oil Heat Train- 
ing, sponsored by the Boston Machine 
Works, Lynn, Mass. 

Conducted through the combined 
efforts of Boston and their Canadian 
representative, Steel & Engine Prod- 
ucts, Ltd., Liverpool, N. S., classes 
were held in the Government Armory. 
Fifty men were graduated and pre- 


sented certificates of completion at the 
end of the course. 

The first time that the course had 
been offered to more than ten men at 
any one time, students attending came 
from all over the Maritime Provinces 
including one from Newfoundland. 


In addition to the school which ran 
from 8:30 AM to 5:00 PM daily for 
three days, the group visited the plant 
of Steel & Engine Products, attended 
a baseball game, beach party, and a 
banquet at the Hotel Mercy. 








with 
MIRROR 
FINISH 













for Quiet -— Uniform - 
Efficient Combustion 


@ Mirror Finish Tip causes heat deflection 
and minimizes gumming and coking. 
@ All nozzles individually flow-tested. 


@ Steinen Nozzles assure better all around 

burner performance. 

@ Sizes from .50 GPH to 35 GPH—both hollow 
cone and solid cone spray patterns. 

Contact your jobber or write us for additional information 


MANUFACTURERS OF ACCESSORIES FOR Olt HEATING AND AIR CONDITIONING 


October 
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meets the need for a low-cost 
quality furnace with the 





























NiAGARA 
Leriec7O 


FORCED AIR FURNACE LINE 





Ow 
BASEMEN, 
MODEL 









SELECTION 
vee Blowers MSHI CTIR 


nt twin wheel drive, Choice of A.G.A. approved 


Direct or Belt Driven Blowers 


& Small-size furnace 
center-m Otor-moy 






blower, 








n & Belt-drive bi : Honeywell, Standard 
owers optional on all models, or Self-generating 
controls. 
d 
HERE’S A PROFIT BUILDER FOR YOU 
v For Complete Information and Specifications Write or Phone 





NIAGARA FURNACE DIVISION 


THE FOREST CITY FOUNDRIES COMPANY 
2500 West 27th Street « TOwer 1-5040 « Cleveland 13, Ohio 


NIAGARA —the word for maximum heat at minimum cost. 
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NEED FILTERS? 





STRAINERS — SPRAY NOZZLES — VALVES — FILTERS — AIR CONES — STABILIZERS — INSPECTION MIRRORS — COMBUSTION HEADS 


“= addeie 


... the filter that filters out oil burner troubles. Big 
capacity — big sump — long life. It's interchange- 
able, light-in-weight and sturdy. 


Write for latest price sheets and information 


EDDINGTON METAL SPECIALTY CO. 


EDDINGTON, PA. 














Average mark for the graduating 
class was 87.65%, with one student 
turning in a perfect paper. Speakers 
at the banquet included W. N. S. 
Watts, Mayor Lockwood of Liverpool, 
H. Earl Thompson, Ralph L. Dennis 
and I. M. Nelson, who instructed the 
class. 

The school resumed its regular 
schedule at Lynn, Mass., starting Sep- 
tember 20. 


Maybe because we have shown some 
new factory presentations in the maga- 
zine this year, the ad agency for Mc- 
Donnell & Miller sent along this one. 
It’s a fine shot of an attractive work- 
shop. The prominent sky should not 
be interpreted as clouds over the boiler 
heating business—rather they convey 


the shutterbug’s liking for heavy filters. 
In any event, construction of this plant 
started a few years ago and it has since 
seen several additions plus a new gen- 
eral office built immediately adjacent. 


Jackson & Church introduces 
“Calsi-Crete” material Line 

A NEWLY DEVELOPED LINE of light- 
weight structural products known as 
“Calsi-Crete” was introduced by the 
Jackson and Church Co., Division of 
the Norbute Corp., Saginaw, Mich., 
at an information meeting held recent- 


ly in New York. 








Originally considered for use as a 
building block, recent tests of “Calsi- 
Crete” show that it can be adapted for 
use in a wide variety of structural 
products, and as core material. 

Fire and moisture resistant, the new 
product’s market potential includes 
uses as insulation, packaging and a 
variety of special uses: furnace tap 
pers, flue liners, or acoustical tiles. 


en: 


eet 


mavORNEA- 
wiLaeR 1G 


OENERAL orricas 









ORE: 


GUARANTEE! A silent standard auto- 
matic Oil burner is guaranteed to be free 
from all mechanical defects for one year. 
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“Precision 





performance 
are Allied’’ 
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STANDARD 


AUTOMATIC OIL BURNER 





“QUALITY MAKES THE DIFFERENCE" 
@ SILENT OPERATION @ GREY IRON CONSTRUCTION 
@ ECONOMICAL @ PERFECTION COMBUSTION e@ | er. Get the facts on why it pays 
SERVICE FREE OPERATION @ ALL STANDARD 
INTERCHANGEABLE PARTS @ EASY TO 
OPERATE, INSTALL AND SELL! 








DEALERS: Learn why it pays to 
sell the standard automatic burn- 


to sell the standard automatic oil 
burner. Write Allied today for 


NEW LOW PRICES. 








A PRECISION PRODUCT OF... 


ALLIED FEDERAL 


14-28 MITCHELL PLACE, NEWARK, N. J. 






INDUSTRIES 


Bigelow 3-1617-8 
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Stretches Heating 
System Capacity 


thereby allowing you to lower the temperature at night 
or over the week-end in any building with positive as- 
surance of avoiding all “cold building” complaints. 





That extra “pickup capacity” isn’t needed when the 
WEATHER-CHRON is used because heating automati- 
cally starts earlier on colder mornings and because 
night setback is eliminated entirely on those half dozen 
extreme cold nights. 

Select the desired “comfort hours” at time of installa- 
tion — the Weather-Chron automatically changes both 
the morning starting time and night setback time with 
every change in the weather and stops all heating when 
outdoor temperature rises above 65° F.—providing the 
greatest possible fuel saving. 

Fully described in our new Bulletin S-355. Write for it 
today. 


Product of | 


AUTOMATIC DEVICES CO., INC. | 


714 Hillgrove Avenue DELTA HEATING CORPORATION 


Western Springs, Illinois 


- Quickdraft 


N-268-QD 








| 
FOR SICK 
CHIMNEYS § 


los bs 


Cures all heating-unit draft problems 


When you’re the “doctor” ing and soot problems caused 
for furnaces made “sick” by by low, erratic and unde- 
faulty chimneys, prescribe a pendable chimneys. It saves 


cure ... not a treatment. fuel. 
Quickdraft . . . the electrical Condensed capacity tables 
draft inducer... ensures the provide a fast guide for spec- 


right draft for burning all ifying Quickdraft. Complete 
fuels efficiently and econom- engineering data book is 
ically. It keeps chimneys dry available. Write for full 





. cures pulsating, smok- information .. . today. 
iJ 
Qvuickdra ft Quickdraft units are now 
com AN Y available for equipment 


P ; 
Dueber-Hampden Building having ee from 
P. O. Box 87- Canton 1, Ohio 6 in. to 30 in. diameter. 


eloil 











SWIMMERS fase 
ATTHIS fi 
POOL 


.-. until 


Della 


OIL 









ma An inadequate heating sys- 
PROBLEM: tem left this glass enclosed 
pool chilly, uncomfortable, and unpopular 
in cool weather. 


a A compact and attractive 
S0 : UTI y N: Delta Oil Fired Unit Heater 







UNIT was suspended in each corner, overhead 
ae ATERS and out of the way. These units need no 
boiler or chimney — and there are no un- 

were sightly pipes, valves and fittings to mar 
installed! the view. Delta’s powerful heat blankets 





the entire area. 


aa No matter what the weather, 

Send for RESULTS: the pool is now always 

complete new crowded with bathers relaxing in luxuri- 
catalog ous warmth and comfort. 


This is only one of hundreds of jobs that a Delta 
OIL Unit Heater can do better and more economically. 





TRENTON 8, NEW JERSEY 
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MICCORKLE CONTROLS 


FOR VAPORIZING OIL BURNERS 
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\» 
ae GIVE .« SERVICE 
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Less service means greater customer 


satisfaction—increased profits—more new business 


e@ Patented dual blade bi-metal assembly—insures 
trouble-free operation—supplies a wide margin 
of extra power. 

@ More rapid heat transmission. 

© Adjustable snap acting Micro-switch. 

@ Heavier, more rugged construction. 


| a 


D. H. MICCORKLE Co. 


BOX E, STATION A - BERKELEY, CALIFORNIA 
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Other points considered at the meet- 
ing included a discussion of the gen- 
eral organization plan of the Norbute 
Corporation. This plan showed the 
three distinct sections which make up 
the corporation: Jackson & Church 
Co., Western Mining, and Metalab, a 
company devoted to the production of 
special laboratory equipment. 

During the conference it was re- 
vealed that Jackson & Church antici- 
pate no change in their production 
of furnaces, both domestic and com- 
mercial-industrial models, with the 
emphasis remaining on the commer 
cial-industrial market. 

In reply to a question concerning 
airconditioning, Clifford W. Stuart, 
executive vice-president of Norbute 
and president and director of Jackson 
&? Church remarked that J & C is defi- 
nitely considering entering the sum- 
mer cooling field, both on the domestic 
and commercial levels. 


Skuttle promotes Fournier, 
steps up sales Promotion 


FORMERLY in charge of purchasing, 
scheduling and inventory control, 
Kenneth M. 
Fournier has been 
promoted to sales 
manager by the 
Skuttle Manufac- 
turing Co., Mil- 
ford, Mich. 
With Skuttle 
for20 years, 
Fournier began 
his career in fac- 
tory operations, later was put in charge 
of production, and then placed in 
charge of the purchasing section. 
Shortly after assuming his new post, 
Fournier announced a stepped-up ad- 
vertising and sales promotion cam- 
paign would go into operation this 
fall to promote Skuttle’s line of humidi- 


Fournier 





fiers. The campaign will run in both 
trade publications and several major 
newspapers. 

At the same time it was announced 
that an electric furnace, with an 1850° 
maximum temperature for processing 
of fibreglass plates used in Skuttle’s 
humidifiers, had been put into opera: 
tion by the company. 

Developed by Alexander Engineer- 
ing Co., the compact unit takes up less 
floor space, is shorter and more pro- 
ductive than a gas-fired oven used 
previously. 


Airtemp realigns its executive 
Lineup for °56 sales program 


A NUMBER OF CHANGES were made in 
the Merchandising Division, Airtemp 
Division, Chrysler Corp., Dayton, O., 
to expedite the company’s “forward 
look” planning and 1956 sales pro- 
grams. 








@ If your jobber cannot supply you, use this handy 
coupon to order direct. Supplied postpaid anywhere 
in the U.S. A. Normal discounts in dozen lots. 


Please send the following, postpaid. 


drum or tank. 


ALL control valves. 





ee ee eee 


NAME 





___Doz. *Model F-10B—List Price $2.80 each. 


For small to medium installations. Fits 


___ Doz. *Model Z-1— List Price $2.80 each. 


For small to medium installations. Fits 


Profitable Sales! Fewer Sewice Calls! 


SELL AND INSTALL 


SETTE 


Microstone® Element 


FILTERS 


MARQUART MANUFACTURING COMPANY 
1241 High Street ¢ Oakland 1, California 


___Doz. *Model MS-3—List Price $3.95 each. 


For medium to large installations. 


Features Pre-Screening. Designed for the 
largest, dirtiest jobs. 


*UL Approved 





Send the coupon today! 
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EXPORT DIVISION—OCEANIC EXPORT COMPANY if 
400 MONTGOMERY ST. + SAN FRANCISCO 4, CALIFORNIA Iai CITY 


ADDRESS 


— 
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___Doz. Model KS-3—List Price $7.80 each. 
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PAT. NG 2494793 — 
amb WY 2709550 


ESTABLISHED 
1887 





Available in 5 sizes for proper venting and balancing of each 
radiator, and two sizes for venting mains. There is a Gorton Valve 
that’s just right for every radiator. 


Ask your wholesaler. 


GORTON HEATING CORP., CRANFORD, N. J. 





J. V. Brown, Jr., formerly room air- 
conditioner zone manager, is now room 
airconditioner merchandising manager. 
A. J. L. Moritz, Jr., formerly assistant 
merchandising manager has _ been 
named residential airconditioning and 
heating merchandising manager. T. E. 
Dayton region is now commercial and 
industrial airconditioning merchandis- 
ing manager. 

They will work with M. T. Bard, 
sales manager, room airconditioners; 
H. M. Carnahan, sales manager, resi- 
dential airconditioning and heating; 
and §. Anderson, Jr., sales manager, 
commercial and industrial aircondi- 
tioning. 

A. J. Schiffmann, formerly assistant 
sales manager in charge of northern 
operations, has been named national 
account manager. 


New Plant in Azusa, Calif., 
is acquired by Lau Blower 


LAU BLOWER CO., Dayton, Ohio, has 
purchased a plant in Azusa, Calif., for 
the production of Lau products, in- 
cluding blowers and household fans. 
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Formerly the site of Electrothermic 
Corp., the new plant has 11,000 sq. 
ft. of floor space, and will be expanded 
to 55,000 sq. ft. 

T. I. Byrd, executive vice president, 
said that the rapid development of 
western industry is responsible for the 
expansion. He pointed out that trans- 
portation facilities will enable western 
customers to be supplied much faster. 

Richard F. Mahuron, Covina, Calif., 
has been named plant manager, and 
G. R. Mergenthaler, Lau’s western 
sales representative in Pasadena, will 


* 


enlarge his operations. The Azusa 
plant and the Canadian plant in 
Kitchener, Ontario, are both under the 
supervision of S. F. Hipple, vice-presi- 
dent in charge of special assignments. 


General Electric plans School 
for Distributors’ Personnel 


THE WEATHERTRONICS Institute ad- 
vanced course on heat pumps has been 
scheduled in two sessions according to 
Charles Soumas, Institute director, 
Airconditioning Division, General 


Electric Co., Bloomfield, N. J. The first 





6! 


DRASTIC REDUCTIONS 
ON SMALL SIZES 


Check LITE-CAST COMBUSTION CHAMBERS 
with your jobber! 


MonocraM Paooucts Co. Inc. 


731 NORTH 35th STREET ye PHILADELPHIA 4, PA. 
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session for distributor salesmen and 
engineers is already underway. 

The second session is scheduled for 
the week of October 24 and will be 
restricted to utility personnel only. 


Major personnel Changes 
made by Armstrong Furnace 


SEVERAL MAJOR personnel changes 
have been announced by the Arm- 
strong Furnace Co., Columbus, Ohio, 
as the result of the resignation of 
Larry Hickok, executive vice president. 








ACCURATE 
DEGREE DAY 


Automatically Computed 


The Johnson fuel demand meter in- 
dicates the net effect of sun—wind 
and temperature on fuel oil con- 
sumption. Smooth out your degree 


day deliveries! 


WRITE: 
M. LEE JOHNSON 


Johnson Degree Day Systems 
329 S. PITCHER ST. 


KALAMAZOO, MICH. | 









Manufactured by 


EMPIRE CHEMICAL PRODUCTS CO. 


10 Longworth Street, Newark 2, N. J. 
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in the FURNACE 
CLEANER league 


NEW! NOW AVAILABLE 
WITH BY-PASS MOTOR 
AT SLIGHT EXTRA COST 


George Zimbelman, Armstrong’s 
western division sales manager, will 
transfer to the Columbus plant as as- 
sistant general manager under presi- 
dent and general manger, W. J. Olsen. 
Zimbelman has had many years’ ex- 
perience in engineering, design, man- 
ufacturing and sales in the heating 
and cooling industry. 

Formerly assistant to the president, 
and now promoted to sales manager 
is Charles L. Brooks. He will assume 
direct executive responsibility for 
Armstrong’s sales promotion opera- 
tions and will guide all field sales into 


, | one program. 


Larry Hickok, left, receives a set of 
golf clubs from Armstrong’s president, 
W. J. Olsen, at an appreciation din- 
ner marking Hickok’s long association 
| with the company. 
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Rayon Bag. Baseball 
and Draw String. 
$3.75 extra. 


includes 

















Capacity of Flues 
(Begins on page 65) 


cept that the horizontal scale has been 
adjusted to show the oilfired carrying 
capacity of a 6-in. diameter flue of 28 
sq. in. area. The adjustment has been 
made in approximate proportion to 
the cross sectional areas of 7-in. round 
and 6-in. round flues. 


All these data apply only to the 13- 
ft. height. To derive data for lower or 
higher chimneys, work at the Bureau 
of Standards shows that differences in 
the average temperature of flue gas 
(used in calculating draft) from the 
inlet temperatures varies from about 
3% for an 11-ft. chimney to 12% for 
a 22-ft. chimney. Since draft is directly 
proportional to height, a series of draft 
scales for a range of heights has been 
prepared for application to the curves. 


Combining this series of vertical 
scales with the input scales in Figs. 2 
and 3, produces Fig. 4, a nomograph 
from which the carrying capacity of 
any 6-in. or 7-in. can be found for any 
height between 2 and 22 ft. for any 
entering temperature and any selected 
draft. 

It should be noted that the curves 
rise sharply from zero draft, ascend to 
a peak and fall off gradually again to 
zero. If the flow rate (Mbh input) is 
low, and the use of the chart shows 
that an inadequate draft will be pro 
duced, the flue area is too large and 
may be inadequate to assure proper 
operation of the equipment. Oversiz 
ing in such case can be troublesome. 

Each flue, therefore, has a range of 
capacity between minimum and maxi’ 
mum. Selection should preferably be 
made to provide a reasonable range. 


—— 





powerful, better con- 
structed, gives 70 inches 
water lift at hose end. 


Extra electric outlet on 
2. top of machine for con- 
necting drop tight. No 
hunting for outiets and 
dragging lengths of wire 
across the cellar floor. 


Amazing new Rayon Bag 
3. with ‘“‘basebati” device. 

EXCLUSIVE on Empire 
Furnace Cleaners. 
lasts dozens of DP 
bags. Keeps machine at 
top efficiency. Available 
at extra cost. 


NU-VAC 


FURNACE St °07 


] New type motor, more 
e 


. One 10 ft. Heavy Duty Hose—One 30” Crevice 


zs 50 
Tool—One Bag Cage with Filter Bag—One Paper Filter. ™ CLEANER $99 


October 





1955 
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OFFERS QUICKEST — FASTEST INSTALLATION 
ADJUSTABLE TO SLOPING OR STRAIGHT 
BONNET FURNACES 






SERIES 577 


Stainless steel construction. Drip-feed puts just enough 
water in pan for fastest vaporization. Eliminates 
scum... no stagnant water pan. 


Pre-assembly cuts labor time and costs. To install 
simply cut hole in plenum wall, slip VAPORITE in 
just as it comes from shipping package. 


Get complete information. Write FO-10 


Automatic Humidifier Co. 
CEDAR FALLS, IOWA 














(Whistleproof) 





MODEL R — High Velocity, High 
Efficiency Return Air Grille. 
89% Free Area. Any Size Desired. 






SIZES: 
10x4 ‘2x4 «4x4 
10x5 2x5 4x5 
10x6 {2x6 [4x6 






Model D-1 
(Baseboard) 
Diffuser Register 


Besides Diffuser Type registers the National 
Line includes all types and sizes of registers 
and grilles. Write for Catalog. 






GRILLE AND 
REGISTER co. 


3169 East 80th Street Cleveland 4, Ohio 











FUEL OIL HEATERS 





Five types, engineered for efficient operation; oil-through- 
shell or oil-through-tubes, for use with steam or boiler 
water — discharge or suction side of oil pump — U- tube or 
straight tube. Write for Catalog 62 containing capacity 
tables. General Fittings Company, P. O. Box 151C, East 
Greenwich, Rhode Island. 


GENERAL FITTINGS Cf 


COMPANY 






















PROFIT 
Now! 


® Utilizes waste furnace heat 
going up chimney 

¢ Automatically delivers free 
heat (no fuel cost) to any 
room in the home 

@ Easily installed in the flue 
pipe of home owner’s heating 
system 

® Wide home owner acceptance 

Write for prices and literature 


248-47 JAMAICA AVENUE, 
BEtEROSe «+. 1..,.N.Y 
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DIRECT oil Eee 

















Your Handy Source 
for ALL Gasoline and 
Oil Handling Equipment 


. s 
Y WORCESTER 
a @ SPRINGFIELD 
\ cimmeatanetieenetans tania. 
i ‘ e 
i * EAST ! PROVIDENCE 
f 


i HARTFORD MARTFORD Ee 
i . 
/ 


J . @ ‘ 
NEWBURGH / o 
: NEW LON 
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COMPLETE LINES 
FAMOUS BRANDS 
Acme Tank & Welding 


Allied Truck Tank 
Blackmer Pump 


Marlow Pumps 
National Hose 
Neptune Meter 


Buckeye OPW Corp. 
Evertite Wayne Pump 
Philadelphia Hose Reels Wheaton 


Factory-Trained Servicemen 


“From a Bulk Plant 
to a length of hose 
We'll equip your business 
as it grows” 


BERVIC 
COMPANY 


760 Tolland St., East Hartford, Conn. 








JAckson 8-6563 





CROWN offers a complete 
line of standard oil burner 
electrode assemblies, cable 
assemblies, hardware, ter- 
minals and UL approved 
cable. Quality is the finest 
available. Ceramic insula- 
tors are UL approved. 
Prompt, efficient, reliable 
service on all orders—large 
or small. 


Complete Seruice 
CROWN endinering service 
is complete. Call or write 
today for complete infor- 
mation on standard or 
custom-built assemblies. 

Literature on request. 


Crown Engineering 
CORPORATION _ 
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High Water in the Night 
(Begins on page 53) 
To service his oilburner accounts, 
Dolinsky hired seven new men and 


| trained them on the spot in an effort 


to take up the slack caused by the 
flood. Differing a bit from Charlie 
Young’s plan at Unionville, Dolinsky 
pulled all his customers’ burners as the 
water receded. Following this, he had 
all the units stripped down, with each 
component being tagged. Those sec- 
tions that needed baking he had to 
send out of town (gas service was not 
restored until well after electricity in 
Winsted, and there were few electric 
ovens). Baking was the bottleneck; it 
originally took six days, but as the 
roads improved, Dolinsky has been 
able to reduce the time to two days. 
Those parts that can be easily cleaned 
are taken care of at the temporary 
headquarters in Winsted, and when 
the rest of the unit returns it is sent 
back and reinstalled. Costs along this 
line are kept as low as possible, again 
with the customer being charged only 
for labor. 

How is Morris Dolinsky going to 
repair and finance the work on his 
bulkplant? His loss is far above the 
$20,000 maximum set by the Small 
Business Administration for their office 
they established in Winsted. Morris 
feels that his best bet lies in an arrange- 
ment with his bank and the sBA in 
Washington. As of now, though, like 
everyone else in Winsted, he doesn’t 
know what to expect, or how to really 
handle the problem of seeing 40 years 
of his hard work go down stream in 
the space of nine hours. 

If this type of catastrophe were to 
occur again, what does Dolinsky sug- 
gest or recommend other people in sim- 
ilar situations do to reduce losses? 

1. Get your records out first, and 
put them in the trucks. 

2. Remove small, costly office ma- 
chines and items such as adding ma- 
chines, calculators, posting units, etc. 
This type of machine is particularly 
susceptible to water damage, chiefly as 
the result of small particles of sand 
and silt becoming mixed with the lubri- 
cating oil. Again, load in your trucks. 

3. Next the trucks should be moved 
out, with the later models going first. 

4. If you've still time, your inven- 





tory should be moved. Oilburners 
parts, and tools, anything loose. 

Before leaving Winsted, we cop 
tacted one of the manufacturers who 
are part of the oilheating industry— 
in this case the Ejay Baseboard Mfg, 
Co. Ejay was completely surrounded 
by the flood, with the main course of 
the Mad River on one side, and the 
new Main Street course sweeping by 
on the other. 

A four foot accumulation of muck 
temporarily halted operation of the 
plant, but its operators, the Fitzgerald 
family, pointed out that all tools and 
machines had been saved plus a large 
inventory, and the company expects to 
be back in normal operation with de- 
livery schedules on time around Octo- 
ber 1 at the latest. Requirements for 
putting a plant like this back into pro- 
duction, according to Mrs. Hope Fitz 
gerald, run about as follows: 1. Clean 
out the mud, silt, muck, etc., 2. Clean 
off the machines, 3. Oil, tune up, and 
check machinery, repairing those parts 
that were damaged, 4. Check over the 
tools, and making replacements where 













RENICK & MAHONEY, inc 


Get dependable EQUIPMENT 
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HANNAY HOSE REELS 


Leading oil companies specify 
Hannay Hose Reels because they 
are dependable under all con- 
ditions, keep maintenance costs 
to a minimum. There’s a Hannay 
for every type of tank truck. 
Consult us now about your 
plant or truck equipment 
problems, or write for catalog. 


Get dependable SERVICE 
RENICK & MAHONEY, Ine. 


380 Second Ave. 
(at 22nd St.) 

* New York 10, N. Y. 
Complete Equipment 


ERVICE for the Oil Trade 
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and give years of “flawless”. performance. GEM’s construc- 
de- —, tion guarantees high combustion efficiency and excellent 
to- performance with high or low pressure burners. 
f ‘XY The universal design of GEM Chambers enables fast and 
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Another first with FUELOIL & OIL HEAT— 





= 30 GALLONS As 
FUNDAMENTALS OF OIBURNER uu of HOT WATER 


CONTROLS” PER HOUR! 
let auromall( 


Olt FIRED 
WATER HEATER 


This is a manual which contains a series of ar- 
ticles, reprinted from FUELOIL & O1L HEAT, by 
John W. Schulz on the principal makes of con- B cor ON Nt inst we 
gt YEAR AROUND Sry, - 







trols panels, along with instructions for installing 









and servicing them and understanding their Pa, H : Po OT al 
1S internal and external wiring circuits. ‘ i 
; The title of this 64 page book is “FUNDAMEN- er Oy WATE R 

TALS OF OILBURNER CONTROLS.” It will V cwoice of oxsvamien, 
y prove extremely helpful in increasing your knowl- nk bin nr 
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Price only $1.00 postpaid—8Y/, x 11—64 pages 
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t 2 W. 45 St., New York 36, N. Y. Sey ae 
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needed, 5. Replace raw materials—in 
Ejay’s case, their hold up was due to 
loss of their basic materials—these 
now have been, or are in the process 
of being restored. 

Moving south from Connecticut's 
hardest hit town, Winsted, down 
through Torrington, which saw little 
damage to the fueloil men, one runs 
into the Valley of the Naugatuck. This 
river began cresting late Thursday eve- 
ning (August 18, 1955), and by Fri- 
day morning all towns downstream 
were in trouble. The stop at Water- 
bury was our last, and again results 
of the incredible flood were every- 
where. 

Paul Devino operates Waterbury 
Petroleum Products, Inc., a large ofl- 
heating, fueloil, gasoline, lube oil out- 
fit which is immediately adjacent to 
the Naugatuck. 

When Devino built his plant, he 
anticipated high water by constructing 
a large, heavy concrete dike along the 
front section of his property. By eight 
AM Friday morning, the dike had 
ceased to exist, and later on a large 


part of his plant had joined the dike 


some miles down the river, such was 
the force of the flash flood. 


Devino estimates his loss at over a 
half million dollars, but, again, like 
other distributors in the state, he has 
been able to keep his plant in opera- 
tion, providing service and deliveries 
to his customers, both through his own 
ingenuity and the cooperation and aid 
of other fueloil men. Also, he has made 
time to plan for the future, and hopes 
to install a new 337,000 gallon tank 
to replace two ruined storage units. 

To hold his customers, Paul has run 
a series of newspaper, and direct mail- 
ing advertisements. He has placed spot 
announcements on the local radio sta- 
tions informing the public that he is 
still in operation, and will continue to 
provide efficient service. 

Devino’s inventory of furnaces, bad- 
ly hit, has been reconditioned and is 
being sold as “Flood Specials” with a 
lower price. In reconditioning his units, 
along with his inventory, Devino has 
found that aluminum paint has done 
wonders to cover the rougher spots, 





save your customers money and 


Make EXTRA PROFITS Yourself with 
B-7, 5°°T vEestRoyER 






FOR FUEL OIL SOOT ONLY 


Turns a long, dirty job into a 5 minute 
chore that pays EXTRA PROFITS 
One application of E-Z does a thorough, 
safe job—eliminates cleaning equipment— 
saves time and manpower. Keep on every 
service truck and sell profitable cleaning 
jobs. Sell E-Z to customers for extra profits. 
Regular discounts to dealers and servicemen. 


No. 1 Package (1 Ib.) Retail Price—$1.50 
No. 5 Package (5 Ib.) Retail Price—$6.25 


Special discount to distributors on quantity purch 


NORMAN CHEMICAL CO. 


Mail coupon and $1.00 TODAY for 
ONE POUND INTRODUCTORY CAN 


| NORMAN CHEMICAL Co. 
1700 Roblyn Ave., St. Paul 4W, Minnesota 


| _ Please send one pound introductory can of E-Z, postage paid, | 


| for which $1.00 is enclosed. 
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1700 ROBLYN AVE. 
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POST. 








Making the most of your ability to do an ex- 
pert tune-up job will pay you big dividends 
in gaining you competitive leadership and 
PAID neighborhood recognition of your competence 
as a heating expert. The combustion-testing 
kit shown here contains precision-made qual- 
| ity instruments with which you can make ful- 
lest use of your know-how in making a fuel 
| conservation survey, checking a burner for 
wornout parts and needed repairs, or running 
an efficiency test to close a replacement deal. 
Uns a — = ie ‘aaa C02 
Veer ndicator, the versatile raft Gauge, 
Please send us the name of the nearest E-Z distributor. all-metal TEMPOINT Stack Seemaminwe 


| the sensationally new TRUE-SPOT Smoke 





after he'd replaced the jackets, insula- 
tion and controls, etc. 


In cleaning out his own area, in ad- 
dition to using the aluminum paint, 


‘Devino has followed an interesting 


schedule. As one room, or building was 
cleared, and its merchandise was re- 
placed (often salvaged products found 
as far as two miles down river), De. 
vino then brings in the electricians to 
install new equipment, and check the 
wiring. First he cleaned out his offices, 
then his pumping and delivery area, 
which in turn was followed by a thor- 
ough overhauling of his trucks. De- 
vino’s supplier, Atlantic Refining, has 
been of great aid in helping him, as 
have other fueloil dealers such as Val- 
ley Oil Co. over in Portland, Conn, 


Devino is shooting for November | 
as his target date for return to full 
and normal business, and he struck the 
real keynote of all the flood-stricken 
fueloil men, and others in the disaster 
area as a whole, when he said, “We 
haven't let up one bit, and although 
the target date may be tight, we sure 
are going to try like hell.” 






r.. PACEMAKER FOR PROFITS 
from Expert Tune-up Service 


Tester. Now, for the first time, you can adjust 
an oil burner quickly and expertly for hig 
COz without objectionable smoke . . . do away 
with guesswork, and “hit and miss” fumbling 
in adjusting for clean firing. The “Scale of 
Soot” which comes with the TRUE-SPOT tells 
you the limits of permissible smoke for vat 
tous burners and types of heating systems. 
This amazingly simple method of oil burner 
adjustment is the greatest advance in com- 
bustion testing since the introduction of the 
FYRITE. You will be proud to be among the 
first to own this “up-to-the-minute” combus- 
tion-testing kit. 
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This is the FINEST 


engineered 


OIL BURNER in America! 
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Statement of Ownership 


Statement of the ownership, management and circulation required by 
the Act of Congress of August 24, 1912, as amended by the Acts of 
March 3, 1933 and July 2, 1946 (Title 39, United States Code, Sec- 
tion 233) of FUELOIL & OIL HEAT, published monthly at Baltimore, 
Md., for October 1, 1953: 

State of New York, County of New York—ss 

Before me, a notary public in and for the state and county aforesaid, 
personally appeared Robert Gray, who, having been duly sworn de- 
poses and says that he is the editor of FUELOIL & OIL HEAT and that 
the following is, to the best of his knowledge and belief, a true state- 
ment of ownership and management of the aforesaid publication for 
the date shown, required by the Act of August 24, 1912, as amended 
by the Acts of March 3, 1933 and July 2, 1946 (Title 39, United 
States Code, Section 233) , to wit: 

1. That the names and addresses of the publisher, editor, managing 
editor and advertising manager are: 

Publisher—Heating Publishers, Inc., New York, N. Y. 

Editor—Robert Gray, New York, N. Y. 

Managing Editor—Bert Dunphy, New York, N. Y. 

Advertsing Manager—A. G. Winkler, New York, N. Y. 

2. That the owner is: (If owned by a corporation, its name and 
address must be stated and also immediately thereunder the names and 
addresses of stockholders owning or holding 1 per cent or more of 
total amount of stock. If not owned by a corporation, the names and 
addresses of the individual owners must be given. If owned by a partner- 
ship or other unincorporated firm, its name and address, as well as that 
of each individual member must be given. ) 

Heating Publishers, Inc., 2 West 45th St., New York 36, N. Y. 

Stockholders: Leod D. Becker, Milford, N. J.; A. E. Coburn, Yon- 
sess, N. Y.; Robert Gray, Chalfont, Pa.; A. G. Winkler, Fr. Lauderdale, 

a. 

3. That the known bondholders, mortgagees and other security hold- 
ers owning or holding 1 per cent or more of total amount of bonds, 
mortgages, or other securities are: (If there are none, so state.) None. 

. That paragraphs 2 and 3 include, in cases where the stockholder 
or security holder appears upon the books of the company as trustee 
or in any other fiduciary relation, the name of the person or corpora- 
tion for whom such trustee is acting; also the statements in the two para- 
graphs show the affiant’s full knowledge and belief as to the circum- 
Stances and conditions under which stockholders and security holders 
who do not appear upon the books of the company as trustees, hold 
stock and securities in a capacity other than that of a bona fide owner; 
and that this affiant has no reason to believe that any other person, asso- 
ciation, or corporation has any interest direct or indirect in the said 
stock, bonds, or other securities, than as so stated by him. 


ROBERT GRAY, Editor 
Sworn to and subscribed before me this Ist day of September, 1955 


MARGARET V. McINERNEY 
(My commission expires March 30, 1956.) 
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The Outstanding Leader 
in Hundreds of Makes of Oli Burners 
in Domestic and Industrial Types 


DIELECTRIC Ignition Electrodes are 
available in standard types, and in 
special sizes and shapes — all with 
Underwriters’ Laboratories approv- 
al. Cable assemblies and bus bars 
for your most efficient hook-up 
from transformer to electrode. Con- 


sult us. DIELECTRIC is at your service. 
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DIELECTRIC 


PRODUCTS CO.., Inc. 


125 VIRGINIA AVE., JERSEY CITY 5, N.J. 
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3046 CEDAR ROAD 


Cooling spurs Electric Heat 


(Begins on page 58) 


Here’s how it works: an area may 
have 10,000 home users. If the average 
use goes up during a year by 200 kw 
per home, that’s a total rise of two 
million kw. At 8/10 mills per kw the 
prize money is $1,600. But here’s the 
rub . . . that money is divided only 
among those who caused sales to be 
made through their tip-slips. It’s di- 
vided in proportion to the number of 
slips that resulted in orders. This is a 
Christmas distribution and one em- 
ployee got $430 last year from this 
source alone. 

To get electric heating started, 
company people can have a central 
heat pump job at half price, fully in- 
stalled. They can have a Uskon ceil- 
ing panel resistance job at no cost 
whatever, or they can have a com- 
bination of heat pump and ceiling 
panels. Quite a number of jobs are in 
by one system or other and they’re 
fairly well scattered around the areas, 
for demonstrators. 


NATURAL SOOT REMOVAL 


The removal of soot by “CLEAN RIGHT’ 
on the normal 
burning of any fuel or substance. After 
being dusted with “CLEAN RIGHT,” soot 


particles are consumed in the same flue 


NON-CORROSIVE © NON-EXPLOSIVE 
LEAVES NO RESIDUE 


Always look for the broom on the package. 
Additional information is available. 


MILLER PRODUCT CO. 


LANSING 





EATER PROFITS 
orth less effort 
when you insta 


-REXOIL OIL BURNERS 


not an empty statement 
put a proven fact 


Why don’t you increase your pro- 
fits by selling and installing REXOIL 
. .. the finest oil burner made! 








MICHIGAN 





REIF-REXOIL, INC. surraio sw. 


JOBBER AND DEALER INQUIRIES INVITED! 


37 CARROL ST. 





The utility is naturally interested in 
all forms of electric heating units, since 
any of them help to solve its problem 
of load building, but it has been fea- 
turing the two types noted. 

Even at present rates, the heating 
costs are not too bad. One doctor’s 
home of six large rooms, well insu- 
lated, has a GE heat pump and used last 
year only $127 worth of current at the 
2\%¢ rate. When this goes to the new 
winter rate the cost will drop a lot. 

Frandsen wants one-fifth as many 
heating jobs as cooling, providing 
they're heat pumps. If they’re straight 
resistance heating he wants a tenth as 
many, which would more or less bal- 
ance the load seasonally. As a realist, 
however, he’ll settle for one-sixth of 
his homes electric-heated by 1965 .. . 
not an unreasonable yardstick most 
heating devotees would agree. 
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George Mellerup, Des Moines, Ia., 
named sales representative in central 
Iowa for Kritzer Radiant Coils, Inc., 
Chicago. Kritzer also named Eugene 





J. Schloemer, Bettendorf, Ia., as sales 
representative in Northwestern Illi- 
nois and Eastern Iowa. They replace 
William B. Schuler, deceased. 


Technical Service Co., Albuquer- 
que, N. Mex., now manufacturer's 
representative for furnaces and Com- 
mercial-Aire direct fired space heaters 
made by The Mammoth Furnace Co., 
St. Paul, Minn., in New Mexico and 
Western Texas. 


William G. Nelson, Milwaukee, ap- 
pointed sales representative in Wis 
consin for Rockford Brass Works, 
Rockford, Il. 


Burtchaell Heating Co., Portland, 
Ore., appointed wholesaler in south- 
western Washington and northwestern 
Oregon for furnaces, boiler-burner 
units, conversion burners and aircon: 
ditioners made by The Heil Co., Mil 
waukee, Wisc. Warren L. Edwards 
named a Heil heating sales representa’ 
tive assigned to the company’s Cleve- 
land District sales office. 





@ Fuel-Unit Parts 

@ M. H. Control Parts 
@ Electrodes 

® Gaskets 

® Bellows 





BUckminster 4-1330 


FREE! 


HYDROVALVE’S NEW 1955 CATALOG 


Completely Illustrated with Oil Burner Service Parts and Tools 


© "Controlled Tension" 
Ignition Wire Terminals 

® Service Tools 

@ Shaft Seal Assemblies 

@ Accessories 

Available from Your Jobber or write for your FREE Catalog To-day. 


HYDROVALVE COMPANY, Dept. F. 


1319 UTICA AVE., BROOKLYN 3, NEW YORK 








NEW YORK TECH 


America’s Foremost School ... Famous for teaching 


OIL BURNER 


INSTALLATION AND SERVICING 
Also Courses in: REFRIGERATION & AIR CONDITIONING 





Remember NEW YORK TECH whether you have 
MEN TO TRAIN, or 
NEED TRAINED SERVICEMEN 
catt or write NEW YORK TECHNICAL INSTITUTE ext. 1910 


500 Pacific St., Brooklyn, N. Y. © MA 5-6220 
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